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Experienced craftsmen everywhere always 
recommend tools by Vaughan because they know 
Vaughan tools are perfectly balanced, tough 
and durable. Over eighty years of manufactur- 
ing experience stand behind the splendid 
performance of Vaughan hammers, hatchets and 


axes. Yes, men who work with their 
hands will tell you that “It Always Pays to 
Buy a Good Tool." 





VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 
135 So. LaSalle Street 
CHICAGO 3, ILLINOIS 
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with the NEW WOOSTER 



















Perfect Painting : 
with OIL, RUBBER or Made with the 
WATER-BASE PAINTS! WONDER FABRIC 


: 
The Wooster Roll-On apples all polnt DYNEL! 
ee ee without splashing or * 
dripping . . . almost without effort! 


A new miracle of chemistry, created 
especially for roller painting. This ma- 
terial has amazing uniformity, and eye 
appeal—bvy appeal! 





Sell satisfaction with the roller that looks 
better . . . paints better . . . lasts longer! 


Wooster Roll-On Painters, with covers of 
Dynel, give you these sales advantages: 3 
opular sizes—42", 7” and 9”; hardwood 
lecuilion that won’t slip or turn; bright, rust- 
proof plated steel rod; new end cap, with 
integral bearings, made of durable tempered 
plastic; water and solvent-resistant cover 
core. Covers are interchangeable with those 
on most conventional rollers. Low-cost re- 
placement covers are available. 

Stock the Wooster All-Purpose Ro/l-On 
Painter vow. Contact your distributor, or 
write direct for name and location of the 
Wooster representative nearest you. 


OLLE| 


THE WOOSTER BRUSH COMPANY - WOOSTER, OHIO SINCE 1851 
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“Even kids know that 
YALE means a better lock!” 


« 


‘You've all probably had kids in your store, determined to get 
the very best lock for their bike, clubhouse or whatever, 

that their handful of change would buy. Well, the thing that 
interests me is the great number of these kids that insist on 


YALE locks. I think it proves that when a company’s products 
are really good everybody hears about it.” 


MR. L. J. SHARP, Sharp Hardware, Dallas, Texas 
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_..that’s why this YALE 
Ziplock is such a 
steady profit item 





ZIPLOCK — that’s a word you hear 
wherever boys ride bikes. Even 
young fellows know that a YALE 
lock gives them more security for 
the money. They all go for the 
snappy red finish and the easy way this lock “zips to 
fit” on their bicycles, duffel bags and camping equip- 
ment. Ziplocks sell—you can enjoy a steady, profitable 
volume of sales simply by keeping them well displayed 
and by making timely use of suggestion selling! For 
complete information write to us today, Dept. $109-1, 
The Yale & Towne Manufacturing Co., Stamford, 
Conn. (in Canada, St. Catharines, Ontario). 


YALE & TOWNE 


Yale is a registered trade mark 
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Wore a free-spending nation, but masters of ingenuity when it comes 
to doing things efficiently and economically. Especially in a pinch. 
There’s a pinch on right now: Not enough steel to go around; hardly 
enough man power. They mustn’t be wasted. And they won’t in a iot 
of instances if storekeepers and manufacturers do their part. 


Together, Nicholson and its wholesalers and retailers are doing 
just that, to wit: Making and selling better, longer-lasting files that 
certainly help to conserve file steel. Such files stay sharp longer, work 
faster —thereby saving users’ time and effort. You couldn’t want a 
better argument for gaining customers. And you couldn’t want a better 
means of keeping them than the superior performance they get in 


Nicholson or Black Diamond files. 


To make this strategy work for you to the utmost, be sure 
your file stock fits your community and its activities. Your 
wholesaler can help you strike the right balance. Also be 
sure to have “File Filosophy,” Nicholson’s 48-page 
book on file kinds, cuts, use and care. FREE—write for it. 


cs 2) 
NICHOLSON FILE CO. © 25 ACORN STREET © PROVIDENCE 1, RHODE ISLAND > 
"hacer 


(In Canada, Port Hope, Ont.) 
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BUY AMERICAN 
—the COMPLETE Chain Line 


A Few of the More Popular American Chains 


DOG and KENNEL CHAINS— 
These and also the HALTER and 
TIE-OUT CHAINS are made of 
Tenso Pattern Chain, the most 
popular weldless pattern made 
of wire. Dog Chains also made 
of Elwel twist link welded chain. 
SASH CHAIN—Acco No. 8 runs 
smoothly over any cord-pulley. 
TWIST LINK MACHINE CHAIN 
—A light, strong welded chain 
—one of the popular Elwel 
patterns. 

PROOF COIL CHAIN—Also 
calledcommoncoil chain. A gen- 
eral-purpose steel welded chain. 
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HEAVY DUTY CHAIN—Also 
called Dredge or Crane Chain. 
A wrought iron chain made in 
two grades. 


LOGGING CHAIN—Proof Coil 
or BBB Gvadesteel chain, made 
up into assemblies of 10 to 20 
foot lengths with grab hook and 
ring or grab hook and slip hook. 


LOADING CHAIN—Flectric weld- 
ed steel chain with strength, 
flexibility and light weight. 


POCKET WHEEL CHAIN—Links 
formed, welded and gauged to 
exact dimensions. 


York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


A:C4 
ey 
RADE vt / . 
mann YA In Business for Your Safety 


SAFETY CHAIN—Also called 
Plumbers’ Chain. Made of brass 
or steel stamped links, 

LOCK LINK COIL CHAIN—This 
pattern of weldless chain is par- 
ticularly good for operating 
over sprockets. 

@ Look to your 
AMERICAN CHAIN whole- 
saler for all types of welded 
and weldless chain, fit- 
tings, assemblies, hooks, 
repair links, cotter pins. 
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Service and Repairs 
Need More Attention 


The inclination to “let tomorrow take care of 
itself” is a quite normal habit, but when it is 
applied to our business planning it can be an 
extremely dangerous habit. 

For some years now hardware dealers have en- 
joyed a very profitable business in power mowers 
and home workshop power tools. While these items 
are certainly not strictly new, the development 
of a real mass market has been largely a post-war 
experience. Thus far selling of these products 
has been comparatively simple as well as profitable 
for dealers. But what about tomorrow? 

There is certainly every prospect for continued 
heavy sales volume in these products, but a new 
factor is going to be injected into the selling pic- 
ture ... the factor of service and repairs. 

Today, far too many dealers “don’t want to be 
bothered with servicing or repairing.” That is 
certainly their prerogative. But they may well 
wake up some day and find they have lost the 
powered merchandise business. 

Many power mowers in use today are becominng 
old, not only in the sense of age, but also in de- 
sign. These mowers are going to begin needing 
repairs. Their owners are going to become cus- 
tomers for the new, improved models. The trade- 
in question is going to appear. 

Who is going to get this profitable business? 
Certainly not the dealer who “doesn’t want to be 
bothered with repairs.” 

Manufacturers of mowers foresee this problem 
quite clearly and have already embarked on exten- 
sive, and expensive, programs for improving the 
servicing f&cilities of the dealers selling their 
products. They realize that the ability to obtain 
prompt, efficient service is going to be an impor- 
tant factor in influencing consumer buying of their 
lawn mower. 

These manufacturers’ programs center around 
helping the individual dealer set up his own ser- 
vice and repair facilities. A manufacturer cannot 
force a dealer to go into servicing. But by the 
same token a manufacturer is not forced to con- 
centrate on hardware stores as outlets. 
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Informal Editorial Comments 





By W. A. Phair 


Hardware dealers have no inherent right to a 
power mower or the power tool franchise. They 
will have it only so long as they do a superior job; 
if they ignore the service aspect, then they will 


lose their position to other outlets . . . the chains, 
the gas stations, the auto accessory stores, who are 
very much interested in the power mower busi- 
ness. 

Any sales effort must contain mutual benefits 
before it can be called successful. Hardware stores 
are a natural outlet for this powered equipment. 
The job they have done thus far substantiates 
this. No other outlet offers such natural advan- 
tages to both consumer and manufacturer for the 
selling of power mowers. But conditions tomor- 
row are going to be a little different, and it is 
inevitable that if we want to keep this profitable 
business in hardware stores where it belongs, we 
are going to have to give very serious thought to 
developing more adequate service and repair 
facilities. 





Repairs and Rentals 
Can Be Profitable 


Any discussion of servicing or repair work in- 
evitably ends up with someone complaining that 
he always loses money on it. But the facts are 
that it is not necessary to lose money on repair 
operations, if they are handled properly and not 
treated as something of a necessary evil.* Many 
dealers have proved this. 

On the other hand, there are numerous dealers 
who deliberately permit their fepair departments 
to operate at a loss, because the added traffic they 
create brings sales that more than compensate for 
the losses in the repair operations. 

Many, many years ago when HARDWARE AGE 
platform was first presented, it stressed the im- 
portance of repair facilities, and such operations 
as key making, lock repairing and rental of floor 
conditioning equipment and the like. Those activi- 
ties are just as important today as they were then. 

These services are needed in every community 
and are best supplied by a hardware dealer. They 
are services which the hardware dealer can per- 
form more satisfactorily and at lower cost, by the 
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very nature of his business, than can any of his 
competition. 

Servicing and repairing, keymaking, lock re- 
pairing and rentals have much in common and lend 
themselves well to departmentalization. And to- 
gether they justify personalized attention and 
when they receive that, plus adequate promotion, 
they can not only be profitable, but also the source 
of increased traffic and the opportunity to make 
many related sales. 

HARDWARE AGE has published many articles on 
these subjects in the past, telling how other deal- 
ers have set up such activities, how they make 
them pay off. Many additional articles are planned 
for the future. Watch for these ideas and put 
them to work for you. 





Danger—Bureaucrats 
At Work! 


We have all seen some really weird ideas come 
out of Washington, but something of a new high 
(or low) in absurdity is the bill, HR 5189, re- 
cently introduced by Representative I. Dollinger, 
Democrat of New York. 

Rep. Dollinger proposes the establishment of a 
new Washington bureau—a Consumers’ Advisory 
Bureau—which would “investigate, analyze, test 
and evaluate” all goods that a consumer buys and 
would advise the consumer of the “relative quality, 
utility and abundance” of such merchandise. 

The bill was introduced by Dollinger with a 
childish harangue on the theme that national 
brands are forced willy-nilly on consumers and he 
attempted to revive the long dead myth that the 
cost of national advertising keeps consumer prices 
abnormally high. 

It is truly a sad commentary on the ignorance 
of the so-called “representatives of the people” 
of the economic facts of life when a man elected 
to the House of Representatives proposes such a 
plan. 

Of course, like all plans, the bill takes care of 
a director and his $15,000 salary and “such em- 
ployees as may be necessary to carry out the pro- 
visions of the act.” In other words, it provides 
new jobs for more Fair Dealers and in that man- 
ner may make sense .. . to Washington. 

Today it would seem that every school child 
understands that national distribution and na- 
tional advertising gre as much a part of low cost 
mass production as is the concept of interchange- 
ability of parts. 

It is a simple economic fact that quantity pro- 
duction means low cost production; but quantity 
production requires a mass market, and national 
advertising is the tool that produces that market. 

No one can force a consumer to buy a nationally 
advertised product. But the consumer has learned 
over the years that such products invariably are 
of high quality and reasonably priced . . . or they 


would not continue to be nationally accepted. 
National advertising alone cannot provide cus- 

tomers for a product. The product must first be 

inherently of high quality. All of us have seen 








numerous products attempt national advertising, 
flare up for a moment and then quickly die out for 
lack of quality or for being overpriced. It takes 
quality and a fair price to support a national brand 
name year after year, and that’s what Rep. Dol- 
linger appears to ignore. 

The source of the high standard of living that 
we enjoy, is this plan of mass production giving 
low costs, and mass markets being provided by 
national advertising. 

The vision of a Washington Bureaucrat sur- 
rounded by fur-coated secretaries and deep- 
freezes, financed by easy-to-get RFC loans is, 
frightening. 

And nothing would be more disastrous to the 
independent hardware merchant than the elimina- 
tion of national brands. Without the pre-selling 
accomplished by national advertising, and the 
emphasis on quality at a fair price by these na- 
tional brand manufacturers, the small retailer 
would be at the mercy of the giant retailers and 
their tremendous promotional resources. 

It seems improbable that Congress would give 
such a bill a second glance, but keep your eye on 
it and let your representatives know your views. 





Dealer Gives Senator 
Some Fair Trade Views 


Speaking of letter writing, some hardware 
dealers are also making their views on Fair 
Trade known to Washington. One such letter is 
that written by J. E. Sandlin of J. E. Sandlin 
Hardware Co., Huntsville, Ala. 

Mr. Sandlin wrote to Sen. Sparkman, chairman 
of the Small Business Committee. His letter was 
a well written, constructive note. The Senator 
could not help but realize that it wasn’t a crank 
letter, but.was an honest, sincere expression of a 
voter’s views. 

In his letter Mr. Sandlin pointed out how the 
chains and big stores make loss leaders of national 
brand merchandise and how important it is for 
the small merchant to have protection against this 
vicious practice that benefits no one, but harms 
many. 

Unfortunately, Sen. Sparkman’s investigation 
seems to have fizzed out as the price cutting tapers. 
But we'll bet a new hat that if 10,000 retailers 
had written him telling of the importance to them 
of preserving the Fair Trade program you’d still 
see that investigation being vigorously pursued. 

We repeat. You have great power in your right 
of free speech. Use it. And when you write, send 
us a carbon copy. 





The Greatest Collector 


Federal Tax Collections: 
From 1789 to June 30, 1945 


og SS Serre gee $248,348,394,590. 
From May 1, 1945, to June 20, 1951 
ei, SO RR ee 260,417,309,430. 


In a little over six years President Truman col- 
lected $12,068,914,840 more than all his predecessors, 
including Franklin D. Roosevelt, collected in 156 years. 
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ie = LOCKWOOD'S 2 YEAR GUARANTEE 
airman fg 
tter was ie They explain why Lockwood Ball® Bearing Door Closers are 
pgs increasingly in demand for the busy doors of a busy country. 
bang ‘ For example, estimates made in U. S. Commercial Standard 
US22-40, show that the average department store entrance 
how the door is opened and closed 1,500,000 times each year. Such 
nyo usage requires Lockwood's 10 basic features of design to 
inst this assure long, trouble-free operation and low maintenance cost. 
t harms And, it is these 10 basic features (including precision manu- 
tigation facture throughout), which enables Lockwood to uncondition- 
zy tapers. ally guarantee this product for 2 years. 
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ur right No. 3002 Deluxe Model 
ite, send 


Lockwood’s Profitable Screen and Storm Door Closers 
The Lockwood DeLuxe Screen and Storm Door Closer No. 3002 is an excep- 
tionally high quality closer for controlling doors of this kind. Its enclosed 
spring is extra powered and an additional bumper spring softens the impact 
when the door is accidentally swung back too far. Reversible for doors of 
either hand. Attractive, durable silver gray finish. Also made in slightly 
smaller, lower priced model No. 3001. 


tT 


PLACE YOUR ORDERS NOW... 
SEE YOUR JOBBER OR WRITE US DIRECT 


3,394,590. 








7,309,430. 


wevcthd LOCKWOOD HARDWARE MFG. CO. 


56 years. FITCHBURG, MASSACHUSETTS 


IBER 6, 1% HARDWARE AGE, SEPTEMBER 6, 1951 





2 shing ton 


NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


Truman's Anti-Markup Stand Gets 
Only Lip Service—No Real Action 


President Truman’s criticism of that section of the 
new Defense Production Act which guarantees re- 
tailers their traditional markups (Herlong Amend- 
ment) has fallen upon deaf ears at the Capitol. 


Administration leaders in Congress are loud in their 
support of Mr. Truman’s denouncement of the new 
law’s price control features, but are quietly passing the 
word to their Capitol colleagues that “there isn’t a 
chance” of rewriting the law this year. 


The President said that Herlong Amendment (guar- 
anteeing wholesalers and retailers pre-Korea percent- 
age markups on their products) was nothing more 
than a “full-blown cost-plus system applied to every- 
thing that the consumer buys.” 


“This amendment invites America’s 2,000,000 dis- 
tributors to become commission salesmen for infla- 
tion.” he declared. “It offers them a percentage stake 
in every price increase.” 


OUTLOOK—Fact is, Mr. Truman and his 
leaders still are as firmly committed as ever 
to a long-range policy of creeping inflation. 

& Idea is to let inflation nudge ahead. Little by 
little, over the months and years, so that the 
mass of voters can be deluded into believing 
they are better off each year than they were in 
the previous year. 


Senate Tones Down Tax Bill: 
Reckoning Day Nears for Co-Ops 


The way the new tax bill is shaping up in the Senate 
Finance Committee reveals an increasing tendency on 
the part of the upper-chamber lawmakers to soften 
the revenue jolts recently voted by the House. 


As the bill now stands in its tentative form, indi- 
viduals would be guaranteed that their new tax bills 
could not be more than 11 pct higher than their pres- 
ent tax bills. An all-around easing of the House ap- 
proved rates is calculated to return to the treasury 
about $2,409,000,000 in new revenue, a reduction of 
$446,000,000 from the personal tax-increase plan ap- 
proved by the House. 





10 


OUTLOOK—Further indication that Fed- 
eral taxation of co-op income is closer to real- 
ity this year than ever before has been given 
by Chairman Walter George (D. Ga.) of the 
Senate Finance Committee. “There is no ex- 

& cuse for not taxing these sources to some 
extent,” Senator George said of the co-ops and 
mutual companies. He said he believes a ma- 
jority of his committee “wants to do some- 
thing” about tapping these two large sources 
of revenue. 


Steel Shortage Slows Industrial 
Expansion; Durables Outlook Good 


Top officials now expect pressure of the defense pro- 
gram to continue at least until mid-1953. This means 
the Government timetable for relaxation of controls 
and the resumption of “normal” production of con- 
sumer durables, other hard goods, and building activi- 
ties, has been shoved ahead—at least another half-year 
into the future—in contrast with official thinking no 
longer than three months ago. 

Main reason for the changed opinion has been the 
development of a severe shortage in structural steel. 
Needs for last quarter 1951 and first quarter 1952 to 
meet “essential” requirements are found by CMP 
officials to be still at about 214 times the amount which 
can be produced over the six-month period. Only actual 
military needs will come close to being met. 

Seriousness of the situation may be seen in the NPA 
decision to cut steel allotments for the building of new 
capacity. Last quarter allocations of structural steel to 
the industry itself were cut back by one-half. Allot- 
ments of other types of steel for new plants were cut 
by a third. 

This spells an across-the-board slowdown in expan- 
sion of all industrial and commercial facilities—for 
production of additional steel, for manufacture of 
finished goods and for distribution of end items. 


OUTLOOK—DPA officials are counting 
heavily on new steel and aluminum capacity 
to start producing next year. They still insist 
there will be no serious shortages of consumer 

$ hard goods—that output will begin to rise 
(late 1952) before supplies drop to austerity 
levels. Residential building is expected to drop 
to 825,000 home units next year, then begin 
spectacular rise to new record heights. 


(Continued on page 124) 


HARDWARE AGE, SEPTEMBER 6, 1951 













PHO 


HARDW. 








EWS 





. that Fed- 
oser to real- 
_ been given 


AND NOW 


“TELEVISION 


ie sta On A Nationwide Scale 


ieves a ma- 
‘o do some- 


at SELLS MORE 


trial 


1k Good | 
lefense pro- 

This means 
of controls ee 

ion of con- 
ding activi- 








er half-year 


thinking no WORLD'S FINEST ALL PURPOSE STOVE AND UTILITY MATS 


as been the 


ctural steel. 

‘ter 1952 to ; ¢ 
d by CMP or 

10unt which . 





Only actual 

he the NPA Television is the latest big gun in Phoenix Table Mat’s endless promotion 

ding of new campaign to help build your ARISTO-MAT sales. In key trading areas across 

ural steel to the country ARISTO-MAT spots on television will be delivering hammer 

-half. Allot- . : ee R ° 

a een cell blow impact right at the local level—joining forces with the continuous 
national advertising campaign to add power to its drive. 

aaitten “ted These are “selling” spots making full use of the most potent sales weapon ; 

ufacture of in promotion history. 

items. : 
Be sure that you reap the benefits from Phoenix’s greatest advertising 

e counting campaign! ‘ 

im capacity 

y still insist Give ARISTO-MATS plenty of prominent display space in your store and if 


of consumer 
gin to rise 
to austerity 
ted to drop SEE YOUR JOBBER—OR WRITE DIRECT: 

then begin f 
ights. 


you’re low on stock get your reorder in today. 


PHOENIX TABLE MAT CO. Chicago 7, Illinois 
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Handyman's Book 


A perfect item for the men’s gift 
department and for building a 
“Handyman’s Headquarters” pro- 
motion is this 500-page ‘“Handy- 
man’s Book” prepared by the edi- 
tors of Better Homes & Gardens. 
Containing more than 1600 how-to- 
do-it illustrations, the book is be- 





ing backed by national advertising 
pushing its sale through hardware 
stores. A wide variety of hard- 
selling promotion and display ma- 
terial with a “Handyman’s Head- 
quarters” theme is available. Field 
selling tests in hardware stores 
show book has good sales appeal 
and works very well as theme for 
display of tools and materials used 
by handymen. Book retails at 
$3.95. Meredith Publishing Co., Des 
Moines, Iowa. 


Cylindrical Lock 


This new member of the Russwin 
line is a heavy-duty cylindrical lock 
line designed for schools, cffice 
buildings, hospitals, commercial 
and institutional buildings. It has 
a full % in. latch bolt throw, a 
seamless tubular knob shank assur- 


12 


LATEST INFORMATION ON NEW PRODUCTS AND SERV 


ing full torsional strength, and a 
double dog knob flange which de- 
velops maximum strength between 





knob and knob shank. Available 
either cast or wrought, and in a 
variety of finishes. Russell & Er- 
win Div., American Hardware 
Corp., New Britain, Conn. 





Pinking Shears 


This new, lightweight Model C-7 
pinking shear is a hot, drop-forged 
shear measuring 74% in. It is avail- 
able in full chrome finish or trim- 
med with black enamel handles. 
Several thicknesses of fabric can 
be cut at one time, from sheer silks 





to heavy woolen. Retail price: full 
chrome, $7.95; black enamel han- 
dles, $6.95. J. Wiss & Sons Co., 33 
Littleton Ave., Newark 7, N. J. 





Space Saver Line 
This new line of plastic E-Z-Do 


space savers is of embossed 8- 
gauge Vinylite, and comes in plum, 
yellow, blue, green and flame. There 
are 16 pieces, with a wide range of 
cabinets. Shown here is the all- 
purpose 36x1914x13 in. utility cab- 
inet which has four shelves back 








of the door.. Retail price: $12.98 
E-Z-DO, 261 Fifth ave., New York 
16, N. Y. 


Rubber Athletic Balls 


This new line of Sun official rub- 
ber athletic balls for the sporting 
goods trade has 17 types, including 
footballs, basketballs, soccer, volley, 
and water polo balls, baseballs, soft- 
balls, and playground balls. All 
balls are official in size, weight and 
performance, and have pebbled fin- 
ish cover and molded-in seams. 
There is also a new and attractive 
line of packaging for window and 
counter display. Sun Rubber Co., 
Barberton, Ohio. 
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Hydraulic Vise 


This new 4-in. jaw hydraulic ma- 
chinists’ vise, No. 1004, replaces 
the previous 3%-in. model. It 
weighs 80 lbs. and has higher and 
wider jaws. Maximum hydraulic 
pressure is 7,000 P. S. I. and the 
maximum jaw pressure two tons. 
A safety valve protects against 
overloading. Vise closing speed is 
¥g in. per pump stroke, and the vise 





is controlled by two foot pedals. 
Columbian Vise & Mfg. Co., 9021 
Bessemer Ave., Cleveland 4, Ohio. 


Floor Conditioner 


The twin-brush floor conditioner, 
No. FP-33, described on page 12 
of HARDWARE AGE, August 9, 1951, 
weighs 19 lbs., and not 10 lbs. as 
stated. Red Devil Tools, Irvington, 
N. J. 


Iron and Carrying Cases 


This new carrying case is now 
available with the Steam-O-Matic 
iron to make a handy unit for 
travel or storage. The case is fin- 
ished in blue alligator simulated 
grain and lined inside. A remov- 
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in hardware merchandise... 


able Fiberglass insert makes the 
case fireproof for storing a _ hot 
iron. The case also has a lock and 





key. The combination retails for 


$22.95. Rival Mfg. Co., 22d St. & 


McGee Trafficway, Kansas City 8, 


Mo. 


New Gas Range 


This new gas range, Model 940, 
is a 40-in. divided-top range, and 
has four lightweight stainless steel 
burners with simmer control. 





Grates are black cast iron. The 
oven is large, and the broiler is the 
low, roll-out type, with porcelain- 


(Continued on page 98) 








TO HELP YOU 


SELL 









AND OTHER DEALER 


This new counter merchandiser 
for Burgess flashlight batteries has 
a slotted top so that new seasonal 
display cards, which will be sent 


sunttss 


=o 








"0 
ad 


BURGESS BATTER Es 


to dealers four times a year, can 
be changed. The all-metal unit has 
storage space for extra batteries, 
flashlights and lamps, and there is 
a battery tester at the back of the 
top display panel. The deal includes 
an assortment of Burgess batteries 
and flashlights. Burgess Battery 
Co., Freeport, Ill. 


Window Material Kit 


This new sales kit for R-V-Lite 
window materials includes a 54x15 
in. store banner printed on an ac- 
tual strip of transparent R-V-Lite, 
die-cut, self-sticking signs, and a 
large, colorful counter card. There 

(Continued on page 117) 
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HDWE. 
"  JOBBER 
$180 STOCKS 


£170 


End-of-month 


$150 (add 000,000) 





DEE 





Source: Dept. of Commerce 











Inventory Adjustments 
Taking Place; Big 
Toy Year Lies Ahead 


While consumer buying showed 
little change from the reduced 
rate of the past few months, with 
July reflecting the customary sea- 
sonal decline, distributors’ inven- 
tories appear tc be coming more 
into line with their sales. This 
adjustment is not complete and 
can be expected to continue, both 
wholesalers and retailers report- 
ing a somewhat more than sea- 
sonal decline in June. 

At the same time, all signs now 
seem to point to increased con- 
sumer spending into 1952, even if 
the present high rate of savings 
continues. Favorable factors in- 
fluencing buying are strong con- 
sumer purchasing power and the 
realization on the part of con- 
sumers that prices will probably 
not go lower as goods get scarcer. 
However, scarcities, at present, 
are spotty. 

Also strongly influencing the 
buying picture for the good is the 
support given consumer purchas- 
ing power by the upswing in de- 
fense employments despite some 
temporary setbacks, particularly 
in the automotive field. 

Retailers can look to a big boost 
towards good overall sales to come 
from this year’s toy prospects. 
Predictions are for a big toy year 
with more toys available for 
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>» Large Store Sales Drop 
» Big Toy Year Ahead 
» Stress on Service Needed 


Christmas than ever before, de- 
spite the earlier threat of short- 
ages. Nevertheless, difficulty on 
toy re-orders may be in view on 
some lines, though no trouble is 
anticipated on initial orders. 


June Incomes Gain 
Billion Over May 


Personal income was at an an- 
nual rate of $251.1 billion in June, 
a rise of more than $1 billion 
over the May level, reported the 
Commerce Department. The in- 
crease was due largely to bigger 
payrolls. For the first six months 
of this year personal income was 
at a rate of $247 billion. 

Changes from May to June in 
other forms of personal income, 


besides payrolls, were smal] and 
were largely offsetting. 


Large Hardware Stores 
Show July Sales Dip 


Large independent retail hard- 
ware stores showed a 11 pct sales 
drop in July from June, the Com- 
merce Department reported. Sales 
were off a similar amount from 
July, 1950. July sales of furniture 
stores were down 10 pct from June 
and 19 pet from a year ago. For 
lumber and building materials deal- 
ers the drop in July from June was 
4 pet, from July, 1950, 10 pet. 

Independent retail stores as a 
whole had a sales drop of 11 pct. 
in July from June. The drop from 
a year ago was 14 pet. 





Power Mower Dealers Must Put More Stress 
On Servicing, Reo Sales Head Warns 


Servicing will be the key to fu- 
ture success of hardware dealers in 
selling power mowers, according to 
Sam Briggs, vice-president of the 
Lawn Mower Div. of Reo Motors. 

“The growth of power mower 
service facilities has not kept pace 
with the industry’s expansion. Ex- 
isting service shops have been 
swamped with repair and overhaul 
business,” Mr. Briggs said. 

“From this point on,” he stressed, 
“no power mower dealer can expect 
continued sales success without pro- 


viding service for the machine he 
sells.” 

Mr. Briggs’ comments were made 
at a recent meeting of the Reo 
sales staff at Lansing, Mich., when 
the company’s 1952 sales program 
was outlined. 

A large portion of the sales meet- 
ing was devoted to sessions con- 
ducted by Allan W. Greene, the di- 
vision’s service manager, who out- 
lined detailed plans for expanding 


(Continued on page 148) 
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There's turnover in RB&W's 
“upside-down” package! 





Profits aplenty are packed for you in each unique 
RB&W “upside-down” package. 

Displayed on your shelves, the attractive red and 
green colors catch customers’ eyes . . . and the easy- 
to-order-from label (big black type, white back- 
ground, with the product pictured) clinches the sale. 

When you open the package to fill the order, the 
clever “upside-down” feature comes in mighty 
handy. You can’t spill a single RB& W bolt, nut, screw 


BURDSALL 


RUSSELL, 








or rivet .. . the label’s upside-down so the cover will 


be always underneath and the bottom won’t drop 
out. Its strong, light, Brightwood construction can 
take constant opening and closing without bending 
or breaking. 

Stock and feature the complete quality line of 
RB&W bolts, nuts, screws and rivets . . . a great 
hardware staple that’s always in demand, never out 


of style, sure to build traffic. 


&®& WARD BOLT AND NUT COMPANY 





Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los An- 
geles, Calif. Additional soles offices at: Philadelphia, Detroit, Chicago, 
Chattanooga, Dallas, Oakland Sales agents at: Portiand, Seattle. 


Available at leading Wholesale Hardware Distributors from Coast to Coast 


CCIW OLEHPAAAPD 


106 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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None burns brighter, none lasts 
longer than Westinghouse fluo- 
rescent lamps. For factories, 
stores, offices, schools or public 
buildings, their lifetime record is 
tops. 






















PERFORMANCE.. 


Since the introduction of Wes- 
tinghouse fluorescent lamps, light 
output has ceensteadily increased, 
life lengthened, and price reduced. 
Today’s new discounts are new, 
added proof of Westinghouse 
progress in lamp leadership. 











VALUE... 


Measured by any yardstick, 
whether quality of light output or 
lamp life, there’s no better value 
for the money. 


















For details, call or write 
the Westinghouse sales 
office nearest you. See list 
at right. Westinghouse 
Lamp Division, Bloom- 
field, New Jersey. 
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. 
ciTY ADDRESS PHONE | CITY 
Albany 454 N. Pearl St 4-9135 | Chicago 
Allentown 739 Hamilton St 4-5108 | Cincinnati 
Amarillo 301 Polk St 7838 | Cleveland 
Atlanta Chamblee, Ga., Columbus 
2260 Peachtree ind. Bivd.) 21-3141 | Dallas 
Baltimore 501 St. Paul PI Plaza 0300 | Davenport 
Birmingham P. O. Box 1814 Homewood 2-7892 | Dayton 
Boston (Belmont, Mass., 30 Brighton St.) BE 5-6020 | Denver 
uftalo 814 Ellicott Sq. Bldg. Washington 3966 | Des Moines 


8 
Charlotte 1908 Liberty Life Bidg 4-6624 


Effective immediately, Westinghouse 
fluorescent lamps will be sold at new, 
greater discounts to quantity buyers. 
All types and sizes of fluorescent lamps 
come under this money-saving order: 
standard fluorescent tubes, slimlines, 
and circlines—you save on all! 

In quality, these lamps remain un- 
surpassed! Their end-to-end bright- 
ness, their uniformity of color, and, 
above all, their dependable perform- 
ance for thousands of hours add up to 
value that is not topped. 

So, whether you buy a few tubes or 
a few thousand, whether you are a 
regular Westinghouse customer, or a 
prospect, take advantage of these im- 


portant savings. 


ADDRESS PHONE | CITY ADDRESS PHONE 
Mdse. Mart Plaza Whitehall 4-3860 | Detroit 5757 Trumbull Ave Trinity 2-7010 
207 W. Third St. Garfield 2250 | Ft. Wayne 610 S. Harrison St Anthony 3421 
1370 Ontario St. Cherry 1-7600 | Ft. Worth 1310 Electric Bidg Fortune 

262 N. 4th St Main 5527 | Hartford 119 Ann St -0851 
209 Browder St Randolph 4161 | Houston 1314 Texas Ave Charter 4691 
2212 E. 12th St. 3-2761 | Huntington, W.Va. 1029 7th Avenue 7146 
32 N. Main St. Adams 9153 | Indianapolis 137 S. Pennsylvania St. Market 3301 

910 15th St Keystone 8121 | Kansas City 101 W. Lith St Harrison 7122 
1400 Wainut St 2-0244 | Little Rock Woodrow & Roosevelt Rd 5-2471 
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MONEY! 





buy high - quality 
Westinghouse 
fluorescent lamps at 


NEW LOW 
NET PRICES 


on quantity purchase 
you CAN BE SURE...iF ITS : 


Westinghouse | 





ciry 
iets ie — sia = city ADDRESS PHONE | CITY ADDRESS PHONE CITY ADDRESS PHONE 
ioeinnee oe oe a ~~ en Newark 528 Ferry St. Mitchell 2-3450 | Richmond 1110 E. Main St 2-4758 | San Francisco 410 Bush St Exbrook 2-5353 
Somehic 130 Madison aay My ee ew City 120 N. Robinson St 7-1633 | Roanoke Kirk Ave. & Ist St. 6263 | Seattle 1200 Westlake Ave., N "Garheld 2133 
Milweulee 538 N. Broadway Daly 8.1800 | & a 117 N. 13th St Harney 8-700 | Rochester 1048 University Ave Monroe 1635 | Spokane 1023 W. Riverside Ave Ma n 3294 
Saneniete 727 2nd Mean ad i cone 114 Callendar St. 8-533 | Sacramento 1720 14th St. Gilbert 3-6525 | Springfield 26 Vernon St 6 8373 
Relea OSA) th ate an Rie Fig | Ste, TR en St Shanes ed | Se cent 
~ - | ouis 1 th St. | 
Scere ania Score. Tang al Potoab, MASSSaGDeRe™ “Sai at | ot kenc em ane NG Mi | Ty SSR maand 
hoe 5 ‘ ’ t ; water an Antonio 115 W. Travis St. Garfield 5114 “«" 
40 Wall St. Whitehall 3-4321 | Providence 51 Empire St Gaspee 1-0818 | San Diego 861 6th Ave. Main 8151 wichita m Cor . ma. rh 
Wilkes-Barre 267 N. Pennsylvania Ave 3-114 
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“Theres m my b ah cal and-butter {i 


EVERY YEAR brings a big, new “crop” of pre-sold pros- 
pects for Myers Water Systems. Because every year, thou- 
sands of new homes are built beyond city water mains. 
Higher rural living standards . . . demands for greater food 
production on farms . . . a steady increase in “‘out-of-city” 
commercial establishments . . . an ever-growing replace- 
ment market—all combine to keep more customers com- 
ing to Myers Dealers. 


For all of these ready buyers have one thing in common— 
their recognition of Myers quality. They’ve heard about it 
from satisfied owners. They've read about it in their favor- 
ite magazines. They've seen the proof all around them. 
That's why there will always be a better market for Myers 
Water Systems—why they represent a real “‘bread-and- 
butter’ line for Myers Dealers! 


THE F. E. MYERS 


& BRO. CO. 
Dept. W-56, Ashland, Ohio 


Backs Dealers 
All the Way! 


COMPLETE LINE 
ADVANCED DESIGNS 
PROVED PERFORMANCE 
TESTED DEALER AIDS 


MOST NATIONAL 
ADVERTISING 


GUARANTEED PRODUCTS 
CONSTANT RESEARCH 
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GOODFYEAR 


presents the fastest-selling hose 
line you can handle! 














BACKED BY NATIONAL ADVERTISING — more 
than 19 million messages in national magazines, 
plus Sunday television during: the 1951 hose- 
__buying=s8@son, carried the Goodyear Garden 
“Hose story into your customers’ homes. And the 
year-‘round advertising by “The Greatest Name 
in Rubber” on TV, radio, and in gai 
adds up to powerful support for the 

name on the hose you sell — wares untiatched 
in the industry. 


Pe y 
yo 







<t ral 








“~*~ OTELL-ALL” GUARANTEE CARDS with every length of hose 
let your customers see what they're buying in terms of hose 
quality and hose service. 


Pai : FULL LINE OF SALES HELPS to build your profits — window banners; 
counter booklets; hard-hitting newspaper mats; handy booklet 
"Three Ways to Sell More Garden Hose”; folder “Suggestions for 
Hose Displays”; user booklet “Do's and Don'ts for Watering Your 
Garden and Lawn” — everything you need to boost your hose sales! 
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FOR 


FIESTA J the different hase, hit of the 195%eseason 
Backed by Goodyear’s Standard Ten-Year Hose Guarantee 
Here's co completely different kind of hose — 
GUGlify-built to combine Gttractive appearance with 
rugged strength. Has a satin-smooth all-viny! cover 
in sunproof, wear-resistant ages red, or green. 


ee See ee y priced — the finest hose 
on the market 


ALL-RUBBER —a style for every buyer 
Backed by Goodyear’s Standard Hose Guarantee 
Pathfinder — High quality hose — at a moderate price. 
agg Papert ilable in either 
prt at a money-sov va n 
Tas as Whack tae, Woe veer goeronees: 
Glide — High-value, low-priced hose. Resists 6 times 
Regs Ss ae ey eer Brea. Black cover. 


ALL-YHETL — long if, svi appecl, lightest weight 
's Standard Ten-Year Hose Guarantee BUY! 


pi because of its which 
16 women for its 
CT. 8 


The Goodyear Tire & Rubber Company, Inc. 
Dept. 742-C 
Akron 16, Ohio 


Please send me “Do’s and Don’‘ts for Watering Your Garden and Lawn” plus 
full details on your 1952 Garden Hose program. 


Name___. Title 
Firm Name ’ 
Street Address ae __City and Zone HARDWARE 


State 





















Meet and talk to over 650 leading manufacturers. 
Feel, see and compare the world’s largest array of hardware and allied products. 
Get the latest trends on price, delivery and production. 

See new products shown to trade for the first time. 

Secure new lines and franchises on products. 

Learn about the latest merchandising plans and packaging presentation. 

Discuss your own personal merchandising problems with manufacturers. 


Secure a complete guide to intelligent buying for the coming year. 


BUYERS—plan now to attend. Fill out and mail the registration coupon. Your admission badge, 


which will admit you without further registration, will be mailed to you. 


T. 8, 9, 10, 11, 12 -- GRAND CENTRAL PALACE, NEW YORK CITY 
so faa Alig, a ea — 


Save time by registering NOW. Fill in and mail this tegistration 
| coupon and your admission badge will be mailed to you. Please check 
| below if you wish us to make hotel reservations for you. 


(PLEASE PRINT) 


TT Vahets <————* 


Street 


a 
Type of Business 
Please check below the classification of your business. 


O Wholesaler O Retailer O Depr. and Chain Score Buyer 
O Importer-Exporter O Mfges’ Agent © Manufacturer © Other 


Please send us your hotel reservation blank. 
inors under 18 yrs. of age will not be admitted under any circumstances 


| 
| 
eh cd els ck cs <i: te Siren ells eta det eh an 








331 MADISON AVE., NEW YORK 17, 
MURRAY HILL 2-4802 
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~ More STRIP-SEAL for LESS MONEY" 


meyer! 
SEAL OUT a 
joy ee TV 


IMPROVI D S$! RIP-SEAI IS 
. EMAIN IN FINI 
PLION OR WE 
RGE. 


1 HIS NEW 
{RANTEED rO KR 
} COND 
PREE Ol CHAI 


* eg 
£ BOX 29 AND [ SABLI 


NEW LARG FT 
aspouT 2 
COVERS omy CARTON 98° 


is SON WILL REPLACE 
* 
THE TREMCO MA 


Clevelan 


* * 
NUFACTURING CO. 
d 4, Ohio 


NEW STRIP-SEAL 
ECONOMY CARTON 
{Four 29¢ Boxes} RETAILS 98¢, 
covers approximately 80 ft. 29c¢ 
Box actually costs dealer 16v4¢ 


PACKED 12 98 Economy car- 
tons per case. { Forty-Eight 29¢ 
Boxes} Case costs dealer $7.83 


25% MORE COVERAGE 
—each 29¢ strip {10 strands per 
strip} now covers approximately 
20 feet. 


EACH 29¢ STRIP, now in- 
dividually boxed. 











Strip-Seal 
is a trade mark 


No tools needed—just press into place. Seals 
cracks around windows, bathroom fixtures, 
sink tops, concrete floors, brick, metal, etc. 


SEE YOUR JOBBER for full information 
on new packages, sales help and prices. If your The new 10-strand STRIP-SEAL is also 


p : available in the old familiar, long red box; 
jobber cannot supply you, write us. five cellophane-wrapped strips per box— 


Prices slightly higher in Far West. now RETAILS $1.25 








UT 11% 
Made by the TREMCO MANUFACTURING CO., 8701 Kinsman Road, Cleveland, Ohio 
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FAMOUS COLLIER "S CARTOONIST 


"Wow! are you Lucky 


EVERYTHING HINGES ON HAGER /“ 

















C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. *® 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
cad 
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Now P. & F. Corbin offers you 


CYLINDRICAL 
LOCKS 


CORBIN IS FIRST 
to offer you every major type of lock! 


Now every major type of lock — unit locks, mortise 
locks, tubular locks and cylindrical locks — will be 
available from one manufacturer: P. & F. Corbin. For 
the first time, your customers have complete freedom to 
select any of these different types of locks for the various 
parts of a building and yet have all locks master-keyed 
as needed and harmonious in design. 

All four designs of Corbin Cylindrical Locks will 
be made in the 13 functions most frequently used in 
schools, hospitals, apartments, office buildings and fine 
residences, 

Complete specifications on the new Corbin Cylindrical 
Locks are now being mailed to architects, contractors 
and dealers in all parts of the United States. If you do 
not receive your copy soon, or if you would like addi- 
tional copies, please let us know. 


P. & F. CORBIN Division 


‘The American Hardware Corporation, New Britain, Connecticut, U. S. A. 








1 GOOD BUILDINGS DESERVE GOOD HARDWARE rae 
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ALLEN’S 
BARNES 
BEYER 
COLE HOT BLAST 
COLEMAN 
COLEMAN (Canada) 
CREST (Canada) 
CUSTOM-AIRE 
DUO-THERM 
ENTERPRISE 
ENTERPRISE (Canada) 
ESTATE-HEATROLA 
FINDLAY (Canada) 
FLORENCE 

H. C. LITTLE 

HERCO (Canada) 
INTERNATIONAL 
JUNGERS 

LACO 

LONERGAN 

MAGIC CHEF 
MONARCH 
MONARCH (Canada) 
MONOGRAM 

NESCO 

NORGE-HEAT 
PERFECTION 

PREWAY 

QUAKER 

SAFEWAY 

SIEGLER 

SILENT FLAME 
SUPERFLAME 
TORRIDAIRE 
WASHINGTON FRUGAL 

















If you do .ce 


NOW vou «. 


AN EARN EASY 
ADDITIONAL PROFITS BY SELLING 
AUTOMATIC HEAT CONTROLS 


Yes, if you sell one of the famous-make space or trailer heaters listed here 
you can offer every customer the luxury of true automatic, thermostatically 
controlled heat! This means easier selling, because you can offer comfort 
and convenience equal to the most expensive kind of heating, with no 
wasted heat — and substantial fuel savings! 


~~ 


j 


DO YOU SELL ONE OF THESE 


What’s more, this easy-to-sell comfort means ApprrionaL Prorits for 
you. Write now for Bulletin T-2 on A-P Comfort Controls. 








EASY TO INSTALL 


There’s an A-P Electric or Mechanical Comfort Control ac- 
tually engineered to fit these heaters. Just mount conversion 


top on present manual control; connect to thermostat and 
transformer. Mechanical thermostat even eliminates wiring! 





fp DEPENDABLE Controls 


A-P CONTROLS CORPORATION 


(formerly Automatic Products Company) 
2442 N. Thirty-second Street « Milwaukee 45, Wisconsin @ In Canada: A-P Controls Corporation, Ltd., « Cookeville, Ontario 
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Famous for completely reliable 
service... in oil heating... 
gas heating ... 


refrigeration, 
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PLUG INTO THIS BiG)D 


Now G-E Lamp Division and Monowatt bring 
you two new developments for table lamps. 


NEW &B 


G-E R-40 3-LITE BULB 


. ++ provides far better 
light in table lamps 


$1.15 plus tax 


THE FEATURES 


G. E. brings together three sales features in 
one bulb for table lamps: 


1, New shape directs light both upward 
and downward ... gives indirect over-all 
light, makes seeing tasks easier. 


2. New inside white finish—the “Q” coat 
—diffuses light evenly, reduces glare. 


3. Three brightness levels—150, 100 or 
50 watts. 


Featured in the newest portable lamps, 
this indirect 3-lite can also be enjoyed in 
old lamps by converting them with the 
Monowatt adapter. 


MONOWATT 


IMPROV-A-LITE 


. +. converts table lamps 


for 3-way light 


approximately $ 1.69 


ONOWAITT 
v 


A DEPARTMENT OF GENERAL ELECTRIC COMPANY 


Easy To Install—Improv-A-Lite makes it 
easy and fun to rewire lamps for 3-way, 
indirect light. 


Kit includes an already wired socket, and 
Monowatt’s new Quick Clamp Plug (just 
clamps on the end of the wire). No elec- 
trical connections to make. 


Now your customers can have just the 
right amount of light from their present 
table lamps for reading, entertaining, TV 
++. any occasion. 
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ADVERTISING SUPPORT Commences with 


a cll. 


2 Big ads in the 


POST 


Sept. 29, 1951 


PLUS 


TV—Fred Waring 
Show, coast-to-coast, 


October 7th... 


\ vs 


NEWSPAPERS— 
Sunday comic 
supplements in 

28 big-city news- 
papers, Oct. 14th 


YOUR MERCHANDISING HELPS 


TWO POINT-OF-SALE DISPLAYS 


. tat 





in p 


3 PANEL DISPLAY UNIT — 28” x 20”. 
Flashing light, behind lomp shade. Bulb and 
Improv-A-lite are 
stock by retailer. 


from 


DEMONSTRATOR—11” x 14”. Comes with 
Improv-A-Lite. Add bulb from stock. Available 
at cost of Improv-A-tite. 


2 “HOW TO WIRE 
* LAMPS” 16 page 
booklet tells your customers 
how to convert their present 
lamps and make new ones. 
Shipped in reasonable 
quantities, no charge, with 
orders for Improv-A-Lites. 


ADVERTISING 

* SUGGESTIONS 
Mats: 2-3 col. x 10”; 2-2 
col. x 6”; 1-2 col. x 8” 
Radio Spots: 1 minute 
announcements; 35 word 
chain breaks 
TV — 50-second commer- 
cial available on film at all 
Lamp Division _ District 
Sales Offices 


ENVELOPE 

* STUFFERS 
Describe the advantages 
of bulb and Improv-A-tite. 
Available in quantity at 
cost of $.45 per hundred, 


/ IMPROV-A ure | 
+ Feeceond 


aren ris INC 
SUG s TIONS 


sempnas & cceermre 


You can put your confidence in— 


GENERAL @@) ELE 
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Your 
Promotion 


Plan 


For table lamps, the indirect 
3-lite is the bulb of the 
future. So outstanding are 
the advantages that you 
can look forward to years 
of steady sales of the bulb 
and Improv-A-Lite. Here’s 
how to begin:— 

1. Set up a display with 
adequate stocks of bulbs 
and Improv-A-Lites— 
together. Keep them there, 
Test promotions indicate 
that people consider them 
a few days; come back 

later to buy. 


2. Use the-promotional 
aids available and see that 
every interested prospect 
gets a copy of the “How to 
wire lamps’”’ booklet. 


3. Check with your local 
utility. They may be pro- 
moting these products. 

A broad utility program will 
help bring customers into 
your store—perhaps you 
can tie in. 


Be Ready 


Sept. 26th to Oct. 10th 
From POST date through 
Fred Waring TV Show 
For full information 

See your G-E Lamp District 
Office or write Lamp 
Division, General Electric, 
Nela Park, Cleveland 12, 
Ohio. 

See your Monowatt District 
Office or write Monowatt, 
Providence 7, R. I. 


CTRIC 





Dominion “rrver-cner”... 


Has everything the housewife could want in a deep 
fryer! Automatic temperature control simplifies the 
process. Its four-quart capacity readily holds 3 
pounds of shortening or cooking oil. Round, seamless 
cooking chamber — no corners in which grease cafl 
congeal. Easily drained through faucet at rear — 
quickly cleaned ‘for next time. Lustrous, chromium 
finish! 


There’s an eager, willing market for this handsome, 


useful appliance. Get samples now and plan your 
fall and winter sales promotion. 


A full line of table appliances--distributed through 
reputable distributors across the nation 


DOMINION ELECTRIC CORPORATION — MANSFIELD, OHIO 
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Wednesday, September 19, is the starting date! 
8:00 p.m. E.S.T. is the time! Cen 
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REVU F ‘ the event, 


over more than 90 NBC-TV stations , 
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musical 
A brilliant, scintillating, fast-moving show to 
spellbind millions! Biggest, widest, most sweeping audience appeal in 


Dazzling galaxies of top-flight dramatic stars . .. comedy stars. . . 


stars ...me’d by Kate Smith! 


the home-furnishing field! It’s YOUR new show . . . and what a show... 


to carry you on to easier, faster, bigger sales of 


Gold Seal Congoleum .. . Nairn Inlaid Linoleum ... 
Congowall ... Gold Seal Vinyl Inlaid. 


CONGOLEUM-NAIRN INC. 


Kearny, N. J. Makers of guaranteed floor and wall coverings: Nairn Li noleum 
Nairn Asphalt Tile © Gold Seal Vinyliniaid © Congol e Cong 








gistered trade-marks of Congoleum-Nairn Inc. © 1951, Congoleum-Nairn Inc 
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Spotless Sals kitchen cabinets stay 
gleaming white. No shelf paper, 
no rings, wipe clean with a damp 
cloth. Theyre ‘Krylon-ized.” 


>» 2 





Sportsman Sam Krylonized ‘his fishing 
tod, golf clubs, home workshop tools: , A 


v7, you plize if- fs 
KRYVLON ize ii! 





© KRYLON Acrylic Spray protects, preserves, 
a beautifies ... makes almost anything last longer. 
nas For metal, paper, wood, leather surfaces. 


Keep leather bags and luggage 
trom scufting and fraying. 
‘Knylonize them! am 


Uncle Joe Krylon 1zes his metal 
screens before he stores them fer 
the winter, They stay like new! 


There's nothing — absolutely noth- 
ing—like Krylon. It won’t discolor, 
crack, or dry out. Press the button 
on the aerosol can and spray. Any- = x — 
one can do it! You get a quick-dry- 
ing, long-lasting coating of tough 
Acrylic ...the miracle material that spray it ons 
seals out water, air, moisture, grease, 

acids, dirt. Many uses in every home! Anyone can do if—no special 


The Krylon coating protects, pre- € skill needed. _ 
«?* - a a 





Sast push the button 


— 


serves, beautifies almost anything 
made of paper, wood, leather, metal. 
Rustproofs metal. Non-flammable. 
You clean ,‘‘Krylon-ized”’ objects 
with a whisk of a damp cloth. 

Let your mind roam for half a 
minute. There must be hundreds of 
things in your home that will serve 
you better, last longer, when they’re 
“Krylon-ized.”” Get Krylon today! 
KRryYLON, INc., 2601 North Broad St., 
Philadelphia 32, Pa. L 

KRYLON is available in 3 colors 
At hardware 
and paint counters everywhere 
in 12 oz. aerosol spray cans 
CRYSTAL CLEAR (transparent as glass) 
BRIGHT WHITE (goes farther, stays 
whiter, cleans easier, lasts longer 
than paint or enamel) 
ALUMINUM (use wherever you'd use 
aiuminum paint) 


q 


", 2d Gousetell 
Ca ed ye 


* eusreeget? 4 





Have your Service Dealer "Krylon-ize" your car's 
ignition system with special Automotive Krylon to seal 
it against moisture, rust, corrosion, leakage of current. 























KRYLON, 





| a full half pag 
ber 15 issue. Anoth 
and more after that. 
Plus 
home handyman’s mag 
Science, Popular Mecha 
Mechanics, Mechanix Illustrate 
“Krylon-izing”’ 
hardware business. The 
anything like Krylon. 


Be sure you're 

, : ‘ ‘ ready — 

Bh the Krylon Starter Assortment. $17.20 
S you in the Krylon busj : = 

A usiness! § y 

jobber, or write us. on 


HERE’S THE FAST-MOVING 
KRYLON STARTER ASSORTMENT 


® Potent counter display, 


ie small in space and big 


— Adequate sy 
, Pply of a - 
selling consumer folder pinptanisines oo 


@ 4 12-02. cans crystal-clear 


pa Krylon (retail $1.95 


@ 4°12. i 
: pa Oz. cans white Krylon (retail $2.25 each) 
-0z. cans aluminum Krylon (retail $2.25 each) 


YOUR CosT... *¢2+e-- $17.20 





| NC., Dept. 1809, 2601 N. BROA 


YOU SELL For . ** eee 25.80 
YOUR PROFIT 8.60 
(Refills priced to bring regular 50% mark-up) 
D ST., PHILADELPHIA 32, PA. 
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How Hoover 

is sending 
business 
your way 










First choice among women who prefer an upright 
. . the Hoover Triple-Action,Cleaner. It beats, as 
it sweeps, as it cleans, remoying the embedded dirt 
and grit. Dirt-fogged colors\come back bright and 
clear. Prolongs rug life. Motlel 29 (above) $87.95 
Tools extra. Other models as low as $59.95. 







TT ta 
of a 


" , Click, click. hands never touch dirt with Hoover 
TTS AERO-DYNE Model 51 and the exclusive Dirt 

NW Sa Ejector! No other tank cleaner has the extra- 
effective controlled suction and famous “‘Litter 
Gitter” nozzle that gets more dirt, threads and 
stubborn dog hairs. Hoover AERO-DYNE Model 
51 (shown at left) complete with tools, Veriflex 
hose, $84.95. 























Prices slightly higher in Canada. 






Prices subject to change without notice. 



















Here are the facts 
In good times and bad, Hoover dealers have that help sell Hoovers 
learned to place a high value on the Hoover ° 
franchise. 

It’s a healthy situation. We plan to keep it 
that way—only more so. 

That’s why you find those better looks, better 
features, and better values in all current Hoover 
models. 


e 44 years of manufacture— oldest and largest. 

e More than 10,000,000 Hoovers already sold 

¢ More Hoovers in use today than any other make. 

e 48% of Hoover new sales made on direct 
recommendation of Hoover users. 


Sold exclusively through leading local stores 
Both types—upright and tank 
line of cleaners in the industry. 


most complete 


Most complete service facilities in the industry. 
That’s also why you see plenty of big ads in Pioneer and leader in engineering research. 

, - (ie ‘ —“ oe High cleaning efficiency 
national magazines— Life, McCall’s, Better i Jieubene teste. 
Homes and Gardens, Good Housekeeping, True e Endorsed by leading rug and carpet manufacturers 
. mh ° , és . for preservation of floor coverings. 
Story, Today’s Woman, Living and Ebony. 

It’s all part of our program to send business 
your way. We're giving this program plenty of 
push. And you can give it a lot of pull—by 
featuring both the Hoover Triple-Action and 
Aero-Dyne Cleaners strongly in your store dis- 
plays and in your own advertising. 

THE HOOVER COMPANY 
North Canton, Ohio 


... proved by independent 





Best-known, best-selling cleaner in 65 countries 
around the world. 


Youll be happier with a 


Hoover 


...and so will your customers ! 


Hamilton, Ont., Canada 
Perivale, England 
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MARQUETTE 15 cu. FT. HOME FREEZER! 


Holds 525 Ibs. of vitamin-rich frozen meats, poultry, An amazing engineering achievement embodying 
fruits and vegetables . . . more than a quarter of BIG Storage Capacity . . . efficient food freezing 
a ton! Takes up less floor space than most 12's! and preservation . . . long, trouble-free operation. 


A STRONG FREEZER PROGRAM HELPS KEEP AMERICA STRONG! 
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Home Freeze tow 


/ 
A | STRONGER AMERICA TOMORROW. 


* Once again our 8°vernment js Calling 
for all-out efforts to St€p-up home food 
Preservation. Such 















nity Now is more 1MPortant 
than ever. You will perform 40 important 
mMe€asures are called S€rvice in Ponting out the IMportant family 
vital to our Civil Defense , . - Vital to our €alth values __ -inp OMoting the man 
economy . . . Vital to our re-armament other food, time and mone "Saving features 
Program. f today’s Modern method of food preser. 
The health and Strength of every family vatlon—the home free 
MARQUETTE HOME FREEZERS MARQUETTE HOME FREEZERS 
SAVE 900,,, AVE WEY... 
By cutting down on food waste and Buying foods and meats when they are 
©OMservation of food at Orvest tim plentiful stretches the family food bud 
-by Permitting housewives to freeze get... helps stabilize food Prices by 
“leftovers” for later COMsumption, Smoothing Peaks and valleys in supply 
and demand... check inflationary forces 
4 Ss MARQUETTE HOME FREEZERs 
YAW 





E 
SAVE 7imé.. SUNO Wkaz 
Shopping trips are reduced + 


eee 
lo G min- Frozen foods retain aij their health. 
imum. Foods can be Prepared chea giving, vitamin-rich GOdness yng 
of ti : zen . nd eaten ecten. Protecting the heaith of ’ 
later. Time SOved can be devoted to families and 
rs essential defense work. 


essential workers. 
’ MARQUE TTé 
9 CU. FT, 


Affords Maximum 





Grea. Only 44 inches long! 
Holds 315 Pounds of frozen 
foods. 


nr ale) 


















22 CU. FT. 


For large 
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Reaching America’s Farmers and Farm Advisors 
... to help you sell“Warranty” brands of 


ASPHALT-ALUMINUM ROOF COATING 


‘This ad reaches county agents, 
Vo-Ag teachers...the men who ad- 
vise the farmers. It tells them the 
reasons behind this important “war- 
ranty”’ promotion! 


And ads like these reach your farm 


Coating 3 
customers in: 


i int or 
“use Asphalt-Aluminum Pain 


(dat ta 
- ; eee. FARM JOURN 
identified 2 PPD RPO DANNY, et 


COUNTRY GENTLEMAN 
FARM QUARTERLY 
PROGRESSIVE FARMER 
SUCCESSFUL FARMING 
CAPPER'S FARMER 


~~ 


WARRANTY 


Shes typhalf , ee Contains: 


ue 


aadan 


by this 
Warranty’. 


PP 


30". ax 
SO. MN 


@ STABLE ASPHALT ComPoUND oo 
Max. 
0) PULL LEAPING ALUMNUS PGsENT (a5 META 40>. 


i 


PHM 


( 
(= 
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( 
C CO Mle Cee Heteing 
Sr 


Se er ee ee 


Aluminum keeps 
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(# 


heat-reflecting 


cooler...for healthier livest fects heat, to k 


perature differe 
preventing 
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jock! 
ym shield that fe 
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It is this alumit ooler...a tem 


ers 15° « 
manufactut he interior UP to tant in 
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Seal, ador coating, % that has been prover’ proving mil 


The Warranty vaint and root rs "i ’ . 
of Asphalt-Alumiout® i the analysis 10 weather poe eins k for the ek ‘nthe lala 
the same impo’ It tells you what's 16 the proc ’ increasing We'B ivice for farmers, tO <_ tus i" bong © Simpy and 1, S 
of. It tells y¢ oating they > , bs " = ete t 
7 ane the mght cree cet y he is and 7 ‘ h . hight ee 
his Case. . sht vet ore saint 4 
‘minum pigment i" re = the right vebicl a Jon if they employ 4 pa!" 
tant bec terproo ; ny, ‘ % ees 
{herent, water js using. ds Metals Compo + Se " . : . The 
i Louisville 1, Sine 2 . : ; a ae 
Soe SOT mae = and si 
of doi 
busine 
conve: 


interiors 


It is sound ac _ 


nt and grade = the roof 
ranty Seal on tHe et, to know whc 


Reynol: 


‘That's impor rongly a¢ 
5 Office 


t, st 
ea resilien’ a 
ue the right amount and gra ‘ form General Sale 
w 
“Jeafing” of oe 
metallic shield 


Low-cosr, 
a LABOR SAVING BARN 


The Best One-Coat, Low-Cost, Long-Life . . 
Roof Protection...Pre-Sold to your Farm Mar- = 
ket with a combined circulation of 9,000,000 











: , WW THE eat msuLar 
The huge farm market for roof coating...mil- PR ea pa 
lions of squares of roofs that urgently need 
protection...is all wrapped up and delivered 
to your stores by this great Warranty Program. 
Farm advisors are told the truth...the need Mellen . - 
for the Warranty assurance of quality in roof w = 4 . suitabi 
coatings. Farmers are urged to buy ‘the War- 3 ermal, 
a i Mood Insitute A free | 
ranty Way. ih Posie a availabl 
Sell the Warranty Way. Stock and display 
WARRANTY brands and get your share of this 
profitable business, For list of manufacturers 
using the Warranty, write to 
Reynolds Metals Company 
General Sales Office, Louisville 1, Kentucky. 
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“Let’s look in this window, Grandma... 


the sidewalk’s dry” 
& ¢ prey a, F 
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Steel Pipe is first choice for snow melting 


There’s an old saying that ““business goes where it is invited 
and stays where it is well treated.’ Yes, the considerate ways 
of doing business are also the profitable ways! Successful 
business men know that thoughtfulness for the comfort and 
convenience of the customer helps ring cash registers as much 
as the price tag or quality of merchandise. 

So, high on the list that ‘wins friends and influences people’, 
along with such known sales builders as air conditioning, ade- 
quate parking, good lighting, and modern rest rooms, is side- 
walk and parking area snow melting! 

Steel Pipe is first choice for these installations. You see, Steel 
Pipe, as the hot water circulating system, has all the desirable 
working characteristics required for a successful snow melting 
system. That means durability, formability, weldability and 
suitability . . . plus maximum economy! 


A free 48-page color booklet “Radiant Panel Heating with Steel Pipe” is now 
available to you. Write for a copy. an effective layout of steel pipe coils. 


COMMITTEE ON STEEL PIPE RESEARCH 
Lee Yye AMERICAN IRON AND STEEL INSTITUTE 


iS IWS Taree 350 Fifth Avenue, New York 1, N.Y. 
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CHICAGO 


NORTH 
14, MASS. 


BOSTON 
Telephone: Richmond 2-2515 


160 WASHINGTON STREET, 


NEW YORK 
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SEND FOR THIS NEW 


Best Seller 


THAT SELLS FOR YoU! 


Yes, thousands are reading 
this new booklet—then reaching for Pol-mer-ik. Get your 
free copy—see why Pol-mer-ik sells so fast! 


101 ioe sell ARCHER /047107-ik 


101 USES means 101 sales opportuni- 
ties! By showing so many ways to use 
Pol-mer-ik, not only for painting but 
as a furniture polish, rust preventative, 
natural wood finish and all-purpose 
product, this newly published booklet 
greatly expands your market. National 
advertising plus a wide variety of effec- 


tive merchandising teams up with the 
booklet to bring people to your store... 
presold. Just display Pol-mer-ik . . . and 
WATCH IT GO! 


Especially processed to strengthen 
its molecular structure Pol-mer-ik levels 
better, brushes smoother, locks better 
and protects as it beautifies. Get on 
the bandwagon with America’s fastest- 
selling linseed oil! Mail coupon for 
booklet now. 


ARCHER * DANIELS * MIDLAND COMPANY 
684 Roanoke Building * Minneapolis 2, Minnesota 


Gentlemen: 


@ Please send me free copy of your new 
**101Money-Saving Ideas”’ Booklet. 


NAME 








(neck/ 


THIS PARTIAL LIST OF CONTENTS 


Better painting 
Preserving brushes 
Calking 

Removing tar 


Refinishing antiques 
Polishing furniture 
Oil finishes 
Removing scratches 


q Care of golf clubs 
Fishing tackle 
Creels, boots, skis 


i 


your IDEAS / 


Can you think of new 
uses for Pol-mer-ik—not 
alr eady published in“ 101 
Money-Saving Ideas"? 
if you can, they're worth 
cash on the line! Get this 





little bookiet—read it— 





Good Housekeeping ADDRESS ae SS then try your luck as a 
40r 4s ane Pol-mer-ik idea man! 
Crry. ZONE_STATE.. _ 
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You have to have Coleman's a3 


TO GIVE THAT EXTRA PUNCH TO YOUR OIL HEATER SALES 


That new engineering marvel — 
automatic draft control synchro- 
nized with automatic fuel control 
valve. Gives the same fuel-burn- 
ing efficiency on low setting as on 
high setting—saves up to 25% on 
fuel costs! It’s Coleman efficiency, 
Coleman economy, and it sells! 


Compare Coleman price-wise 
with the nearest possible model 
that any other 1951 line offers. 
Coleman offers a model for every 
purpose, at a price for every 
purse. 50 years of experience has 
taught Coleman how to make 
better products for less money— 
at a good profit to you. Coleman 
quality, Coleman know-how, 
Coleman pricing really sell! 
Coleman Oil Heaters are listed 
under label service by Under- 
writers’ Laboratories. 


For full information about the marvelous Coleman line of Oil 


You have to have Coleman to 
have FUEL-AIR CONTROL! 


You have to have Coleman 
to have SELLING BEAUTY! 


You have to have Coleman 


to talk PRICE! 


ite 


Heaters, get in touch with your Coleman distributor or write today 
to The Coleman Company, Inc., Dept. HA-951, Wichita 1, Kans. 


COMFORT COSTS 
SO LITTLE 
WITH A 





Coleman's magnificent line of auto- 
matic heaters is absolutely in a 
class by itself. Nothing can com- 
pare with the spectacular new 
functional “high style” models . 

the distinguished De Luxe Consoles 
. . . the smart-looking new Master 
Circulators! It’s Coleman beauty, 
Coleman styling, and it really sells! 


AUTOMATIC OIL HEATER 


AMERICA'S 


LEADER 


IN HOME HEATING 


HARDWARE AGE, SEPTEMBER 6, 1951 





Here’ 
in you 
motio 
leade: 
heavie 
single 
histor 
nity t 
store ; 
identi 
munit 
now. | 


on ha 


HAMILTE 





ine of auto- 
lutely in a 
g can com- 
cular new 
models... 
xe Consoles 
new Master 
ran beauty, 
really sells! 


ATER 


EATING 


ER 6, 1951 


IS SETTING OFFA 


that will send your sales 
of Model 4-D Step Stools 
sky-high 


Plan now to mak 
October “4-D Day” in your store: 


Here’s an event that’s sure'to make sales history 
in your store . . . Cosco’s all-out autumn pro- 
motion of Model 4-D Cosco Step Stool . . . the 
leader in America’s leading line. Backed by the 
heaviest concentration of advertising for any 
single event or product in the entire industry’s 
history. Make the most of this great opportu- 
nity to set new sales and profit records in your 
store all through October. Give your store strong 
identity as Cosco headquarters in your com- 
munity ... plan your own local tie-in campaign 
now. Make sure you have plenty of Model 4-D’s 


on hand... order now, in all six colors. 


UPA 


HAMILTON MANUFACTURING CORPORATION - COLUMBUS, INDIANA 
Household Stools, Chairs and Utility Tables 
HARDWARE AGE, SEPTEMBER 6, 1951 


e every day in 


Model 4-D COSCO Step 
Stool: Rubber-treaded 
steps swing in, swing out 
... it's a seat—a ladder 
—all in one. Duran up- 
holstery in six smart col- 
ors; chromium finish. 


meet Oy Fone o 
P" Guaranteed by 
Good Housekeeping 
g S 
Pras Advranstd me 


Big space ads in 7 leading magazines carrying 16,019,329 selling 


messages... FREE sales aids for your store .... order now! 


Generating the power for this 
giant, profit-building promo- 
tion will be colorful, big space 
ads in October issues of Better 
Homes & Gardens, Good House- 
keeping, Household, House Beau- 
tiful, House & Garden, and 
Country Gentleman, plus a 
full-page, two-color “send-off” 
ad in the September 29 Saturday Evening Post... 
16,019,329 powerful, Model 4-D selling messages in all. 
And for your own local promotion, Cosco provides— 
absolutely free—mats of complete ads for local newspaper 
use... product mats or photographs and copy suggestions 
for creating your own ads... radio commercials . . . and 
colorful posters for your floor or window display. Order 
all these aids right away ... make this the biggest profit- 
harvest on record. 
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propellents. 





**Freon” is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 








DU PONT 





E. I. du Pont de Nemours & Company, (Inc.) 





DISPLAY 
SPEEDS 


Put Manufacturers’ 
Sales-Helps to Work 


Many manufacturers of aerosols of- 
fer free advertising material designed 
by experts to help hardware dealers 
feature these products at the point 
of sale. Among the most effective 
sales helps of this kind are counter 
and window display cards. Some of 
these accommodate the aerosol pack- 
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age itself .. . list advantages, bene- 
fits and features of the product and 
provide space for indicating the re- 
tail price of the article. Better put 
these helpful “‘silent salesmen’ to 
work in your store whenever you can. 
They’re good profit-makers. 


Little Does a Lot 


One of the very best “‘selling points” 
about aerosol products is that they 
are more efficient than many other 
methods of packing. An aerosol in- 
secticide, for example, when properly 
used produces the most effective kill- 
ing spray known. The aerosol method 
of dispensing offers the user maxi- 
mum effectiveness, convenience of 
operation and .. . remember... a 
little of the product goes a long way 
.. . does a lot. 


TIES IN WITH TV ADVERTISING... 
SALES OF NEW AEROSOL PRODUCT 


***Magik-Rid’ (a new, aerosol-packed 
kennel and dog spray) sold like wild- 
fire in our store (note display on 
counter at left). Never before in our 
history have we seen a new product 
move so quickly and steadily. The 
product seemed to get consumer ac- 
ceptance and demand almost over- 
night. Our customers wanted the 
product they had seen on television 
(a one-minute spot in which a dem- 
onstration of the product was made). 
We sold 98 in one day!” 


That was what the MAC Hard- 
ware Co., Webster Groves, Mo., en- 
thusiastically wired to Knapp-Mon- 
arch Co., makers of ““Magik-Rid” and 
several other popular fast-selling 
aerosol-packed products. 


DISPLAYS build business. They 
support and tie in with all types of 
consumer advertising. They present 
the merchandise attractively to pro- 
spective buyers and remind them of 
the product’s advantages, benefits 
and services. It pays. ..and generally 
pays well. . . to feature prominently 
various products like aerosols that 
have an exceptionally high sales ap- 
peal. It’s a low-cost short cut to more 
business and increased profits. 











“...and sol say... DOWN with aerosol insec- 
ticides. They're running us out of this world!” 
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Aerosol NEWS 








REG. U.S. PAT.OFF. 


BETTER THINGS FOR BETTER LIVING 


. .» THROUGH CHEMISTRY 





“Kinetic’’ Chemicals Division, Wilmington 98, Delaware 
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Importance of 
“Freon” Safe Propellents 


Most aerosol products contain a 
“Freon”’ propellent . . . made by the 
Du Pont Company. ‘‘Freon”’ is an 
inert ingredient that creates the pres- 
sure which, upon pressing a button 
or valve, dispenses the contents of 
the container. 
There are three basic types of aero- 
sols: 
1. True aerosols, such as insecticides 
and space deodorants. 
2. So-called wet sprays for surface 
coating. 
3. Foam products such as shave 
creams. 
“Freon” propellents are ideal for 
these purposes because they are safe 
... nonflammable, nonexplosive, vir- 
tually nontoxic, chemically pure, of 
uniform quality and 100% depend- 
able. Many manufacturers list aero- 
sol-product ingredients on the label 
of the container, and it is often help- 
ful in selling the product to explain 
to customers the importance’ and 
function of the ‘“‘Freon’’ propellent. 





PROGRESSIVE HARDWARE MERCHANT AGREES: 


—— “It pays to explain how aerosols work” 


iness. They 


all types of 
ney present Boost Aerosol Sales 
soe Sn pt erate — as me For some time, Leon Ittner, pro- 
as. benefits | al prietor of the Bridgeport (Michigan) 
ad generally \ a Hardware Store has successfully sold 
rominently | ez ee: “Standard Aerosol Insect Killer”’ . . . 
mesuie thet -' a product of the Standard Oil Com- 
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aerosol insec- 
his world!” 
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- : i. 

Whether you have an elaborate, 
planned program of advertising in 
newspapers, billboards, radio, direct 
mail and other media . . . or only 
occasionally run an ad in the local 
newspaper . . . or now and then dis- 
tribute handbills, envelope stuffers or 
similar printed material . . . store ad- 
vertising is well worth while. Hard- 
ware dealers who include in their ads 
even a small reference to aerosol- 
packed products usually find that 
this reminder helps boost their aero- 
sol sales. Aerosols have real sales ap- 
peal, and many manufacturers sup- 
ply free mats, plates and pictures 
with which you can easily make up 
your own sales-creating ads. Try it. 
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pany (Indiana) .. . to his trade in 
this busy suburb of Saginaw. Mr. 
Ittner immediately recognized the 
sales possibilities of the product when 
it first appeared on the market and 
decided to push it. 


“I was particularly impressed with 
the neatness of the package and its 
simplicity of use,” he stated in a re- 
cent interview. “It pays handsomely 
to explain aerosol products to cus- 
tomers ... tell them how aerosols 
work. When they understand how 
convenient and easy it is to use an 
aerosol . . . how it eliminates fuss and 
muss .. . and how economical these 
aerosol products are . . . they’ll very 
often buy ’em and like ’em. And, of 
course, that usually means repeat 
sales and bigger profits. 


Believes in Value of Displays, Too 
“We’ve always featured aerosol- 
packed products because we’ ve found 
that a good display of them in the 
window, on counter and aisle tables 
really helps step up our sales. I’m a 
great believer in the selling power of 
an attractive display, and it takes 
only a little time to dress a window 
or set up the packages nicely so that 
people stop .. . look ... and buy. 
It’s one of the best ways I know of 
to move merchandise in a hurry.”’ 


1 





MORE SCRAP TODAY 


WA SS rr 


MORE STEEL TOMORR 


GET IN THE 


tr 
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It’s a Snag to Sn ; 


Gath 0 Sell! 


the SARGENT 
PARROT HEAD 
PRUNER 


Get ready now for Fall and Winter Pruning needs! 


Stock the greatest little pruner ever made—the Sargent 


Parrot Head Pruner! 


Garden Club women think it’s grand! They like its 
easy cutting action. They find it makes snipping a snap 


... whether pruning flowers, shrubs, hedges or small trees. 


Just put a Sargent Parrot Head Pruner in a prospect’s 
hand to show how easy it is to work .. . and you’ve made 


asale! You’ve made a friend, too. And a good profit. 


The Sargent Parrot Head Pruner is backed by national 
advertising...and a complete promotion to help you sell. 
This includes a free counter display in five colors, illus- 
trated, descriptive folders for your customers...and sales- 


producing newspaper mats for your local advertising. 
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with... 


Order the popular, fast-selling Sargent Parrot Head 
Pruner and the promotion material from your jobber 
today. Or, for further information, write us direct... 


to Dept. IJ. 


A better product by — 


Sargent and Company 
New York - NEW HAVEN, CONN. - Chicago 


Builders Hardware and Fine Tools since 1864 
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Extra strength at no extra cost 


AFE working loads of Upson-Walton tackle blocks exceed 
usual safe working loads by wide margins. (See table below.) 
They are engineered to withstand not only the weight of the load, but 
hoisting strength as well. In many cases a shackle is not required. 


Specify this extra strength—at no extra cost. Your Upson- 
Walton distributor can serve you from local stocks. 








COMPARE THESE SAFE WORKING LOADS! 


Usual Upson-Walton’s 
Safe Working Safe Working 
Load 





Load 


I oie cy, ag ds se yy Seow Rann 200 Ibs. 265 Ibs. 
ES, ss. sar as” rs ta 300 Ibs. 400 Ibs. 
3’ Triple... 2... kt.) 400 Ihe. 540 Ibs. 


ere ee tk 400 Ibs. 510 Ibs. 
0 ee 550 Ibs. 730 Ibs. 
SES SSG Sve. ae artes ee 700 Ibs. 925 Ibs. 


AS 5s, sk on! ee dee 500 Ibs. 675 Ibs. 
oan 750 Ibs. 1000 Ibs. 
ep ae = =—hllk 1325 Ibs. 


Dee. Gace ewan ae 1320 Ibs. 
ea 1500 Ibs. 1900 Ibs. 
Ge Se we x oe 2000 Ibs. 2640 Ibs. 


0 Ee 1500 Ibs. 1700 Ibs. 
6s ae ce ew ee. ee 2575 Ibs. 
WOUeecccccesces ae 3000 Ibs. 


RS gg ws ww oe 4 oe 2200 Ibs. 
OT ee hl 2850 ibs. 
0 Ee array ae 3200 Ibs. 3500 Ibs. 


MO ce ee eee ees) 2750 Ibs. 
ie cn, or a 10 3400 Ibs. 3650 Ibs. 
Oe hl 4900 Ibs. 
Me bak ne reccnnse 3000 Ibs. 
I Se a tare oe ew 3750 Ibs. 4600 Ibs. 
ee ee via. inn. <n? Crp ce Riel eve 4500 Ibs. 5400 Ibs. 











NOT THIS HOOK — but THIS HOOK THE UPSON-WALTON COMPANY 


No Upson-Walton hoist hooks are formed by 

bending. All are re ya to size and CLEVELAND, OHIO 

shape, with substantially heavier section at 

critical points. NEW YORK . CHICAGO * PITTSBURGH 
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S THE SENSATIONAL 


$s 
a, 2 NEW MASONRY DRILL 
rtd Ze : IN 


PIRY PEM Senators the wort 


See the new angle of spiral — 
The extra deep flutes — The full 
size steel body—The solidly held 
carbide tip—The simple posi- 
tive method of dust removal. 


The “double lead” fast spiral 
extra deep flutes, together with 


G: 4:4 /t) a the full hole size drill body, 
create 2° positive acting dust 

TIPPED! ejecting channels that remove 
° ALL DUST, even in the deepest 

holes. The Carbide tip is set in 

the sturdy steel drill body, left 


round at that point for added 
strength. 


DEALERS: 
Ask for full information. Also send 


for your FREE SAMPLE Drill and new 
low price list. Try it and see for your- 
self just how good it really is. 


TOOL COMPANY 


21650 Hoover Rd., Detroit 13, Michigan 5210 San Fernando Rd., Glendale 3, California 


HARDWARE AGE, SE . " 
ER 6, 1951 E AGE, SEPTEMBER 6, 1951 





These figures aren’t guesswork... 
survey in 


FACTS ON | The figures are the averages in 


these nine typical stores .. . as 


H O U S E WAR E S : found in normal operation. 
PROFITS 





& AVERAGE HOUSEWARES 





This chart is the result of an exhaustive six-month 
survey in the housewares departments of nine de- 
partment stores by the Russell W. Allen Co., nation- 
ally known retail store analysts. 





The reta’ 
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1951, to 
page ads 
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Home Je 
Country 
| cement 350 newspap 


Initial Retails For Average Annual Average Average Actual PYREX 7 
Investment (A.H., $1653; Turnover Retail Sales Per Cent Profit Dollar Profit Be sur 
(A.H., $1000; P.W., $1749) (A.H., 3.8; (A.H., $6281; (A.H., 1.0; (A.H., $62.81; these ite 
P.W., $1000) P.W., 7.5) P.W., $13,118) P.W., 9.3) P.W., $1228) breaks— 

PYREX V 


RETAIL VALUE of PYREX WARE is higher because of the greater initial mark-up! 2 
aw 







































































AVERAGE TURNOVER of PYREX WARE is higher because it is purchased exclusively through strategi- 
cally located PYREX WARE distributors set up to provide prompt service. A pre 


PER-CENT PROFIT of PYREX WARE is higher because of negligible mark-downs and no workroom COR 
costs. GLASS 


“PYREX’’ is ¢ 
mark in the 
Gla Works 


HARDWARE AGE, SEPTEMBER 6, 1951 HARDW. 





they’re the findings of an independent 
nine typical retail stores!! 


Here’s how you can take advantage of these amazing facts! 


“BEST’ DISPLAY LOCATIONS 


rages in Give PYREX WARE a “best” traffic location. Two of the stores in the survey were 
a doing it, and getting twice the sales volume on the fastest-moving, highest-profit 
~~ item in their housewares department. 


GOOD DISPLAYS 


Attract customers with displays of the complete line of highlighted PYREX WARE, 
with descriptions and prices of all items. PYREX lends itself easily to handsome, 
practical displays. 


WARES STOCK CONTROL 


Based on past sales start off with a three months’ supply of every item in the PYREX 
WARE line. Once a month, take a physical inventory and order planned sales for 
three months minus stock on hand. This simple procedure will insure you against 
lost sales due to out-of-stock condition. 


LOCAL ADVERTISING 


PYREX WARE is a line with a tremendous profit potential, as the figures on these 
pages show. Handle it properly —feature it in your own local advertising. 


Get your full share of PYREX WARE business—business which returns nearly 20 Times the 
annual dollar profit that can be secured from average housewares merchandise! 


The retail price of these PYREX WARE 

dishes is reduced from September 1, - 

1951, to November 30, 1951! Full- Oth 

page ads featuring this 100th Anni- ANNI VERSARY Pp 
versary Special will appear in the EX 
September 15th issue of the Saturday 

Evening Post and in the October is- 

sues of Good Housekeeping, Ladies’ 

Home Journal, Woman’s Day, and 

Country Gentleman, plus 500 line 

newspaper ads and promotion on 

PYREX TV shows! 








rage Actual 

liar Profit Be sure you have a full supply of 
|H., $62.81; these items when this promotion 
W., $1228) breaks—order supplies through your 


PYREX WARE dealer. 


| 2 oie 


the tadle- mark ion 








tegi- 

. A product of e canaer come Hem 00 bey them separa 

oom CORNING — ys ee 
GLASS WORKS 


“PYREX”’ is a registered trade- 
mark in the U. 8, of Corning 
Glass Works, Corning, N. Y. 
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You can pu 
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17", Strea 
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YOU CAN BE SURE...iIF ITS 


_ & Westinghouse =i 
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NEVER-~— in all lamp history. 
such dramatic: -- different: --eye-compelling 
advertising as this new 


WESTINGHOUSE Light Bulb CAMPAIGN 


It’s a knockout campaign—full-page, full- 
color ads in a daring new design... and 


THESE TIE-IN SALESMAKERS it’s coming out in LIFE this fall! Just 
ARE AVAILABLE ON REQUEST! watch this friendly little Westinghouse 


beckon with bewitching sales charm to 
thousands of new and old customers. 





Never has lamp advertising been so 
reader-inviting . . . or so profit-promising! 
And combined with STUDIO ONE’S 


champion sales power . . . week after 





week commercials on the nation’s top 
favorite in TV shows... 

Never has it been such good business to 
handle the Westinghouse Lamp Line! Make 
sure you’re in on it! 





ip. 


YES, BY ALL MEANS, I'M INTERESTED! 


You can put the same profit power on the counter of 
your store with these tailor-made tie-ins. Powerful 
reminders your customers can’t miss. Feature them 
with every lamp display. Handy-sized poster 12" x 
17", Streamer 30" x 13". So easy to get—just 
check and mail the coupon today. Name 


Bloomfield, N. J. 


Advertising Dept. 
t Westinghouse Lamp Division j 


( ) Please send me the new tie-in sales helps to increase my lamp profits. 


( ) Please send me more information on handling the profitable Westinghouse 
line. 


Street & Number 


City ee eee . Zone State 
HA 


} 

i 

NEND FOR THESE EYE-STOPPER BULB DISPLAY HELPS NOW! am 
i 
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omen love Bruce 
ow more than ever | 


Millions of homemakers have fallen in love with the 
revolutionary Bruce idea of cleaning floors as you wax— J 


all in one easy operation. 

And it’s an even bigger hit now that they can get 
this same wonderful cleaning magic with either /ight or 
heavy wax base. Famous Bruce Floor Cleaner for 
linoleum and lightly-trafficked wood floors. New Bruce § 
Cleaning Wax, with three times as much wax, for 
wood floors requiring extra protection and gloss. 

Stock up now on both! Put Bruce Cleaning Wax 
alongside Bruce Floor Cleaner—exactly the way they’re 
featured in Bruce’s powerful national advertising —and 
cash in on this ready-made opportunity for extra sales. 


floor products 


BY THE WORLD'S LARGEST MAKER OF HARDWOOD FLOORS 
E. L. BRUCE CO. + MEMPHIS, TENN. 
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The trend’s to uzadow’ wood decor... 


your shellac sales 


opportunities 


are Griale Than. coer! 


Look into the new homes going up in your community. You'll find natural wood effects 
used in every conceivable manner. Capitalize on this ever-mounting trend. Promote 
the finest of a// modern wood finishes — beautifying shellac which defies wear. 


unequalled where a natural wood finish is desired 
for Floors, Paneling, Furniture and All Woodwork 


the faster-drying finish that gives more CLARITY + ADHESION + TOUGHNESS - FLEXIBILITY - Nationally Advertised! 


shellac INFORMATION BUREAU Dept. HA-9 
of the American Bleached Shellac Manufacturers Assn., Inc., 65 PINE STREET, NEW YORK 5, N. Y. 
Please send, without obligation, full information and retail selling helps on shellac. 
NAME 
ADDRESS. 
CITY. 
SIGNED. 
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eg A 
Cash in on the popularity = 
of USE-TESTED K-VENIENCES S| 
ne 
Rt eo, a le tile per A. Three-Tier Shoe Rack #785, holds 
PR eters | perene ’ sn 
PE a an gull poet up to 9 pairs of shoes. - 
, ‘ _— ’ ; he 
Sagging clothes racks and bulging closets are a thing of B. Four Arm Swinging Tie Rack +773, 
holds ties, bags, belts. 
the past with smart, sturdy K-Veniences! K-Veniences 2 FI 
C. Combination Hat Rack +782, hoids ' di 
double closet capacity — and they're non-sagging, extra- 6 hats, ties, belts, scarves. co 
‘ $ be po 
strong. Offer your customers the complete line of over o. Shening Canter 31, des entre Ke) Sh 
wardrobe out into room. re —| 
ois ar ae i g MC 
40 space-stretching fixtures . . . scientifically designed E. Hot Rack #1125, holds 2 hats : 
& 
re against wall or door or under shelf. " In 
to meet specific closet needs, yet fully adjustable to , 5 Tie 
’ ror ’ F. Hol-Mor Tie Rack +771, 36 spaces, bi the 
individual requirements. They're finished in gleaming pulls ei ane tenets. : 
i Sa 
chrome, easily installed with a screwdriver. Screws packed G. Swinging Arm Hanger #550, holds Z ~ 
4 skirts or 4 pairs of trousers. e Go 
with each fixture. All tie racks gift-boxed. Co 
H. Shoe Rack #4, holds 5 pairs of Ca 


her shoes, or 4 pairs of his. 
@ K-Veni backed b y 

anes aithinet: Pevensie NANA , 
in American Home, House Beautiful, TAWALOOTE W. 


Better Homes & Gardens, House & 
Garden and Household. 





ee) Send for complete catalog 







Grand Rapids 4, Michigan 
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WISS brings you— 
AN ADDED SOURCE OF PROFIT 


New Improved Model C 







Be 


Always the first choice of women ev- 





erywhere, these famous Wiss Pinking 






Shears are now available to you in the 






new 7'2” and regular 9” size. The new 








holds smaller lightweight Model C 7 cuts the 

widest range of fabrics from sheer to A i* mene $81 

heavy with the greatest of ease. z, er 
773, > 









Pe 













* alt “7 >- 
FREE this beautiful 4-color counter _—— a 


holds " display container with fluorescent Wiss —— 
colors is a stopper! Contains three MODE ? 
C7 Pg: 


pairs of the new 7¥2” Model C Pinking Cong S 
















entire y Shears, individually packaged. Use it TOM . 
: —FOR INCREASED SALES VOLUME— veeexa 
es MORE PROFIT! 
hate E . ; i ’ ASSORTMENT 
“ Introduced with National Advertising Campaign! 2CB7—7'2" Black handles @ $6.95. $13.90 
b Tie-in with the four color advertising campaign announcing 1CC7-—7'2" FullChrome @ $7.95. 7.95 
aces, 6 we Hows, appearing Retail value. . . . . . . . $21.85 
: Issue On Sole DealerCost . . . . . « . . $14.57 
B Saturday Evening Post. . September29 . . . 9/26 
holds hy Ladies’ Home Journal . . October... . . 9/28 
ie Good Housekeeping . . October. . . . . 9/20 
Country Gentleman . . October. . . . . 9/26 
irs of Capper’s Farmer . . November . . . . 10/8 
Stock, Gates and recommend 


the new improved model in TWO sizes 
QUALITY FOR OVER A CENTURY 


J. WISS & SONS COMPANY, NEWARK 7, N. J. 


ntalog 





BIGGEST 
NAME IN 
PLUMBING 
RUBBER 





PRODUCTS 


No. 36 Lucky Strike 
FAUCET WASHER 
ASSORTMENT 


36 individual packages 
per unit. Each package 
includes 8 genuine 
Lavelle bevelled faucet 
washers in all popular 
sizes with necessary 
brass screws 


i” 


YOUR COMPLETE PLUMBING RUBBER DEPARTMENT 


MADE RIGHT! 


PRICED RIGHT! 


No. 424 Fit One-Fit All 


PACKAGED RIGHT! TANK BALLS 


12 individually packaged 
tank balls to colorful 
counter unit. Special 
tapered seat for smooth 
operation on all size 


flush valves 
~wtber 


420 N. Wood Street, Chicago 22, Illinois 





Tank Balls « Faucet Washers « Force Cups « Hose Washers « Basin Stoppers « Repair Assortments 
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FOR EXTRA SALES ...EXTRA PROFITS 


USE THESE ‘AMER-(//75 SELLING AIDS! 





COUNTER AD MATS 
DISPLAYS 





ENVELOPE 
STUFFERS 


WINDOW 
STREAMERS 











FURNACE 
STICKERS 





popular 
cessary 





M A | L T 0 DAY ! AMERICAN AIR FILTER CO., INC. 





435 Central Ave., Louisville 8, Ky. - 

= Please send me complete information on AMER-glas Replace- 3 

a able Air Filters. Tell me how I can get free selling aids. ¥ 

ee x 

& Ee & 

i) te OTL 3 

packaged 7 4 3 city a a 

Specie eg ete” WG ke 
or smoot 


all size 


An Grugimecied product of 


, Aix Bitter 


»nts 
[ssortment COMPAN 
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LONG-LASTING 


Here's a fast-moving item that will guarantee 
greater sales volume and increase store traffic. 
Hancock Mfg., Inc. is offering a new water mixer 
ideal for home use in laundry tubs, showers, hose- 
end faucets, etc. 

No special adjustments — no plumbers or 
mechanics to install it— just screw on to 
faucets. 

Distributors write for illustrated material and 
prices. Mixers are individually banded, made of 
braided, reinforced hose with standard fittings. 


a fe 
Thee HANCOCK MANUFACTURING, Inc. 


135 S. Second Street ¢ Philadelphia 6, Pa: 








CONGRESS LUBRALIFE 
PILLOW 


“BARGAIN-SEEKERS” need your help in buying BLOCKS 


an electric water system. Tell them a price tag 
is the /east important point to consider. The price 
of a good water system is soon paid for in time 
saved and profits made through labor-saving and 
other advantages. The real "bargain" comes in 

the years of dependable service at a minimum stig permanently Whriceted sponge 
cost per day for operation and upkeep. Explain by capillary pila, haainen astiat air eal 
the FEATURES* that make every Deming Pump and mets with static dissipator ore available. Flange 
Water System so dependable, so economical, so type bearings also available. Write for details. 
SATISFYING to own. Help them select —from the ; 

COMPLETE Deming line—the best water system for oN PULLEYS 
their individual needs. No other line offers you \ and V-BELTS 
a better opportunity to sell "bargain-seeing” , . 

customers and keep them sold! 


TYPE A 


Available from stock from FHP 
to 200 H.P. 

*Features of each Deming Water System are illustrated and _ 

explained in""CATALOG F'. Write for your copy NOW/ 1 “ 





World's Largest Manufacturer 
THE DEMING COMPANY / so 
517 Broadway * Salem, Ohio . 
WRITE FOR CATALOG 


DEMING (Direct) PUMAPS Mele), [el i3) eae) ih 4 + 


leila ae Nie 3750 E. OUTER DRIVE, DETROIT 34, MICH. SEE US 
WATER SYSTEMS OcTosB 


AND COMPLETE 
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ING, Inc. 


phia 6, Pa: 


LIFE 
OW 
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TS 


fE~ Special Fall Drive on 


y WELDWOO 


Ww 


iy 
Wipe 


Sensational Contest to 





American Legion members! 





$2500.00 in Prizes! Will UP your 





sales if you tie-in! Read all about it! 








Starts: 
Ends: 
Open to: 


Prizes for: 


Prizes: 


QUICK FACTS 
about the Contest 


© 
October Ist 
November 10th 


Any member of the Amer- 
ican Legion or the Amer- 
ican Legion Auxiliary. 


Best letters of 25 words or 
less on the subject ‘‘Why 
| Like Weldwood Glue.”’ 


Ist Prize: $1,000.00 to the 
winning Legionnaire PLUS 
$1,000.00 to the Legion 
Post to which he belongs. 


2nd Prize . . » $100.00 
3rd Prize: ... $0.00 
4th to 17th Prizes: 

25.00 each 


Tell the American Legion 





Posts in your neighborhood 





about this contest. It can help 





How YOU can casi In: 





1 Send coupon below for free window 

* posters containing details of contest. 
Tape them to your windows .. . post them 
in your store. 


2 As a reminder to your Legion cus- 

* tomers, set up a display of Weld- 
wood Glue cans (and packets) near your 
cash register; with copies of the Weld- 
wood Glue folder. 


Place Weldwood’s famous elephant 

* card prominently in store and win- 

dow. If you haven’t any, coupon will 
bring you one. 


4 If you’re a Legionnaire enter the 
* contest yourself. And tell your 


D GLUE 





ock from FH? them raise money. Legion-employees about it, too! 














Weldwood Glue is America’s fastest selling wood glue. This contest will 


Manufacturer 
make it sell faster...and sell faster in yowr store if you feature it. 


Pulleys 


Sa 
MAIL THIS 
ro 

Oe ao 
SEE US AT NATIONAL HARDWARE SHOW 
OCTOBER 8-12—BOOTH 117 





United States Plywood Corp., Dept. 310, 55 W. 44th St., N.Y. 18, N.Y. 
| want to tie my store into your American Legion Contest. Please send me: 

(C Window Posters (0 Elephant Display (C) Folders 
Please enter my name if not already listed, in your index of registered dealers, 
to receive consumer-leads from your national advertising. 


t CATALOG 








City. 
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“O 
.. . but absolutely nothing . . . like 

vt. this in Home Decorative Lighting]! 

*.-- The MOE LIGHT Valance that 
adds dramatic beauty to every 
home... Makes any window a 
picture window, makes homemakers 
want them for every room 


... get rid of unsightly 
Eaaegee : — bulbs forever 
: ey j with the new 
/ i> complete lighting fixture 
Sa ik that screws in just like a light 


Ss bulb! Beautiful lighting fixtures 


ie /~ installed in less than a minute. 
(‘S «i: Anyone can do it and every cus- 


‘“s ““. tomer is a prospect. Styles for ever 


e) le room... priced to retail as low as $2.95. 


you sh soet ee 
MocDAPice (eae ie pool les 
IS Terrific te So wit 4 Millions of readers in the cities, in 
a, f/ big Ps TH the towns, on the farms, will see these 
; VEN alluring MOE LIGHT ads... will want BR: 
re) pi ure ; { Lagan pn ca: wa, to add lighting beauty to their homes & Let you 
d dul fe. ~ . ... will be looking for THE DEALER fF’ HEADQ' 
Wonder! ™ 4 oe ee WITH THE MOE LIGHT HOME fF ing Dep 
=” — LIGHTING CENTER IN THEIREE business 
NEIGHBORHOOD... B* (WASTE : 
; Displays 
*® 7 Valance 
y mated D 
increase 
. MOE Lic 
* write MC 
L. ‘ 


Hardware Stores... Electrical Stores... A. 
: Contractor Dealers... Department Stores, 
- ...Show the MOEdapter...No tools M 
no wiring! Show MOE LIGHT Valance:... 
they're beautiful! 


- 6° 
- @ 





o 


_ > King HY-PROFITS and Queen QUICK-TURNOVER 
¢ TWO sensational MOE LIGHT merchandising creations 


wr * The new MOE LIGHT Valance... The new MOEdapter! rs 


: .e 
- ee, 


X wee: 
((¢ 
inc 





1 the cities, in 
will see these 


i nt Be: 
“ Peg tem ” Let your neighbors know YOUR STORE IS MOE LIGHT 


THE DEALER f° HEADQUARTERS. You can have a “Packaged Light- 
LIGHT HOME HF ing Department" that puts you into this profitable 
TER IN THEIR business . . . overnight! Put ceiling and walls 
3ORHOOD ... Bi (WASTE SPACE) to work for you. Ceiling and Wall 
IB’ Displays, Counter and Window Displays, Special 
"7 Valance Displays, MOEdapter Displays, Ani- 
@ 7am mated Displays are ready to brighten your store, 
increase sales and store traffic... See Your 
- MOE LIGHT Distributor for Full Information or 
* write MOE LIGHT .. . right now. 
a... ‘pga 











ical Stores... 
artment Store’, 
...No tools, 
iT Valances... #. 


OF. as J. wn 0 word's -est Manufacturer of Home Lighting 
.. +: ee < Piate ie? SEE US AT THE NATIONAL| | HARDWARE SHOW + NEW YORK + OCT. 8.12 








HANDY COILS" 


Now available in 


MANILA or 


2-in-1 Package 
is A COUNTER ¢ yerspr 3/012" de 


100 ft. connected coils. 


DISPLAY and @ —\ rrresimorety 15 tes. 
SHIPPING BOX! 


Now you can get “American Brand” Manila 
or Sisal Rope in Handy Coils—the put-up 
that has set a new, fast pace in rope merchan- 
dising. Both types of rope are first-grade— 
made of the finest fibres obtainable. 


Handy Coils come to you mill-fresh in factory- 
sealed boxes. The box opens into an attractive counter sales dis- 
play. There’s worthwhile volume in small-size ropes—and Handy 
Coils are the best way to get it. Write for complete information 
and delivery schedules. 

Specify “American Brand” Pure Manila 
or Sisal Rope when you order full coils. 


American Manufacturing Company, Brooklyn 22, N.Y. | 


ROPE - TWINE - OAKUM - PACKING - CARPET AND ELECTRICAL YARNS 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 


SALES OFFICES: BOSTON « CHICAGO « HOUSTON e NEW ORLEANS « PHILADELPHIA ¢ SAN FRANCISCO L ——_— = oe eee eee eee eee ee eee eee ee oe 
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rope in each box. 


a ee ee ee ee ee ee 


AMERICAN MANUFACTURING CO. 


Noble & West Sts., Brooklyn 22, N. Y. 
HA. 


Please send complete information about 


HANDY COILS. 


[_] Manila [_] Sisal 


Name 





Company 





Address. 





City 





Zone State 








J 
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Ideas 


ya ie 


Planning a Special Sale 


Here are some helpful ideas on how to hold a successful 
special promotion, based on the practical experience of 


two Minnesota hardware dealers. 


By ROBERT J. RICKBEIL 
and 
F. HARDY RICKBEIL, 
Partners 
Rickbeil's Hardware 
Worthington, Minn. 


photographs of our staff, tied in 
with the departments they are con- 
nected with. 

We also used six to 10 radio 
spots a day during the sale. Part 





ROBERT J. RICKBEIL 





F, HARDY RICKBEIL 








We recently completed one of the 
most successful special promotions 
our store has ever held and, at the 
invitation of the Editor of HArp- 
WARE AGE, we are discussing here 
some of the factors which we have 
found to be important in the suc- 
cess of a special sale. 


HARDWARE AGE, SEPTEMBER 6, 1951 


Our special sale was a nine-day, 
3lst Anniversary Sale which was 
paced by a six-page special section 
in a local newspaper. This six-page 
ad was followed up by ads every 
night of the sale. We endeavored 
to add a personal touch to these 
ads by making extensive use of 


of this time was taken up with 
wire recordings of interviews with 
customers taken in our store. 

Generous use of store and win- 
dow decorations are helpful in 
establishing an atmosphere of a 
celebration ... a special occasion. 
Many types of good banners and 
price cards are available from com- 
panies who specialize in that field. 
We used extra tables down the 
center aisle for  specially-priced 
merchandise. While these extra 
tables do tend to spoil the neat 
appearance of the store, we have 
found that a small amount of added 
confusion tends to improve sales 
during a special event. 

Signs on all special merchandise 
are a must. We have seen many 
otherwise well planned sales efforts 
fall flat because of failure to make 
use of good signs on the special 
merchandise. It takes a little time 
to make these signs, but they pay 
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You Are Invited to Register at the Following Displays 


Help us celebrate our 31st Anniversary in Worthington. Be sure to register at each Display for free 
prizes. Adults except our employees and their families may register. Main prize drawing will be held 
Monday, April 9th at 9:00 A. M. It is not necessary to be present to win a prize—daily drawings of 


five prizes each afternoon at 4:00 P. M. in Hardware Store. 





“HOTPOINT” APPLIANCES 


Name 
Address 


What “Hotpoint” Appliance Would You Like Demonstrated in 


Your Home? 





5. “DOMESTIC SEWMACHINES” 


Name 
Address 


May We Demonstrate a “Domestic Sewmachine” in your Home? 











3. “IRONRITE” 


Name 
Address 


May We Demonstrate an “Ironrite” Ironer in Your Home? 


1. RICKBEILS’ HARDWARE STORE 


In The Coupon Box in OUR NEW DELTA DISPLAY ROOM af 
rear of our store. 


Name 
Address 


Are You interested in Delta Shop Equipment? 


OVER $1,000 IN PRIZES 


Name 
Address 


What “Westinghouse” Appliance Would You Like Demonstrated 


in Your Home? 


6. “RCAVICTOR” RADIOS 


Name 
Address 


Would You Like to Try an “RCA Victor” Radio in Your Home 
For One Week? 


4. “FRIGIDAIRE” APPLIANCE 


What “Frigidaire” Appliance Would You Like Demonstrated in 


Your Home? 


Name 
Address 


What Room Do You Need Furniture For? 


These are the forms which customers used to register 
in eight different departments for special prizes. 





off in the store as well as in window 
displays. 

We have found it well worth 
while to feature as many factory 
representatives as possible for each 
day of the sale. In our last anni- 
versary sale we tied in with Pills- 
bury Flour and hired local women 
to prepare prize winning recipes 
that we served to customers with 
coffee on three afternoons. We 
also used free cokes in our furni- 
ture department for one afternoon 
of the sale. Some companies are 
very willing to help arrange a spe- 
cial deal for this type of promotion. 

We feel very strongly that a 


good list of free prizes helps § 


greatly in building traffic during 
the sale. In our last sale we dis- 
tributed forms to our customers 
that permitted them to register for 
drawings in eight different depart- 
ments. This helped get them into 
all parts of the store. 

Probably one of the most im- 
portant points in assuring the suc- 
cess of a special promotion is 
specially priced merchandise. We 
start looking for special buys at 














a spat. eh 


1920 1951 


Mar. 29 to Apr. 7 


TER FOR PRIZES | 


9 Big Sale Days — 
BE SURE TO ReGis 


Spar vopiotoreg aguas Saigtt S H490 pm Pina 
eanews nd « == acecmry Peeant Mester, sore 
st ee amelie tonics se sages Cee 


Pow 


+ Came Cannister 
Stee ses 


Reg. $2.98 Bach 


6 years of eqs aad empiepee 


BLUE ENAMEL 


ROASTERS 








Loe ene 








Here are two pages of the six-page special section of a local newspaper that set pace for the special sale. 


HARDWARE AGE, SEPTEMBER 6, 1951 





least a 
Many j« 
salable 

obtainec 
cumulat 
and son 
ample, v 
which w 
as comy 
of $3.00 


Saws 
area tab 
Plattevi 
rack wh 
wide. § 
greatly 
play. Es 
the hand 
the blad 
on anot 
held at 
which p 
and rem 
display | 
practical 


HARDW. 


;in window 


ell worth 
ny factory 
yle for each 
last anni- 
with Pills- 
»cal women 
ng recipes 
ymers with 
oons. We 
our furni- 
> afternoon 


ange a spe- 
promotion. 


helps { 


ffic during 
ale we dis- 
customers 
egister for 
ent depart- 
them into 


most im- 
ng the suc- 
omotion is 
undise. We 
al buys at 


BER 6, 1951 


General view of the store. This photo was not taken during the sale. 


least a month before the .sale. 
Many jobbers have odd lots of good 
salable merchandise which can be 
obtained at special prices. We ac- 
cumulated about 40 items this year, 
and some were real buys. For ex- 
ample, we had a 40-qt. waste basket 
which we were able to offer at 89¢, 
as compared with a regular price 
of $3.00. We sold out the first two 


Saws are shown atop a center 
area table at Heiser Hardware in 
Platteville, Wis., on a wooden 
rack which is 8 ft. long and 3 ft. 
wide. Sales of saws have been 
greatly increased with this dis- 
play. Each number is shown with 
the handle against a cross bar and 
the blade resting in a grooved slot 
on another cross bar. Saws are 
held at an angle and at a level 
which permits easy examination 
and removal from the rack. This 
display attracts the attention of 
practically everyone. 
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days and could have moved a thou- 
sand if they had been available. 
Many retailers seem to forget 
that occasionally it’s good business 
to sell without a full mark-up, if 
you want to build real traffic. Even 
on items we buy on closeouts for 
this sale, we take a very small 
margin. We cannot emphasize too 
much our experience that these 


Aisle Display Features Saws 


specially-priced items are the real 
traffic getters for these special 
sales promotions. And it is this 
traffic that adds up the sales and 
profits, on our regular prices. 

All in all, the key to a successful 
promotion is planning .. . careful 
planning, long in advance. We've 
never seen a good sale that was 
arranged overnight. 








While making a call on an interested prospect John Dornbos explains how modernization 
can make her kitchen an easier place in which to prepare meals. Preliminary measurements 
are taken and a quick sketch and rough estimate are given. 


There’s profitable volume in the 
sale of individual pieces of kitchen 
equipment, but the real profit is 
in the sale of complete kitchens. 
And the profit is even better if 
you go in for outside selling as 
John Dornbos of Terminal Hard- 
ware Co., Wilmette, Ill., found out 
when he returned to civilian life 
after serving as a naval aviator. 
Currently this outside selling plan 
tied to a cooperative arrangement 
with a plumber and a building con- 
tractor is selling about one com- 
plete major kitchen job a week. 

When Mr. Dornbos returned to 
civilian life and reentered business 
with his father, Harry Dornbos, 
he decided not to be an inside man 
but to devote his time to outside 
selling of complete electric kitchens 
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and home laundries. Until he de- 
cided to really put Terminal Hard- 
ware on the appliance map that 
department had accounted for an 
annual volume of about $8,000. 
Last year appliance and kitchen 
cabinet sales amounted to about 
$100,000. 


Three Firm Tie-up 


Mr. Dornbos made a thorough 
study of the kitchen package idea 
and finding that installation and 
service would be his big problems 
decided to enter into arrangements 
with an outside plumbing concern 
and a construction firm. Two other 
concerns work with Mr. Dornbos 
and share in the profits. 

Gathercoal Construction Co., 
from whom Mr. Dornbos previously 


Kitchen 


had purchased steel and wood 
kitchen cabinets, now does installa- 
tion work on the cabinets in return 
for a fixed percentage of profits on 
the overall kitchen job. Joseph 
Gathercoal, who owns the construc- 
tion business, now turns over all 
kitchen modernization leads _ to 
Dornbos and then shares in the 
profits of the completed job. In 
addition to profits on the kitchen 
work Gathercoal Construction Co. 
has obtained other home remodel- 
ing contracts about which Mr. 
Dornbeos informed him. 

Third link in the kitchen team 
is Robert W. Moore, a North Shore 
plumber, who installs automatic 
dishwashers, garbage disposal 
units and other kitchen equipment. 
Mr. Dornbos sold him on the idea 
that each kitchen job meant new 
customers for water heaters, bath 
tubs and service work. After a 
six months test of this plan My». 
Moore became enthusiastic about 
the arrangement and is now kept 
so busy working with Mr. Dornbos 
that he has little time to follow up 
his own leads. The plumber and 
the hardware dealer have agreed 
on a fixed rate for either a garbage 
disposal unit or dishwasher and 
another rate for the combination 
unit. 

Says John Dorbos, “My best 
sales weapon in keeping Mr. Moore 
interested is a $12,000 to $15,000 a 
year business for him. I tried hir- 
ing assistants to do some of the 
contact work, but I found that 
people want to deal directly with 
the boss. I make a point of visit- 
ing a customer’s home _ several 
times during installation of a new 
kitchen. This assures the house- 
wife that her kitchen is getting 
our complete attention. Our busi- 
ness could ‘be much larger, but I 
don’t want to give up this personal 
touch that has meant such worth- 
while profits.” 

The complete working all electric 
model kitchen on display at Term- 
inal Hardware occupies a_ space 
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nstallations Are Profitable 


How a hardware dealer, a plumber and a builder co-operate 
to build profits in installing all-electric kitchens. 


about 10 by 14 ft. in the front of 
the store. It includes dishwasher, 
garbage disposal unit, refrigerator 
and push-button range. When John 
Dornbos is out making calls the 
kitchen is unattended but it is al- 
ways a good attention getter. 

As to his own part in the three 
way plan John Dornbos says, “You 
can’t sell $3,000 kitchens from 
house-to-house as you do vacuum 
cleaners. I have tried it and find 
it doesn’t work. When a customer 
becomes interested in a new kitch- 
en, she calls a friend who has re- 
cently had one installed. If that 
friend is pleased, she is sure to 
recommend the man who did the 
work. Our kitchens are their own 
best ads.” 

In addition to kitchen moderniz- 
ation leads turned in by Messrs 
Gathercoal and Moore, many are 
developed at the Terminal store. 
To date, all the business John 


}Dornbos can handle in complete 


kitchen installations is practically 
beating a path to the door. 
Terminal Hardware is listed in 
classified telephone books under 
complete Hotpoint kitchens. Other 
advertising is used occasionally, 
in four local weekly papers in the 
North Shore area—Wilmette Life, 
Winnetka Talk, Glencoe News and 
Glenview Announcements. Single 
pages and double page spreads are 
used. “We’re not 100 years old,” 
tead these ads, “but we do have 
102 years of experience. Let us 
plan and install your next Hotpoint 
kitchen.” Ads feature pictures of 


Upper right—John Dornbos, center, re- 

ceives down payment at the store for a 

kitchen modernization project, from a 

customer who has just signed a con- 

tract. The customer's wife is examining 
a miniature kitchen. 


Right—The finale of a successful kitchen 

installation project. John Dornbos, 

seated, hands Robert W. Moore, the 

plumber, a check for his share in the 

profits of a completed job. In the center 

is Joseph Gathercoal, building con- 
tractor. 
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Messrs Dornbos, Gathercoal . and 
Moore, with brief resumes of their 
business careers. Before and after 
pictures of kitchen jobs also are 
featured. Copy describes the three 
work saving centers — cooking, 
storage and dishwashing. Ads have 
featured the fact that the trio has 
installed 375 kitchens since 1945. 

When John Dornbos receives a 
call from a prospect he visits the 
house and makes rough measure- 
ments. He also makes a quick 
sketch and then using a rule of 
thumb of $50 per lineal foot for 
the new kitchen, makes an esti- 
mate. If the housewife is in- 
terested, the next step is planning 
the kitchen. He weeds out those 
who are not really interested by 
charging $100 in advance for the 
plumbing work, this sum being ap- 
plied as part payment for the total 
cost. 

Back at the store or in his own 
home he makes a scale drawing of 
the proposed remodeled kitchen. 
Then he obtains prices from Messrs 
Gathercoal and Moore and draws 


up a contract and makes an ap- 
pointment with the customer to call 
at the house when husband and 
wife will both be home. When that 
evening call is made he takes his 
Hotpoint mini-kit comprising scale 
model appliances and movable walls, 
doors and windows with him. The 
miniature kitchen is set up for the 
benefit of the housewife because, 
“a woman can’t understand a blue- 
print, but she can understand a 
kitchen with scale models.” 

Upon approval of the blueprint 
the customer is asked to sign the 
contract under which a. 50 pect 
down payment is required with the 
balance after completion. While 
this payment might meet resistance 
in lower income markets, he has 
found no difficulty to date. Many 
North Shore home owners were 
accustomed to servants before the 
war. The current shortage of do- 
mestic help has added impetus to 
the sale of electric home equipment 
that will reduce labor in the kitchen 
and home laundry. 





When he first started in the 
kitchen business, John Dornbos 
considered changing the name of 
the operation to conform with the 
idea of kitchen planning. He now 
finds that the logical tie-in between 
a hardware store and_ kitchen 
equipment is an asset. People who 
visit the store for nails, screws, 
some hand tools or lamps often be 
came interested in the kitchen dis- 
play. He finds that use of utensils 
and dinnerware to decorate the 
kitchen display helps to sell the 
idea of a modern kitchen. 

Most of the layouts suggested 
by Mr. Dornbos include space for 
a dining area. Occasionally a kitch- 
en job will extend to remodeling 
upstairs quarters including the 
bathroom all of which means more 
profit for his partners in kitchen 
selling. One such job amounted to 
$10,000. 

On a recent Saturday John Dorn- 
bos sold four $3,000 kitchens. He 
looks to a continuing good volume 
in profitable jobs in this price 
range. 


Compact Tool Bar Boosts Impulse Sales 


William Holweger, manager of 
the tool department of the Hol- 
weger Hardware store, 6647 Castor 
Ave., Philadelphia, is enthusiastic 
about the sales potential of a new 
too} island display fixture recently 
installed. 

“Women are buying household 
tools from this Tool Bar, where 
heretofore they passed by the regu- 
lar mechanics’ tool display along 
the walls without so much as a 


glance,” Mr. Holweger comments. 

“Sales increased immediately 
following the installation and are 
improving weekly. At present, tool 
sales have more than doubled. It’s 
one of the best investments we 
have made in years.” 

The new display fixture, dis- 
tinguished by its compactness, was 
jointly designed for the Franklin 
Hardware & Supply Co. of Phila- 
delphia by E. C. Raedel, vice- 


Size and overhead views of tool bar which has led to increase 
in impulse sales of hand tools, especially to women. 


president and merchandising man- 
ager, and Les Jenness, of the 
Pennsylvania and Atlantic Sea- 
board Hardware Association. Meas- 
uring 5 by 5 ft., the fixture pro 
vides display and storage space for 
180 separate tool items valued at 
$820 retail. 

The Franklin Company is also 
offering its dealers a similar fix- 
ture for the display of plumbing fit- 
tings and supplies, which contains 
all the units needed by a home 
owner for making repairs and re 
placements. By keeping the parts 
exposed to view, the displays are 
expected to lead to greatly in- 
creased impulse sales. 


20 Million Bicycles 
In Use in This Country 


At the height of its popularity 
in the late 90’s, there were an esti- 
mated 5 to 6 million bicycles 
the roads in the United States 
The Bicycle Institute of America 
Inc., says that the latest survey re 
ports that there are more than 2% 
million modern bicycles in use herfé. 
It is estimated that there are 7 
million bicycles in use throughout 
the world. 
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Deer Hunting Contest 
Builds Traffic 


Good prizes, and wide promotion build deer 

hunting contest into a worthwhile traffic 

promotion for hardware and department 
store who jointly sponsor the affair. 


When Elmer Foley and Walter 
Steiner, owners of the Foley- 
Steiner Hardware, Plymouth, Wis., 
and the Ley department store first 
joined in promoting a deer hunting 
contest, they staged a promotion 
that has turned in to an annual 
event and brings out the town for 
the judging of winner. 

The Big Buck Contest, as it is 
named, has been a fall promotion 
for 14 years and in 1949, it brought 
444 hunters as registrants and at 


3 aaa ——— 


I 


é 


its close, 210 deer were weighed in 
for prizes. 

The contest provides the stores 
two selling opportunities; the first 
when hunters register, and second 
when they return with their deer. 

When registering, displays of 
hunting equipment and clothing in 
both stores, which adjoin but are 
independent firms connected by 
archways to allow free flow of 
traffic from one to the other, lead 
to sales of new equipment. Then on 


. 


i ee 





A Successful 
Promotion Idea 











the return trip, hunters can be sold 
replacement equipment. 

Rules of the contest are simple. 
Every hunter wishing to register 
must do so at both the hardware 
and department stores, giving their 
na ~es and addresses and deer tag 
number. All contestants must have 
their deer weighed-in at the con- 
test weighing station which is at 
the stores. No contestant is eligi- 
ble to get more than one prize. 
Contest closing dates are always 
definitely specified. 

Registrations are limited to 
hunters living within the regular 
trading area of the stores, since 
the contest sponsors want to keep 
it primarily a local affair. Also, no 
one may enter a deer unless he has 
registered before leaving on his 
hunting trip. 

Prizes for the contest, at the be- 


ce 


‘3 


ERO 


s** 


: This window display of prizes in the Big Buck Contest sharpens interest in the contest and in the store's sporting goods equipment. 
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One of the three-column wide, 16-in. 
high ads announcing the contest. 


ginning, were few, but with the 
spread of its popularity, they have 
grown to total 25 in number with 
a value of $250, the hardware store 
and the department store each con- 
tributing to the prizes. These are 
usually displayed in the hardware 
store windows prior to and during 
the contest. 

Each of the 25 prizes is awarded 
on a different basis. There is a 
prize for the heaviest buck 
weighed-in, first doe brought in, 
heaviest doe brought in, oldest 
hunter weighing-in a deer, youngest 
hunter weighing-in a deer, and 
so on. 

In 1949, the oldest hunter to 
enter the contest was 78 years old 
and the youngest was 14 years. 

Prizes are fairly well distributed 
according to deer weights. Those 
who get the heaviest deer receive 
the largest prizes. The prizes them- 
selves includes dress clothing, sport 
clothing, footwear and_ sporting 
goods. 

Weighing-in the deer is done by 
placing a long platform on a truck 


68 


scale. The deer can then be 
stretched out on the platform, bal- 
anced on the scale and weighed 
accurately. The weighing takes 
place on the sidewalk in front of 
the store where the crowd can col- 
lect to see the lucky hunters win 
their prizes. 

This in itself has become an 
exciting event in Plymouth, a town 
of about 4,000 population, and one 
which gives the hardware store 
good publicity. The local news- 
paper gives the contest, the weigh- 


ing-in ceremony and the store 
columns of newspaper stories and 
photos. In addition, both the haré- 
ware store and department store 
also advertise the events exten- 
sively to attract as many people 
as possible. 

Contest advertising always in- 
cludes the rules and lists the prizes, 
Large handbills are distributed t 
taverns, bowling alleys, and other 
Plymouth business places for post- 
ing in prominent places in _ the 
area. 





Hardware Store Sponsors Team 
And Shares Town's Favor 


The Santa Susanna Hardware 
Store, Santa Susanna, Cal., has 
been sharing in the reflected glory 
which has come to the town’s girls 
softball team, which the store has 
been sponsoring in recent years. 

Sponsoring the team has meant 
goodwill and increased popularity 
for the small store in Ventura 
County, and Jim Kern, owner, 
thinks that it has also helped to 
raise the sales curve. 

Started only 10 years ago by Mr. 
Kern, in a small one-room building, 
the business has expanded into a 
modern, up-to-the-minute hardware 
and appliance store. 

The softball team idea originated 
in the brain of Waddy McGuire, 
Kern’s right-hand man in_ the 
store. Mr. McGuire, who is known 
to almost everyone in the com- 
munity of 3,500, came up with the 
advertising scheme shortly after 
his return from service. 

“Business today consists in per- 


suading crowds,” is what Gerald 
Stanley Lee, famous American au- 
thor, used to stress to his readers, 
and McGuire, who noted the popu- 
larity of the game and being an 
ardent fan of the game, decided it 
would be a good idea to have the 
hardware store sponsor a team, and 
play to the crowds. 

At first the idea did not seem 
to catch on with the mountain val- 
ley community, but as the team was 
developed with some bits of home 
town glamor sprinkled around the 
diamond, and some players who 
could really play the game, the de. 
sired results were achieved. 

Today Jim Kern is firmly con 
vinced that the softball team was 
the answer to the $64 question of 
how to boost its sales. 

The team is made up of players, 
ranging in age from 12 to 35, some 
of whom are students in the local 
school, while others are mothers of 

(Continued on page 94) 


Each of these girls on the Santa Susanna Hardware Store team has relatives 
and friends who turn out to root for them. One player is just 12 and others are 
mothers. Waddy McGuire, of the hardware store, is manager and coach. 
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How to Increase 
Garden Supply Sales 


Do These 2 Things: 


1—Display related items in windows and in the 


store. 


2—Stress related selling by salespeople .. . and 
you'll see sales totals improve, say these two 


Connecticut stores. 


Read these actual results 


of what related selling can do. 


Garden goods has always been a 
very profitable line for hardware 
Stores, but many dealers have 
learned that by using displays that 
include a wide variety of related 
items and putting emphasis on re- 
lated item selling by salespeople, 
Sales volume in garden goods can 
often be increased from 50 to 100 
pet. 

An example of this is Rackliffe 
Bros. Co., Inc., New Britain, Conn. 
This store has always stressed de- 
partmentalization, but until this 
year, garden supplies have been the 
exception to this departmental pian. 

Previously, lawn mowers were in 
One part of the store, hose in an- 
other and seed elsewhere. This 
Made it difficult to do any effective 
related selling. 

This year a separate department, 
called the Garden Center, with a 
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direct entrance from a side street, 
was put in. Now everything from 
beach umbrellas and lawn furniture 
to garden hose and accessories is 
attractively displayed in one place. 
Customers come in and _ browse 
around, and sales personnel can sell 
customers all their garden needs at 
one time and do related selling with 
a minimum of effort. 

When Rackliffe’s opened their 
garden department this spring they 
promoted it heavily on radio and in 
newspaper advertising and through 
direct mail. Banners reading 
“Visit Rackliffe’s New Garden Cen- 
ter” were strung up throughout the 
store and effective window and 
counter displays were put in. To 
keynote their effort Rackliffe’s used 
related-selling display and promo- 
tional material based on Green 
Spot garden hose accessories, as 


BC CLL 


ee 


a” 
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SS 


View of a section of Rackliffe's new 

garden center, with its red and 
white awnings and yellow and green wall 
streamers. This type of layout encour- 
ages browsing and makes related sell- 
ing easier. 


“ay fers}, 4 


supplied by Scovill Mfg. Co., Water- 
bury, Conn. 

The result has been a large in- 
crease in sales that has more than 
justified the expense of setting up 
this special department. Power 
mower sales alone have tripled and 
garden hose and accessory sales are 
up considerably. 

Foster Rackliffe, son of the head 
of the store, attributes this increase 
in sales primarily to two things: 
(1) The new department that 
makes it possible to display all gar- 
den merchandise in one room; and 
(2) to related selling. Their sales- 
men find it an easy matter now to 
sell three or four gardening items 
to a customer, where previously all 
that was sold was the one item the 
customer had come into the store 
for. 

Another Connecticut store, Pfau’s 
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Center Hardware and Paint Store 
in West Hartford, proved the effec- 
tiveness of related selling by keep- 
ing a record for just one day of all 
garden merchandise sold as a result 
of related selling. Mr. Pfau dis- 
covered at the end of the day that 
nearly 20 pct. of his sales in garden 
supplies for that day were the re- 
sult of related selling. 

For instance, one customer bought 
50 ft. of hose at $8.95 and because 
of a suggestion made by the sales- 
man, he also bought a $1.00 nozzle 
and a $3.05 sprinkler. Another 
customer came into the store for a 
$1.00 hose accessory and before he 
left he was also sold $9.00 worth of 
other merchandise that would never 
have been sold had the salesman 
not made suggestions. In a similar 
case a $13.25 hose sale led to the 
sale of a $6.00 sprinkler, a $1.35 
nozzle and a $5.50 hose reel. 

Alan Hunter, son-in-law of Carl 
Pfau the store’s owner, does most 
of the buying for the garden de- 
partment. He reports that his gar- 
den hose accessory business has 
doubled this year and his initial 
order of hose at the beginning of 
this season was for as much as he 
sold all last year—and he’s re- 
ordered several times since. 

Asked why he thought sales had 
jumped so much, he gave this an- 
swer: “Better displays and related 
selling.” 
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He went on to say that Pfau’s 
also has a reputation for fair deal- 
ing and courteous treatment of cus- 
tomers that is constantly paying 
off. Hunter cited an example of 
how they operate: If a customer 
complains that his garden hose is 
leaking, they don’t try to talk him 
into spending a lot of money for a 
new length of hose. They find out 
whether the leak is near the coup- 
ling, in the center of the hose, or 
at the coupling, and then sell the 


This ye-catching 
garden equipment 
window of Pfau's, 
backed up with a 
similar interior dis- 
play, resulted in in- 
creased sales of all 
garden items. With 
only minor changes, 
this window could 
be used successful- 
ly this fall. 


Pfau's garden sup- 
ply island display is 
centered around a 
series of a manu- 
facturer's hose ac- 
cessory merchandis- 
ers. This type of 
grouping also en- 
courages related 
merchandise selling. 


customer a repair coupling or 
mender with which he can fix the 
hose at a cost of under 50¢. This 
type of fair dealing is paying the 
store big dividends each year. More 
and more residents of West Hart- 
ford are buying from: Pfau’s 
whereas previously they bought 
from one of the large department 
stores in Hartford. Some custom- 
ers that used to buy almost all 
their garden, hardware, and kit- 
(Continued on page 80) 
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New Paint Display Features 


Easy Stocking 
Easy Rotation 





Gretnu Hardware made two changes in their paint 
department. The results were a 50% gain in paint 
sales, better traffic throughout the store and reduced 


Three years ago Frank R. Duvic 
and his son, Frank R., Jr., remod- 
eled their Gretna Hardware in 
Gretna, La., and made two im- 
portant changes in their paint de- 
partment that not only have since 
increased paint sales 50 pct but 
have drawn traffic throughout the 
entire store. 

Change No. 1 was to move the 
paint section to the rear of the 
store and to give it one-third more 
space than it had previously occu- 
pied. . 

Change No. 2 was building the 
type of paint display that would 
make more sales with considerably 
less effort. 

The paint department now oc- 
cupies 50 ft of shelf space in a 
corner arrangement: 30 ft along 
a side wall and 20 ft along the 
back wall. And here’s the reason 
it takes less labor to make more 
sales. 

Best paint sellers are inside 
house paints—flat, semi-gloss and 
gloss finishes. These are displayed 
on the 20-ft section of shelving. 
The labor-saving results from the 
simple method of restocking the 
shelves which the Duvics worked 
out. 

There is no back to the 20-ft 
paint section, the rear of the 
shelves opening on the stock room 
where the reserve paint stock is 
stored. Thus when stock is sold 
and moved from the display, re- 
placements are merely pushed for- 
ward on the shelves. There is no 
lugging heavy gallons from one 
Place to another. 

This arrangement also makes 
for better rotation of the stock, 
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overhead in the paint section 


insuring that the older paints 
always go out first. Consequently 
the older paints, particularly 
flats, have comparatively little 
chance of hardening at the bottom 
of the container. 

A further advantage of this 
simplified method of restocking 
paints is that because it is so 
easy to keep shelves filled, the en- 
tire display section always looks 


neater. There are no empty, gap- 
ing spaces in the display due to the 
fact that someone has been too busy 
to replenish the stocks properly. 


Because the paint department 
has been relocated at the rear of 
the store, it pulls more people 
back through the store, exposing 
more customers to all of the mer- 
chandise displays. 


A partial view of the Gretna Hardware's paint section, showing how Frank R. Duvic, Jr., 

can restock the display from the rear of the shelves. Cans are simply pushed through to 

the front of the shelves. Color markings on the back of the shelves insure that the proper 
color is displayed at the front. 
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All glass front of the Matt Hardware Co., Carroll, lowa, gives the store a wider 
appearance than its actual 25 ft and puts the entire store on display. Small side 
windows allow quick changes for special promotional display. The stainless steel 
marquee is of special louvered design to let in light but keep out rain or snow. 


A modernization program designed for 





Streamlined Selling 


Vv t 


A modernization project which is the result of Andy 
Matt’s 35 years of successful hardware merchandising 
in Carroll, lowa. Here the Hardware Age camera takes 
you through the new Matt Hardware Co. which was 
designed specially to streamline selling by avoiding 
waste motion and to speed up buying by making every 
part of the store and all its merchandise visible 





This center compartment in the tool 

section is of special design. Here slid- 

ing doors deter pilferers. Samples 

mounted on the panels below eliminate 

extra handling of stock which is in stor- 

age behind panels and thus protected 
from moisture. 





Next to the tool department is this 

large and complete paint and brush 

department. Brushes are sampled on 

the door of the storage compartment in 

which they can be kept clean and in 
condition. 








Andrew Matt whose modernized store 

. ee represents the culmination of 35 

store a wider aaa al P’ ‘ years of hardware merchandising. To 
ay. Small side ? > S&¢% ae ¢ create his ideal he had W. C. Heller 
stainless steel . 4 & Co., Montpelier, Ohio, build spe- 
rain or snow. ges : , “a cial fixtures incorporating his ideas. 


Turn page for more 
details of this store. 


The Matt store has a 140-ft depth and full basement. Di- 

rectly behind the entrance, foreground of the photo, is a 

large area for displays of items such as major appliances. 

Arrangement of fluorescent strips gives a maximum throw of 

light and creates the illusion of greater store width. The 

two small fixtures were designed for Mr. Matt and are 
Vv used for promotional displays. 
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Continued from page 73 


Pre-cut stove pipe lengths save 
both the salesman's and the 
customer's time and these 
racks always keep the lengths 
neatly arranged. 


First to meet the eye of customers going down 

the wide stairway to the basement is this mass 

display of ranges, with cabinets and sinks against 

the rear wall. The back room of this section is 
for the repair shop and for storage. 


Sporting goods are displayed in this front-of- 
the store section. Special cabinet with sliding 
glass doors and closed panels holds small items 
that would be pilfored or that won't take 
rough handling. People like to look at them- 
selves, so Mr. Matt put mirrors on the back of 
this case and a similar case in the tool de- 
partment to stop traffic. 


In the rear of the store, behind Mr. Matt's 
office, other farm goods are neatly arranged; 
chains on reels and pipe rack fixtures so that 
the merchandise is always neat. This display 
faces the rear entrance which is more fre- 
quently used by farmers. 
Vv 


Another special display is 
near the wrapping counter. 
The wood bins and glass 
dividers hold various fit- 
tings. Note the arrange- 
ment of the compartments 
for storing odds and ends 
of merchandise that ordin- 
arily is difficult to display 
in an orderly fashion. 
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Post cards like the 
one pictured below 
announce new prod- 
ucts. Envelope stuff- 
ers with monthly bill- 
ings are being tried 
to reduce mailing 
. costs, 


How Warner Merchandises 


Under $1 Items 














These panels play a key role in introducing new products. 
Actual samples are fixed to the cards, and the cards 
snapped into frames located at strategic points in the store. 


Here is a simple but very successful 4-point program 
used by Warner Hardware for building original sales 
and encouraging repeat sales of small new items 


Featuring new products is a 
major part of the program for mer- 
chandising small items at Warner 
Hardware, operating six stores in 
Minneapolis and suburbs. 

Initial promotion makes first 
sales to customers; after that the 
Product must sell itself. 
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“Much of our annual volume is 
built up by sales of repeat items, 
many of which retail for less than 
a dollar. In the final analysis the 
small items—which make up most 
of our 75,000-item inventory—are 
just as important as the lawnmow- 
ers and appliances and other larger 


items. However, considerably less 
time can be devoted to each,” Stan- 
ley M. Larson, buyer, explains. 

Warner Hardware follows a four- 
point program in putting across the 
initial sales promotion. These are 
the methods it uses: 

(1) Post cards announcing the 
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new products, or envelope stuffers 
sent out with the monthly state- 
ments. 

(2) Window displays, and wall 
displays throughout the store. 

(3) Special counter and island 
displays. 

(4) Aggressive selling on the 
part of the sales staff. 

An example of Warner’s tech- 
nique is the way they handled a 
recent new item—‘“Scotch” electri- 
cal tape No. 33 in a 39¢ roll. 

Mr. Larson explained the probiem 
this way: 

“Here was a plastic electrical 
tape that had been used in indus- 
try since World War II. We think 
it has a number of advantages. 
Yet in our store, most of it was 
selling only to people who had al- 
ready heard of it or used it. Sales 
to those few customers were good, 
but as far as most of our custcm- 
ers were concerned, we were miss- 
ing the boat. 

“However, our own appliance re- 
pair shop was using the tape and 
we were pretty sure it would be a 
good seller once we got the ball 
rolling. Like other new items, it 
needed that initial boost.” 

This is how Warner Hardware 
put its four-point program to 
work: 

(1) Posteards announcing the 
new tape were sent out to all cus- 
tomers who had accounts with the 
store. “The response was terrific,” 
Larson said. “This postcard pro- 
motion resulted in customers bring- 
ing in the cards for weeks after- 
ward. 








“Right now we’re trying a varia- 
tion on this idea, using envelope 
stuffers which are enclosed with the 
monthly statements. This way we 
can plug more than one item in 
each mailing. It also cuts our costs 
to a fraction of what they have 
been.” 

(2) Two 10x15-in. display cards 
were prepared by our display de- 
partment listing the selling points 
of the product. A roll of the tape 
was attached to the cards as well 
as a wire splice which demon- 
strated an application and the ap- 
pearance of the product in use. One 
card was placed in the store win- 
dow, while the other went up on the 
wall inside the store alongside 
other new products being similarly 
displayed. 


Cards Are Attention-Getters 


“These display cards have proved 
to be top-notch attention-getters. 
They are mounted on wallboard 
panels with strips of molding fram- 
ing them. As many as 16 such 
cards — focusing attention on 16 
new items — are mounted on one 
40x60-in. panel,” Larson said. 
“These panels are mounted in vari- 
ous locations in the store where 
they will be readily seen. In addi- 
tion, a single row of the framed 
cards extends along one entire side 
of the store, mounted just above 
the shelves.” 

(3) A special island display was 
set up inside the store giving 
prominent display to the product. 
This was located near the electrical 
department. In the display was a 











6-inch length of BX cable, partially 
wrapped with the tape, but with the 
roll still attached to the cable. 

“When a customer’s eye was at- 
tracted by the display, the first 
thing he would do was pick up the 
piece of cable and start wrapping 
and unwrapping the tape. 

“Letting the customer try the 
product out for himself — right 
there in the store—produced im- 
mediate sales,” Larson said. 

(4) Electrical department per- 
sonnel pushed the tape. By simply 
calling attention to the new prod- 
uct, sales were prompted. 

“However,” Larson said, “we did 
run into a problem. Our clerks 
often had to make a sales pitch to 
a customer who was perhaps skep- 
tical about any new product that 
was different. The clerk was quot- 
ing the manufacturer’s claims and 
that was all he had to go on. 

“We solved that by having each 
clerk take a roll home and try it 
out around the house. That gave 
him some actual experience to talk 
about to the customers and he could 
do a much better job of selling in 
a lot less time. 

“Experience with a product, or 
experience in any line, such as elec- 
trical work, home workshop, or 
sports is a valuable asset to any 
clerk, and we find it profitable to 
encourage it as much as possible.” 

As a result of this four-point 
program, the new electrical taps 
was well established with Warner 
Hardware customers within a mat- 
ter of weeks. Proof of this lay in 


(Continued on page 97) 





Counter displays, 
backed up with ex- 
amples of product 
in use (note wrapped 
BX cable in custom- 
er's hand) and good 
product knowledge 
on the part of the 
salesman are impor- 
tant parts in War- 
ner's program. 
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selling in This large six-column was run 
the day before the opening. 


Enough tools te satisfy skilled craffsmen as well as hobbyists 
were demonstrated by three qualified attendants in this booth. 
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Angled visual front of the store. Smaller and older store to the right is used for appliances. 


ment. Ro 


green ceil 
aies »00ar 0 
Aiter Modernization 


Colorful, light and roomy display areas pull greater 
traffic, including more women, for 76-year-old firm. 
Improvements induce more impulse sales 


When the 76-year-old firm of A 
Hilger Sons Co., in Thiensville, 
Wis., a village of 645, decided to 
go modern last year, it did it thor 
oughly. The value of that project, 
which included both modernization 
and expansion, is proven by the 4 
pet increase in cash sales which 
the store has experienced. 

Hilger’s old store was a 20 by 
40 ft. structure placed in a size 
able coal yard operated by the firm 
When the post office in the adjoit- 
ing 24 by 60 ft. store was vacated, 
the Hilgers acquired it. The two 
stores were renovated and cok 
nected with a wide doorway. 

The modernized store, created a 
a cost of $10,000 including the new 


Arno Hilger, son of the founder, and R. J. Billings, his son-in-law fixtures, now rates as the village’ 
and partner at their wrapping table, in the rear of the new section. most attractive business establish 
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On the women's side of the display room. Ledges are used for display of bulky items. 


ment. Rose colored walls and light 
green ceiling give real color to the 
showrooms and make a strong bid 
for the sale of bright colors to 
paint customers for use in their 





Part of the men's side of the 


HARDWARE AGE, SEPTEMBER 6, 1951 


own homes. A brown and grey 
linoleum tile floor gives further 
color. 

“We are very pleased with the 
way our new store is attracting 


” 


new customers,” says R. J. Billings, 
son-in-law of Arno Hilger, son of 
the firm’s founder. “We are able 
to show four times as much stock 
as previously. We see many ex- 


store, business in which has sharply increased since modernization. 








SPORTING 


GOO OS crid 


amples of impulse buying as the 
result of better display.” 

Last December the store’s four 
large display islands were con- 
stantly restocked as crowds 
browsed about looking for gift 
merchandise. 

As Thiensville is but 20 miles 
from Milwaukee it is attracting 
many new home owners. These 
people are particularly interested 


'| | HOUSEWAR 


| 
RE Sok; 


ES RONING | 


in hand and power tools. In its 
enlarged gift department, the store 
features wares of interest to 
women customers on small tables 
covered with red and green cloth 
to give a homelike appearance. 
The story of the new store and 
its merchandise and services is ad- 
vertised constantly. Newspaper ads 
are used from time to time to sup- 
plement the mailings of 1500 four- 





Floor plan of en- 
larged, modernized 
store. Note entrance 
connecting the two 
sections. 


page color broadsides provided by 
a wholesaler. The mailings cost $18 
per thousand, plus postage. The 
present advertising budget, which 
has helped increase traffic, has been 
stepped up since the modernized 
store was opened. Fixtures and 
store layout were provided by the 
Wisconsin Retail Hardware Associ- 
ation and the visual front by Pitts- 
burgh Plate Glass Co. 


_ How to Increase Garden Supply Sales 


chen needs in Hartford now have 
charge accounts with Pfau’s that 
run as high as $30.00 to $35.00 a 
month. 

' Pfau’s modern store is located in 
the heart of one of Hartford’s fast- 
est growing suburban shopping 
centers. The store has succeeded in 
capturing a large portion of the 
garden supply business in this lawn 
and garden-conscious community 
through the use of such effective 


80 


(Continued from page 70) 


sales-making devices as mass dis- 
plays of related merchandise and 
related selling. 

While spring accounts for the 
bulk of the year’s garden goods 
volume for most stores, many deal- 
ers also do a substantial business in 
the fall when homeowners buy such 
items as rakes, plant and lawn food, 
seeds, pruning equipment, hose, 
power mowers, etc. 

Consumer garden magazines are 


putting more and more emphasis 
on the importance of preparing in 
the fall for the next year, and the 
reseeding of lawns in the fall is 
becoming quite common. All this 
represents added opportunities for 
a good business in garden items 
this fall. 

Try the techniques used by the 
stores reported in this article and 
you’ll find a substantial increase in 
sales. 


HARDWARE AGE, SEPTEMBER 6, 1951 





rovided by 
gs cost $18 
tage. The 
get, which 
c, has been 
modernized 
tures and 
ded by the 
are Associ- 
it by Pitts: 


e qmaghars 

ring 1 
ar, and the 
the fall 1s 
n. All this 
tunities for 
irden items 


used by the 


article and 
_ increase 1 


BER 6, 1951 


S what Du Pont is telling — 
ae about nylon paint brushe 


TIONAL 
in AMERICAN PAINTER & spy ns 
PAINTERS MAGAZINE and PAINTER 


) These con be observed 


YP to the highs, fanning 
has authorized that 


’ as bee 
is country so that 


ing closely of the tips, 
. a 
he manufacture 
h n done to 


de. However, the nylon 
the 


2. How research 


‘© years of just 
by an independent 
being made avai 


results 


Painting ¢ontracto, 
en 


made 
developed? Here are the fa, 
Selecting a nylon brush: 


rs get new 


“6.0.5 pas ort 


SETTER THINGS FoR meme THROUGH Cresesryy 


ER 6, 1951 
E, SEPTEMB 
HARDWARE AGE, 


in better Painting tools, 
extensive research have ; 


"Gg to the data 
ctors to look for w 


(a) a 990d brush should have on omple 

QWentity of nylon. ‘© Yourself ther the 

hes @ fulj heed of nylon. This fea. 
@s point Pickup ond release, 


ture i 


brush you ore Considering, 


(D) Be Sure thot th 
cent Dy Pont n First, be sure 
thot it is aylon. nome. Above 
oll, remember this—it i net nylon vnless 
it says nylon on the handle, 


© brush con 


tains 100 per 
ylon bristies, 
look for 


for the four fe 
get a nylon that out 
to this the bo, 
TIMES LON ese reasons DU 
PONT NYLO t brush investment in to- 
day’s Market, 





Finds Sales Prospects 
At County Fairs 


Illinois dealer finds county fairs good source for 
sales leads and for opportunity to promote store 
service features appealing to farm trade 


The county fair is a time-tested 
American institution for good 
showmanship, fellowship and edu- 
cation opportunities, and the Gur- 
nee Hardware, Gurnee, IIl., be- 
lieves that it pays to have a dis- 
play in its county fair. 

“We think that a good show has 
a definite place in an advertising 
and sales promotion budget,” states 
Ralph Potter, co-owner’ with 
George Beemsterboer of the Gur- 
nee store. “We find that at such 
shows we have the opportunity to 
visit with rural prospects and be- 
come better acquainted. They do 
not always have so much time to 
visit when we meet them elsewhere, 


but at shows they take the time 
to inspect appliances and other 
merchandise and take home folders 
to read. 

“Sometimes they even do as one 
farmer did, last year after the 
fair. He walked into the store and 
said, ‘I want to buy a furnace like 
the one you showed at the fair.’ 

“We can trace a number of im- 
mediate sales to these shows,” Mr. 
Beemsterboer says, “and we also 
obtain a sizable prospect list.” 

The Gurnee store exhibits each 
year at the Lake County Fair 
which is held in a different town of 
the county each time. 

The store rents a 20-ft.-wide 


display booth, for which the rental 
is $50. The display is made in a 
large tent. Among the items gen- 
erally shown are water pumps, 
water systems, milk coolers, farm 
freezers, power lawn mowers and 
power tools. The management finds 
that farmers and small town resi- 
dents are all interested in these 
products. Furnaces and oil space 
heaters are also shown at some of 
the fairs. 

In addition to the county fair, 
the Illinois store also displays at a 
sportsman’s show and a home show. 

By becoming acquainted with 
farmers at these shows, Messrs. 

(Continued on page 92) 


Tent displays such as this are made each year at the county fair. 
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/ HARDWARE MERCHANTS 


Can always depend on SWAN to be 
first with all that’s best in the best 


garden hose program in the industry! 


Look for SWAN’S announcement 
of its 1952 Garden Hose Program 
in an early October issue 
of this magazine! 








YOU are cordially ‘invited to 
make Swan booths Nos. 307-309 
your headquarters at Atlantic 
City Convention Hall October 
1Sth and 16th 1951! 


SWAN RUBBER COMPANY 


Bucyrus, Ohio 
World's Largest Manufacturer of Garden Hose 


B® oy 
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Educational Ads 
Keep Sales High 


Helpful, educational ads help 
New Jersey store record large 
volume sales of lawn supplies 
in the Fall, as well as in the 
Spring. Here are examples of 
this promotion program 





NOW is THEIDEAL TIME 


TO FERTILIZE YOUR LAWN 


you ill fertdine your lowe os 
carly 28 porsible—and now fe net 
toe corly—you will give your lome 
® goed start that will help ested- 
lish deep roots ond carry it through 
the het summer 

By fertilining carly you get the 
jump on crab grass and weeds — 
tor 2 well-established early growth 
of grass helps greatly ia discourag- 
ong weeds ond crab grew 


HERE'S WHAT TO USE 


A 5.10. 9 oventia fertilizer or Scott's Tud Bwilder 
at the rate of 2 te 3 Ibs. per bones square 
the the 





RESEEDING 


a old lawns oF hed lawns can 
hin time Use, we as * fh hg seed to 
jee? qroune oF 


FOR NEW LAWNS YOU OF COURSE WILL 
HAVE TO WAIT UNTIL CROUND 15 WORK 
ABLE CEFORE FERTILIZING AND SEEDING 


EVERYTHING FOR LAWN AND 
CARDEN IS OUR BUSINESS 
AND NOT A — —_ 







are always glad te endeavor to 


a 
benetit of oat enperene 


Thi: background and policy assures vow o! 
hiphest quality matcrials at me higher cost 





WE WELCOME YOUR ORDERS AND INQUIRIES 


IN ADDITION TO SCHANZ'S ESTABLISHED LAWN SEED 
AND FERTILIZERS. WE CARRY THE ENTIRE LINE OF 
SCOTT'S SEEDS. FERTILIZERS AND OTHER PRODUCTS 


H. E. SCHANZ CO. 


Eves ytbing for the Lawn aid Gardes 


‘WE DELIVER 
FRR PARKI NC. 10 ave 


940 B.OOMFIELD AVE CALOWELL 6-1600 











Agents for Eclipse Reo and Pincor Power Mowers 
POWER MOWERS as Low as $84.00 
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Right—Last Fall the four 
steps for building a new 
lawn and a like number 
for fertilizing and reseed- 
ing were given. A variety 
of brands and types of 
lawn and garden needs 
were listed. 


Leff—Ad used during 
last March to sell the 
need for fertilizing and 
reseeding lawns at that 


time. 





Ideas for Selling Lawn 
Supplies in the Fall 

















FALL LAWNS LAST! 


NOW IS THE TIME TO START YOUR NEW LAWN 
— THE SOONER THE BETTER 

Lewns built at this time have a ——- chance of my free of weeds 

and, crabgress—and—will get a good start so they will be able to survive 

era cicenctns her and Eeyapate oF huh ond Praga 

The steps in planting a new lawn or re-seeding an established lawn are 

simple— 


HERE’S WHAT YOU DO... 


BUILDING A Fertilizing and 
NEW Re-Seeding 
ry new lawn too much hee * E h 
a on proper . i 
ou have a <n you will stablished 
asoered a lawn that will need caly 
normal care thereafter. vy ov Fall Lawns 
FIRST STEP 
FIRST STEP 
Apety the Groene 
cont ation po satis a oy thoroughly, with either metal pring tee rab 
oe. +109 Balanced TE, req | sts, Meas lowe ie beats or matted a goed rehing thai 
on dveriecd rf me as hrdrated ah of dead gress te bene Scial, 
We Sa torr cannet be spread ot the SECOND STEP 
200 fee. Hyper Hemes (minimem) the thereeghty 
‘The above ingredients should be applied to wack 1.000 square 35 ths. 3-10-3 Organic lanced Fortitiner 
= Ae 
be necaseaty te ome top cok, UNLESS Tost col le auch that ezcand Hmestene so bréreied Wem and fer 
te bet Ail. In thet case you should apply sheet ys ee 
four inches of top evil on top of your OF. 1 We. Lage Seed of Wigh Pority and Germine- 
SECOND § lhe te root th eee 2 the, of Lawn 
ot EIGNT inches ci, he, she sna ROLL wth heavy | THIRD STEP 
vatier te grade. After by og A mining the shove imgredients, ehich con 
be tome on fee: © chevel ond min 
THIRD STEP we well. a = evenly by either 
we @ 






1,000 square feet. Seratch ot a 
your bigh spots inte low spots for even grede. Your g' 
te now ready to receive seed. 
FOURTH STEP 

Mis 3 te ¢ of 






* nent 
. imoly rail tn with Hight reller—DO NOT RARE. 
pte tend eat 

6 weather romaine dry. lun should be begs wetered with 
Gentle Ene opray—jast ve varface romaine moist 


EVERYTHING FOR THE LAWN AND GARDEN 


New Jersey Formula Lawn Seed of the highest purity and germination 
5-10-5 Fertilizer SCOTTS Lawn Seed 





8-6-5 Fertilizer - 
Limestone—ground Turf Builder 
=. —— Weed and Feed 
Peat Moss 4X Weed Control 
ie tipeee Pest Control 


a or Raw sc UTL 
* Rot-quick—fer your compost heap Fertilizer Spreaders 


PLUS the tools and equipment te work on your FALL LAWN 
STOP IN WITH YOUR LAWN PROBLEMS 
We will be glad to advise you 


H. E. SCHANZ CO. 


“The Hardware Store With Everything for the Lawn and Garden” 





WE DELIVER FREE PARKING 340 Bloomfield Ave. 
CAldwell 6-1600 Entrance te our parking lot is at 
CAldwolt 6-160! 10 Brookside Ave. Caldwell 





One of the most important rea- merchandise, this New Jersey store 
sons why the H. E. Schantz Co., utilizes the space to explain just 
hardware store in Caldwell, N. J., when and how to plant, and what 
sells nearly five tons of grass seed sort of seed and plant food is best 
during a planting season is that it to get a good healthy lawn. 
has educated its community in the Right after Labor Day the store 
proper way of planting and car- starts its community thinking 


ing for lawns. 


about lawns with a large ad that 


This the store does by educa- has as its theme “Fall Lawns 
tional messages in newspaper dis- Last!” 
play ads which it runs at the most Such an ad, run last September, 
opportune time, each Spring and outlined detailed steps for building 
Fall, when householders are most a new lawn and, in the adjoining 
likely to be thinking about seeding, column, gave data on fertilizing 


or improving their lawns. 


and re-seeding lawns. 


Rather than devoting their lawn The copy of the ads does not plug 
and garden ads to illustrations and particular brands of grass seed 


descriptions of lawn 


and garden (Continued on page 97) 
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A dipellalive Naw Product by NATIONAL LOCK 


SERIES 410 





NATIONAL LOCK se 


TENT APPLIED 


Outstanding addition to the extensive NATIONAL 
LOCK line of quality hardware is the Series ‘'410" 
NATIONAL LOCKset. It's different 


from so-called comparable items. It's better much 


far different 


better. Designed to include a long list of exclusive and 


practical features, it offers more than any other lockset 


Nos. 411 and 4110 
KEY LOCK (exterior) 


Nos. 412 and 412D 
TURNBUTTON LOCK 
(porch, patio) 


SIMPLICITY AND DIGNITY OF DESIGN 
... LASTING FINISHES ACCENTED AND 
PROTECTED BY BAKED PHENOLIC LACQUER 


... EASIER AND FASTER INSTALLATION 


Specially hardened pusher plat long bearing 

““short-travel”’ relationship between knob and locking 
mechanism all add trouble-free years to lockset life 
Furthermore, it's much faster to install. A host of other 
important differences make NATIONAL | OCKset the 


best unit for you to sell Write us for Lockset catalog 


Da, 


No. 414 PRIVACY LOCK No. 418 KNOB LATCH 
(bathroom, bedroom) (interior passage) 


Now more than ever, count on NATIONAL LOCK for distinctive hardware... “all from ] source” 


NATIONAL 


LOcK COMPANY 


ROCKFORD, ILLINOIS @© MERCHANT SALES DIVISION 
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Greater Sales Volume 
Higher Protits 
with 


4 


r convenient ° 
Fores. Made of 
light,tough, alum! 

num - magnesium 

alloy—strong, Pos- 

itive-Holding. 


Here's what puts the SELL in the line of 
BLACK PANTHER TOOLS 


. ith 

ntury of research wit 
KNOW HOW—A Quartet Con 'told us what you 
the trade—and actual users—toh 
want. 
DESIGN—Beautifully finished tool 
Black Panther Tools are en sneered oe 
work easier. Constructed to 
to user requirements. 





last longer. Built 


a T ; are 
ther Tools 
Black Pan 2s 
quauiy on matter materials, Dut toe La 
wat oe on make 2 hi her profi 
po voality ata competitive price. 


i a ——— 


ee ate 


#4 LINOLEUM KNIVES a WALL SCRAPERS 
1. GLASS CUTTERS (=> GLAZIERS POINTS 
WOOD SCRAPERS ed PUTTY KNIVES 
m9 D HAMMER AND AXE WEDGES 
-/| ELECTRIC FLOOR PoLisHERS 








Sold Only Through Jobbers 
Send for Catalog 
BLACK PANTHER TOOL COMPANY 


401 N. Broad St 
Miles Blu 


Philadelphia 8, Pa 
at, President 


86 


AXE AND 
HAMMER WEDGES | 
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HARDWARE SPECIALTIES 












Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Hardware Manufacturers 
- Association, joint convention with 
the National Wholesale Hardware 









Association, Oct. 14-18, at Atlantic 
City, N. Y. Hotel headquarters, 
Marlborough-Blenheim Hotel, Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturer’s as- 
sociation with headquarters at 342 
Madison Ave., New York City 17. 


Bicycle Institute of America, annual 
convention, week of Jan. 14, 1952, 
at Boca Raton, Florida. Sponsored 
by Bicycle Institute of America, 


Inc., 1 E. 57th St., New York City 


22. 


Brilders’ Hardware, exposition and 
convention, Sept. 17-19, at the Pal- 
mer House, Chicago. Sponsored by 
the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
Managing director, John R. Schoe- 
mer, 420 Madison Ave., New York 
City. 


Golf Tournament, sponsored by the 
Hardware Golf Assn., Sept. 10-12, 
1951, at the Broadmoor Hotel, Colo- 
rado Springs, Colo. Secretary, Wil- 
liam J. Shaw, 4415 W. 72nd Ter- 
race, Mission, Kan. 


Industrial Packaging and Materials 
Handling Exposition, Oct. 1-4, at 
Cleveland Public Auditorium, Cleve- 
land, Ohio. Sponsored by the So- 
ciety of Packaging and Materials 
Handling Engineers. 


Industrial Supply Convention, May 





19-21, 1952, at Atlantic City, N. J. 
Sponsored jointly by the American 

Supply & Machinery Manufactur- 
ers’ Association, R. Kennedy Han- 
son, general manager, 1346 Con- 
necticut Ave., N. W., Washington, 
{ D. C.; the National Industrial Dis- 


tributors’ Association, H. H. Rine- 
hart, executive secretary, 1900 Arch 
St., Philadelphia 3, Pa.; Southern 
Industrial Distributors’ Association, 
E. L. Pugh, secretary-treasurer, 
712 Volunteer Bldg., Atlanta, Ga. 


National Hardware Show, Oct. 8-12 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York 17. Frank M. Yeager, 
managing director. 


National Housewares and Home Ap- 
pliance Exhibit, Jan. 17-23, 1952, 
at the Navy Pier, Chicago. Spon- 
sored by the National Housewares 
Manufacturers’ Association, A. W. 
Buddenberg, executive secretary, 
1140 Merchandise Mart, Chicago. 


National Retail Hardware Association 
Congress, July 14-17, 1952, at 
Statler Hotel, Washington, D. C. 
Rivers Peterson, 333 No. Pennsyl- 
vania St., Indianapolis 4, managing 
director. 


National Wholesale Hardware Asso- 
ciation, joint convention with the 
American Hardware Manufacturers 
Association, Oct. 14-18, at Atlantic 
City, N. J. Hotel Headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the wholesale 
association with headquarters | a 
1900 Arch St., Philadelphia, Pa. 


Sporting Goods Show and convention 
(National), Jan. 20-23, 1952, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2 
G. Marvin Shutt, secretary. 


Sportsmen’s Show. 15th National 
Sportsmen’s and Vacation Show, 
Feb. 16-24, 1952, at the Grand Cer- 
tral Palace, New York City. 
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Regional Events 


Cotter & Co., Spring Merchandising 
Show, Feb. 4-5, 1952, at the company 
office and warehouse, 365 E. Illinois 
St., Chicago, Il. 


Pittsburgh Wholesale Merchants As- 
sociation, 19th Merchandise Mart, 
Syria Mosque, Pittsburgh, Sept. 10- 
13. Open to public on final day. 


Sportsmen’s Shows: New England 
Sportsmen’s and Boat Show, Feb. 
2-10, 1952, at the Mechanics Bldg., 
3oston, Mass., Feb. 2-10, 1952. De- 
troit Congress Sportsmen’s and 
Boat Show (includes annual De- 
troit News Travel Show), March 
15-23, 1952, at the State Fair 
Grounds, Detroit, Mich. 


State Events 


Arkansas Retail Hardware Assn. con- 
vention and exhibit, Feb. 21-22, 
1952, at Robinson Auditorium, Little 
Rock. Headquarters, La Fayette 
Hotel. J. Wayne Tisdale, 604 Rec- 
tor Bldg., Little Rock, executive 
secretary. 


California Retail Hardware Assn. con- 
vention and exhibit, Feb. 11-13, 
1952, at Fairmount Hotel, San 
Francisco. K. B. Jacobsen, 262 
Western Merchandise Mart, San 
Francisco 3, secretary-manager. 


Connecticut Hardware Assn. conven- 
tion, Feb. 6, 1952, at Hotel Bond, 
Hartford. Ned Russell, Harris 
Hardware, Southport, secretary. 


Florida Retail Hardware Assn. and 
Georgia Retail Hardware Assn. 
convention and exhibit, May 19-21, 
1952, at George Washington Hotel, 
Jacksonville, Fla. W. W. Howell, 
P. O. Box 183, Waycross, Ga., ex- 
ecutive manager. 


Illinois Retail Hardware Assn. con- 
vention, Feb. 26-28, 1952, at Chi- 
cago. Convention at Sheraton 
Hotel; exhibit at Navy Pier. W. F. 
Ewert, 1194 Merchandise Mart, 
Chicago 54, managing director. 


Indiana Retail Hardware Assn. con- 
vention and exhibit, Jan. 29-31, 
1952, at Murat Temple, Indian- 
apolis. Headquarters, Lincoln: 
Hotel. G. F. Sheely, 333 No. Penn- 
sylvania St., Indianapolis 4, man- 
aging director. 


Intermountain Assn. convention, Feb. 
11-12, 1952, at Boise Hotel, Boise, 
Idaho. Leon L. Weeks, 211 Conti- 
nental Bank Bldg., Boise, secretary. 


lowa Retail Hardware Assn. conven- 
tion and exhibit, Feb. 12-15, 1952, 
at Des Moines, Iowa. Sessions, 
Hotel Savery; exhibit, Iowa Ex- 
hibit Bldg., State Fair Grounds. 
Philip R. Jacobson, Mason City, 
secretary. 





Kentucky Retail Hardware Assn. con- 
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get your 
share of 


LOW-PRICED 
KITCHENWARE 


SALES 
with 


gaAKERS ug, 


pinpente 3 


NEW! 
PORT-0-OVEN 


Versatile, top-of-stove 
oven. Excellent as potato 
baker, food crisper, or 
out-door grill oven and 


baker. Packed 6 and 


DRIPPING “& 12 toacarton. Retail 
PANS ~ about 

8x 10x 2% _ 

10x 14x 2% 
12x 17x 2% 
16x17x2% 
Packed 1 dozen 
to carton 


emcee 


$149 


542x942 x2% 
Packed 1 dozen to carton 


Peer 


BISCUIT PANS 


9x14x1% a 
Packed 1 dozen tg carton a 


4 - DOUBLE 
, ROASTERS 


No. 2 (8 x 12 x 6) 
No. 4 (10 x 15 x 7) 
No. 6 (11 x 16% x 8) 
No. 7 (13 x 18 x 8) 

Packed 42 dozen to carton 
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HERE’S THE ONLY 
MILK FILTER DISC 
Line DESIGNED 
WITH YOUR 


Customers IN MIND 


THREE 
POPULAR PRICE RANGES 
see 1 ° ee 


D 

















AMERICA’S FINEST MILK FILTER DISCS 
Full Line: Double Cloth-Faced; Single 
Cloth-Faced; or Natural Finish 





ee 7 e ‘ 
Perfection DUBL-CHEM-FACED 


“TRIPLE-FILTER’’ QUALITY AT LOW COST 





SE 


2 


enlEC 








Lighter in construction, for the 
smaller milk producers who do not 
require greater filtering capacity 





WRITE FOR FREE SAMPLES, PRICES 
AND SALES-PROMOTING AIDS 


SCHWARTZ MFG. CO., Two Rivers, Wis 


AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 








vention and exhibit, Jan. 22-24, 


Brown Hotel, Louisville. Dwayne 
W. Laws, 501 Republic Bldg., Louis- 
ville 2, secretary. 


Michigan Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952, at Grand Rapids. Sessions, 
Hotel Pantlind; exhibit, Civic Au- 
ditorium. H. W. Schumacher, 1916 
Olds Tower Bldg., Lansing 8, 
manager. 


Minnesota Retail Hdwe. Assn. conven- 
tion and exhibit, Jan. 22-24, 1952, 
at St. Paul. Hotel Headquarters, 
St. Paul Hotel. C. J. Christopher, 
2110 Nicollet Ave., Minneapolis 4, 
manager. 


Missouri Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952, Jefferson Hotel, St. Louis. 
Harry F. Scherer, 1189 Arcade 
Bldg., St. Louis, secretary. 


Montana Hardware and Implement 
Assn. convention, Oct. 25-27, 1951, 
at Northern Hotel, Billings. N. O. 
Blevins, P. O. Box 1152, Helena, 
executive secretary. 


Mountain States Hardware and Im- 
plement Assn. convention, Jan. 22- 
24, 1952, at Cosmopolitan Hotel, 
Denver, Colo. Francis W. Reich, 
1233 Spruce St., Boulder, Colo., 
secretary. 


Nebraska Retail Hardware Assn. con- 
vention and exhibit, Feb. 19-21, 
1952, at Omaha. Sessions, Hotel 
Paxton; exhibit, Auditorum. C. A. 
McCoy, 325 Insurance Bldg., Lin- 
coln 8, secretary. 


New York State Retail Hardware 
Assn convention and exhibit, Feb. 
12-14, 1952, at Buffalo. Sessions, 
Statler Hotel; exhibit, Memorial 
Auditorium. N. H. Kiley, Hills 
Bldg., Syracuse 2, secretary. 


North Coast Retail Hardware Assn. 
convention, Feb. 3-5, 1952, Mult- 
nomah Hotel, Portland, Ore. D. D. 
Stewart, 714 American Bldg., Se- 
attle 14, Wash., secretary. 


Ohio Hardware Assn. convention and 
exhibit, Feb. 4-7, 1952, at Cleve- 
land. Sessions, Statler Hotel; ex- 
hibit, Public Auditorium. John B. 
Conklin, 198 So. High St., Colum- 
bus 15, secretary. 


Oklahoma Hardware and Implement 
Assn. convention and exhibit, Feb. 
5-7, 1952, at Municipal Auditorium, 
Oklahoma City. Robert K. Thomas, 
515 Midwest Bldg., Oklahoma City, 
secretary. 


Pacific Northwest Hardware and Im- 
plement Assn. convention, Nov. 5-7, 
1951, at Multnomah Hotel, Port- 
land, Ore.; Nov. 12-14, 1951, at 
Davenport Hotel, Spokane, Wash. 
J. B. Channing, 615 Empire State 
Bldg., Spokane, secretary. 


Pennsylvania and Atlantic Seaboard 
Hardware Assn convention and ex- 


hibit, Jan. 22-24, 1952, at Belle- 
vue-Stratford Hotel, Philadelphia. 
W. Glenn Pearce, 1616 Walnut St., 
Philadelphia 3, secretary. 


Southern California Retail Hardware 
Assn. convention and exhibit, Feb. 
19-21, 1952, at Long Beach. Ses- 
sions, Wilton Hotel; exhibit, Muni- 
cipal Auditorium. A. C. Kammeier, 
416 W. 8th St., Los Angeles 14, 
secretary. 


Tennessee Retail Hardware Assn. con- 
vention, Feb. 17-19, 1952, at Nash- 
ville. Morris Jones, P. O. Box 784, 
Nashville 2, secretary. 


Texas Hardware and Implement Assn. 
convention and exhibit, Jan. 28-30, 
1952, at Dallas. Sessions, Baker 
Hotel; exhibit, Baker and Adolphus 
Hotels. Ray M. Souder, 822-23 
Texas Bank Bldg., Dallas 2, secre- 
tary-manager. 


Tri-State Hardware and Implement 
Assn. convention, Feb. 10-12, 1952, 
at Herring Hotel, Amarillo, Tex. 
M. D. Shepherd, Canyon, Tex., sec- 
retary. 


Virginia Retail Hardware Assn. con- 
vention and exhibit, March 25-27, 
1952, at Hotel John Marshall, Rich- 
mond. George T. Omohundro, Jr., 
Scottsville, secretary. 


West Virginia Retail Hardware Assn. 
convention and exhibit, Feb. 18-20, 
1952, at Waldo Hotel, Clarksburg. 
James C. Fielding, 1628 McClung 
St., Charleston 1, secretary. 


Western Retail Implement and Hard- 
ware Assn. convention and exhibit, 
Jan. 14-16, 1952, at Municipal Au- 
ditorium, Kansas City, Mo. W. J. 
Shaw, 2915 Main St., Kansas City 
2, secretary. 


Wisconsin Retail Hardware Assn. con- 
vention and exhibit, Feb. 5-7, 1952, 
at Auditorium, Milwaukee. Head- 
quarters, Schroeder Hotel. H. A. 
Lewis, Stevens Point, secretary. 





HARDWARE HUMOR 
By Hardware Age 





"| said, we're fresh out of hearing aid 
batteries." 
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Implement spells out SALES. If your customer's 

0-12, 1952, _{ first interest is in comfort and conven- 4 

rillo, Tex. RE .ience, Preway Provides the most wanted Burns cheap, low grade oil . 

, Tex., sec- features for better, easier living; if your } 
customer is looking for operating econ- to deliver low cost heat +i ~ 
omy — low-cost heat — Preway gives 

Assn. con- you a performance presentation that can- 

arch 25-27, not be duplicated elsewhere; and if your The Preway sir-activated burner is 

hall, Rich- customer is budget conscious, wants to on Ge art —— 

undro, Jr., buy on price — Preway gives you the tion at all 

flame settings 





Here are oil-burning circulators 
power-packed to sell 


yy Wherever you look on Preway circu- 
; lators — ‘anywhere on any model — 


you'll find engineering leadership that 


most attractively marked ticket in the 


even with low 


industry. grade oil. It all 

ware Assn. With so much to TELL in the way of adds up to 

Feb. 18-20, engineering advancements, with so much lower — 

larksburg. to SELL in the way of basic, functional a 
McClung merchandising, it’s no wonder that the 
ary. short, well-balanced Preway line moves 


and Hard- 


faster than any other line on the market. 
Hundreds of alert dealers from coast to 
coast are catching their competition flat- 
footed off base with these hard-hitting 
oil-burning circulators. That’s why Pre- 
way is already among the big three in 


ansas City 

space heater production. Write today for The Heat Miser 

full information. 
Assn. con- saves on fuel 
. 5-7, 1952, PRENTISS WABERS PRODUCTS Co. aT 


2951 SECOND STREET N., WISCONSIN RAPIDS, WIS. 


Here is a built- 
in, well-engi- 
neered fuel econ- 
omizer that acts 
like a booster on 
a boiler — makes 
every B. T. U. 
work harder. 





Look at this Weather 
Wizard Heat Propeller 





Preway offers, 
as optional equip-~- 
ment, a powerful 
blower attach- 
ment that carries 
heat on to. dis- 
tant areas. It 
greatly increases 
heating effi- 
ciency. 
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andle with Care! 


represents AKRON'S policy 
in the production of the 
finest medium priced line of 
Cabinet Hardware. 





\ MUST ON yor K COUNTER 


Inquire of Your Jobber or Write Us 


AKRON HARDWARE MFG. CORP. 


Woodside, N. Y. 


MEET US AT 


National Builders Hardware Exposition — Sept. 17-19 
BOOTH 82—Palmer House, Chicago, & 


National Hardware Show — Oct. 8-12 
as BOOTH 314—Grand Central Palace, New York City 
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—— What the Law Says—— 


| When No Price 
Is Stated 
| When no price is agreed upon 


| for goods, the buyer pays what 
| is considered to be reasonable 
| 





By ALBERT WOODRUFF GRAY 


Often goods are sold to customers 
with no agreement on the price to 
be paid. From long experience in 
dealing with each other both dealer 
and buyer know the price will be 
fair. 

A woman in Vermont asked a 
local hardware dealer to get for 
her a number of kitchen cabinets. 
Nothing was said about price. The 
woman asked that the cabinets be 
shipped directly to the dealer and 
stored by him until she needed 
them. When five months later the 
dealer sent the customer a bill the 
customer protested that the price 
was too high. 

Ultimately the dealer sued to col- 
lect his bill. The woman’s defense 
was that since no price had been 
named or agreed upon there had 
been no enforceable contract for 
the sale of the cabinets. 

Deciding in favor of the dealer 
the court held that the customer 
must pay a reasonable price. The 
amount billed her had been reason- 
able. That no price had been agreed 
upon did not affect the validity of 
the sale as the customer under such 
circumstances was obliged to pay 
a reasonable price. 

On the other hand when a con- 
tract of sale leaves the amount of 
the price to be determined by either 
the buyer or the seller there is no 
contract that can be enforced. 

In a famous decision by the 
Maine Supreme Court in relation 
to a sale where the amount to be 
paid was left entirely to the cus- 
tomer, that court said, “There is no 
more settled rule of law applicable 
than that an agreement to be bind- 
ing must be sufficiently definite to 
enable the court to determine its 
exact meaning and fix exactly the 
legal liability of the parties. In- 
definiteness may relate to the time 
of performance, the price to be 
paid, work to be done, property to 
be transferred or other miscella- 
neous stipulations of the agree- 
ment. If the contract makes no 
statements as to the price to be 
paid, a fair value of the services 
or property is recoverable. If the 
terms of the agreement are uncer- 
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millions of people’ know 
UF KIN 


red end rules 


users are 100% sold 


on [UF KIN 


= red end rules 


\ 


they prefer 


and buy [UF KIN 


red end rules 


so: it will pay you to 
SELL J/UFAIN 
red end rules 


TAPES + RULES + PRECISION TOOLS 


THE LUFKIN RULE CO. 
SAGINAW, MICH. « Barrie, Ont. 
132-138 Lafayette St., New York City 





* Lufkin Red End Rules — with their wide range of markings — are nationally 
advertised to more than 40,000,000 reader-prospects in Roto sections of 
leading Sunday newspapers, General, and Industrial magazines. It pays to 


promote the Lufkin line — the line that promotes YOU! 
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You need Quality Buffalo Bolts in 


STRONG 


HANDY-PACK BOLT CARTONS 





@ Handy-Packs are made of 
tough corrugated board. They 
can be handled, shipped, stacked 
and even dropped without breaking. 
You get these superior cartons... and 
their equally superior contents... at no 
extra cost when you order Buffalo Bolts. 


HANDY -PACK @ Same price as ‘ordinary’ bolts in ‘ordinary’ cartons. 


@ Same carton quantities as always, same method of ordering. 
@ Cartons are re-shippable without tying or wrapping. 

@ Covers make durable open drawers for bolt cabinets. 

@ Can be ordered in carload or less-than-carload lots. 


FEATURES 








Write for circular on quantities and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation 


North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 





saws 


Th . 


we 





PRODUCERS OF CIRCLE @ PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 





tain as to price but exclude the 
supposition that a reasonable price 
was intended, no contract can arise 
and a reservation to either party of 
an unlimited right to determine 
such a price renders his obligation 
too indefinite for enforcement.” 

Not only is this principle, that a 
customer must pay a_ reasonable 
price when no amount is agreed 
upon, the law generally but ap- 
proximately half the states have 
enacted statutes indicating that, 
“Where a price is not determined 
. . . the buyer must pay a reason- 
able amount.” 


Finds Sales Prospects 
_At County Fairs 


(Continued from page 82) 
Potter and Beemsterboer have an 
opportunity to explain to them 
that the store gives 24-hour-a-year 
service on water pumps, water sys- 
tems, furnaces and farm freezers, 
an important factor with rural 
customers. 

Each of the store’s service men 
takes night calls for one week at 
a time, in addition to his day work. 
But night calls are so infrequent 
that this schedule does not work a 
hardship on the service men. How- 
ever, the assurance of such service 
is an excellent sales builder. 

“Aside from the actual sales we 
make at such a show, or the pros 
pect list we obtain, we also have 
the opportunity to sell many people 
on the idea of our service set-up,” 
reports Mr. Potter. “So long as 
these shows attract from 3,000 to 
10,000 people as they do, we’ll con- 
tinue to look on them as good 
business builders.” 





Power Tool Sales Paid 
For Home Show Exhibit 


(Continued from page 77) 
Rockwell Mfg. Co., who used vari- 
ous pieces of the Delta Power tool 
line. The store also provided two 
full-time employees of the store to 
man the exhibit during the show 
hours from 2 to 11 p.m. 

There was continuous activity at 
the Hecht display, for when some- 
one wasn’t demonstrating one of 
the power tools, a Delta sound film 
was projected on a screen. 

The only other merchandise 
shown at the Hecht booth, last Fall, 
was door hardware, but this wil! be 
eliminated this year, as an exhibit 
calls for merchandise that lends 
itself to live demonstration. 
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What Makes a MACHINE-CAST SOLDER 
EASIER TO SELL? 


The fact that it is an unquestionably better product! 





Machine-cast solder . . . known commercially as CASTOMATIC* 
solder . . . is produced only by Federated Metals on patented 
electronically controlled machines. 


- + - harmful oxides are excluded from the product 
because no air enters the completely pressurized system. 





Because it is extra fine grained, it has no voids or segre- 
gation to make melting uneven and to slow down work. 















When you stock Federated Castomatic Solder 
you carry an exclusive item that is sure to sell 


-.. because there is nothing like it on the market. No other bar solder compares! 


*Trade Name of the American Smelting and Refining Company 













AMERICAN SMELTING AND REFINING COMPANY + 120 BROADWAY, NEW YORK 5, N.Y. 
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Meets and Exceeds 
Federal Specifications 


More and more contractors, 
roofers, sidewall applicators 
and all the others are demand- 
ing FLEXISEAL Caulking Com- 
pound, They like its true white- 
ness and easy application... its 
long life protection and non- 
| staining qualities. They know 
what they want...let them know 
that you sell this Tested Quality 
Caulking Compound and watch 
your sales soar. 


AVAILABLE IN 


SPOUTED CARTRIDGES 
for skeleton guns. 
REGULAR CARTRIDGES 
for conventional guns. 
CANS OR PAILS in bulk 
for Professional Users 
COLLAPSIBLE TUBES 

| for Occasional Users 
Years and years of continued 

‘ laboratory research and con- 
stant production control are 
good reasons for the dominant 
position Flexiseal holds today. 


Priced right for a good profit! 
FREE: beater HELPS AVAILABLE 
ORDER FLEXISEAL FROM 


YOUR JOBBER 
or write 


LANDEN PUTTY WORKS, Inc. 


' Malden, Massachusetts 








Hardware Store Sponsors Team 
And Shares Town's Favor 
(Continued from page 68) 


the community who, after finishing 
the dinner dishes, bring their chil- 
dren along to the games to join the 
rooters. 

“We have a lively bunch of play- 


| ers,” says McGuire, who manages 


the team, “and the records they 
have made in the five years the 
store has sponsored them have been 
paralleled by the growth of the 
crowds at their games and, more 
importantly, in the extent of our 
sales.” 

The initial outlay for uniforms 
and equipment amounted to ap- 
proximately $200. Since then the 
expenses for replacement of equip- 
ment has been gradual. The amount 
of publicity derived from the soft- 
ball team has been high in relation 
to its cost, or to other media of 
advertising. At present this is the 
only form of advertising that is 
used. 

At the end of the playing season 
the team is treated to a barbecue by 
Mr. Kern. 

In addition to making the store 
one of the most popular gathering 
places in the valley area, McGuire’s 
popularity has also been respon- 
sible for making the store the 
meeting place for members of the 
local Isaak Walton League. 


Outdoor Scene Provides 





As in most small communities, 
neither Kern nor McGuire have any 
need for high-pressure salesman- 
ship. They know the needs of the 
community and, since they have a 
large personal following among the 
residents, sales have been increas- 
ing in a natural way. 

However, as McGuire puts it, 
“You have to keep the home fires 
burning if you want to succeed in 
a small community.” And with a 
team which won a championship 
and was runner-up on several oc- 
casions, the Santa Susanna store’s 
curvaceous cuties make the hits 
which keep the team and the store 
in the winning column. 





35% of Bicycle Buyers 
Are of Feminine Sex 


According to the Bicycle Insti- 
tute of America, Inc., more than 35 
pet of the bicycles sold in this 
country were in women’s and 
girls’ models. The greatly in- 
creased interest among the femi- 
nine sex in cycling is proven by 
the fact that in 1935 but 20 pet of 
the bikes sold were in women’s 
styles. 





Whenever Volkmann Hardware, Beaver Dam, Wis., has a window featuring hunting or fish- 

ing goods or other outdoor equipment the attractive painting shown in the background of 

this window is used to add atmosphere. A big bull moose stands in the center of the 
art work which shows a mountain stream. 
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SET A 


Set a definite day ... soon... fo start rounding up all the dormant 
scrap in your operation. Extra scrap is urgently needed to keep mills 


= 7 + i 


Ts es ORGANIZATION: 


& 


, 


> 


at expanded steel production. 


Here’s what’s wanted 


Steel producers must have scrap over and above 
the “working scrap” that you normally sell. 
Broken or obsolete machinery and equipment 
... odds and ends ... worn out parts—in fact, 
all the iron or steel material that’s rusting away 
in your plant or operation. Get it out of the way 
++. get it on its way into production. 


Here’s what to do 


Set a definite day to start... make scrap collection 
the definite responsibility of one man or one 
group. Call your scrap dealer. He'll take all the 
scrap you can collect and pay you well for it. 


Set OUR Strap Pay NOW! 


JONES & LAUGHLIN STEEL GORPORATION 
PITTSBURGH 30, PA. 
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Front end rear views of the all-metal ter mer 


easy your sales of WYTEFACE® Steel Tapes and Tape 
Rules by putting this merchandiser to work in your store. 


It takes less than 1 square foot of space, yet: 


© It displays a popular assortment of WYTEFACE Steel Tapes 


and Tape Rules where more customers will see 
and buy them. 

¢ Its glass front and sturdy metal construction dis- 
courage pilfering. 

¢ It has a roomy back compartment which holds 
a complete st 

© It has sales helps printed on the back to aid 
your clerks in making 
Next time you order WYTEFACE Steel Tapes 

and Tape Rules and Refills ask your jobber for 


SELL MORE 
= TAPES 


that can increase your sales of WYTEFACE Steel Tapes and Tape Rules. 


either one of the two assortments which come to you packed 
in this handsome display. 


You, as a hardware dealer, already know the sales ad- 








Ke 


Drafting, 
Reproductioz, 
—— 


Shide Rules, 
Measuring Tapes. 








vantages of WYTEFACE Tapes. The black markings on the 


white background are easy to read in any light. 
The patented white surface prevents rusting and 
will not crack, chip or peel off—and it is easy 
to keep clean. 


With this merchandiser, you can sell WYTEFACE 
Steel Tapes and Tape Rules faster than ever before. 
For complete details, ask your jobber or write 
Keuffel & Esser Co., Hoboken, N. J. 


* Trade Mark, Wyteface Steel Tapes ere protested by 
U. S. Patent 2,089,209. 


KEUFFEL & ESSER CO. 


NEW YORK * HOBOKEN,N.J. * CHICAGO > 


96 





ST.LOUIS * DETROIT 


SAN FRANCISCO + LOSANGELES * MONTREAL 
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_ Educational Ads 
Keep Sales High 
(Continued from page 84) 


and fertilizers, but rather explains 
the best types. It first explains just 
how the soil should be prepared to 
receive the seed. It also suggests 
the proper kind of tools for per- 
forming each operation. 

The copy also invites homeown- 
ers to come to the store to get 
advice on lawn building. 


Spring Ad Program 

The Schantz Co. starts another 
concentrated ad program on lawn 
making even before the start of 
Spring each year. On March 3, last 
year, one large ad suggested that 
it was not too early to fertilize or 
to reseed old lawns. Many home- 
owners were probably surprised to 
learn that they could reseed on wet 
ground, or even while snow was still 
covering the ground. 

One line of copy, which is re- 
stated in various ways in the store 
ads, is “Everything for the Lawn 
and Garden Is Our Business—Not 
a Sideline.” 

The early Spring ads also sug- 
gest that owners have their mowers 
sharvened before the lawns are 
ready for their first cutting. 





How Warner Merchandises 
Under $1 Items 


(Continued from page 76) 


the fact that re-orders come in 
steadily. 

Though this is a typical example, 
not all products are handled in ex- 
actly the same way. 


Methods Vary 


“Sometimes we rely only on ag- 
gressive selling on the part of our 
clerks. On some products we have 
used window displays only, while on 
others, only wall or counter dis- 
plays. This is usually determined 
by the nature of the product,” Lar- 
son said. 

“We don’t spend too much time 
on any one item, but a counter dis- 
play can often be set up in 10 min- 
utes; a clerk can learn plenty about 
a product by trying it out just once, 
especially if he can take it home; 
and display cards such as we use 
can be quickly and easily made 
either in the store or by a sign 
shop.” 
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ASY to stock and handle . . . Easy to sell — that’s the verdict of 
jobbers and distributors on the new Coburn #5916 Sliding 
Door Hardware Set. 

Here’s a sliding door set you sell quickly in one convenient 
package. No lost time hunting for missing items. No troublesome 
boxing on your part. The Coburn package is complete ... contains 
the following: 


Two #134S-9 Hangers with Bolts 
Three #701-9 Brackets 

Two #30-9 End Inserts 

Three Lag Screws 1/2" x 2" 


Sales tests prove that the convenient Coburn package goes over 
big with home owners, farmers, builders and industrial users. Job- 
bers and distributors report, too, that its attractive price-definitely 
appeals to economy-minded buyers of today ... means greater 
sales volume because it assures broader customer coverage. 


For additional information write to Sales and Engineering, 56 
Sterling St., Clinton, Mass. 


THE COLORADO FUEL & IRON CORPORATION © Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION * Oakland, California 
WICKWIRE SPENCER STEEL DIVISION © Atlanta * Boston * Buffalo * Chicoge 
* Detroit * New York * Philadelphia 


COBURN PRODUCTS 


(FI 




















WHAT’S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 
enameled pan and special smokeless 
grid. There is a large storage com- 
partment and a convenient pull-out 
drawer. Model 940 is finished in 
white titanium porcelain enamel. 
Perfection Stove Co., 7609 Platt 
Ave., Cleveland 4, Ohio. 


Pressure Whipper 

This new pressure whipper, called 
Cream King Whipper, whips cream 
or top milk instantly and is oper- 
ated by a pressure bullet. The con- 
tainer has a polished aluminum 





base and a white plastic top. It 
whips a half pint and the whipped 
material will keep in the refrig- 
erator for a week. Retail: $7.95. 
Kidde Mfg. Co., Bloomfield, N. J. 


Redesigned Stroller 


This combination stroller and 
pedal drive toy, the all-steel Mobo 
Pony Express, has had the stroller 
handle redesigned for simplicity of 
attachment and removal, and the 





size of the footrests has been in- 
creased. A new handle, attached to 
the footrests, is easily within the 
reach of young riders, and the 
steering handle gives the rider con- 
trol of the unit. Suggested retail: 
$19.95 with stroller handle and 
footrests; $17.95 as pedal drive 
only. Mobo Toys, Inc., 1407 Broad- 
way, New York 18, N. Y. 





Plastic Screw Anchors 


These plastic screw anchors, 
called Scru-Tite, will anchor any 
material to a solid surface with 
minimum effort. The screw anchors 
are lightweight, corrosion proof, 
nonmagnetic, have low thermal 
conductivity, and are good electric 
insulators. They are available for 
all screw sizes, and can be used 
safely with screws up to four sizes 





larger than their corresponding 
Seru-Tite anchor. Master Craft 
Products, 95-01 150 St., Jamaica 
4, i, ¥. 


Copper Napthanate Dip 


This copper napthanate dip for 
wood to be exposed to immersion in 
water is a new member of the Fun- 
gus-Ban line. It gives primary pro- 
tection against dry rot and can be 
painted over with ship bottom paint 
or normal paint after 24 hours dry- 
ing. It gives the wood a green 
color as an indication that it has 
been treated. Made to meet Federal 
Specifications MIL-W-906 Type 1 
or Class A. The Wilbur & Williams 
Co., 130 Lincoln St., Boston 35, 
Mass. 
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Paint Can Handle 


This clamp-on type of handle for 
paint cans of black plate is made 
of tempered wire and hooks be- 
neath the top rolled edge of the can 
and rests in the cover groove. It 
is quickly attached and easily re- 
moved for repeated usage. It was 
developed because of the scarcity 





of tinplate. Sherwin-Williams Co., 
101 Prospect Ave., Cleveland 1, 





Ohio. 

Infra-Red Broiler 

A new infra-red, open front, 
junior chrome broiler has _ two 


heats—1,000 watts for high and 
300 watts for low heat. There are 
two broiling positions, a folding 
broiling rack, and a drip tray. The 
heating unit is glazed ceramic brick 
for easy cleaning. Suggested list 
price: $10.95. Prevore Electric 
Mfg. Corp., Fulton St. at Clinton 
Ave., Brooklyn 16, N. Y. 





Finishing Sander 

This new finishing sander, Guild 
Model 106, is powered by a Univer- 
sal heavy duty motor, and is of 
simple, gearless design. It is 94x 
41,x6% in., air-cooled, easily ma- 
neuvered, and has a conveniently 
located trigger switch. It uses 1/3 
of a standard 9x11 in. sheet of 
sandpaper, and the abrasive pad 
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DEXTER TYPE “E” LOCK 






“DEXTER 
LOCK | 
COMPANY gece 4c pe Tee tet 


GRAND RAPIDS, MICHIGAN 






A SUBSIDIARY OF NATIONAL BRASS COMPANY 





in Canada: Dexter Lock Canada Ltd., Guelph, Ontario 
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WHAT'S NEW 








of the sander revolves in a %4-in. 
diameter orbit at 4,000 rpm. Re- 
tail: $49.50. Porter-Cable Machine 
Co., Dept. PR-1, Syracuse, N. Y. 





Repackaged Paint Line 


The Sheffield Quik-Spray enamel 
paint line has been repackaged in 
an automatic sprayer can, which is 


operated by a button on the spray- 
head to give a smooth, even finish. 
Quik-Spray is available in alumi- 
num or clear, and white, blue, 
green, yellow, reds black and gold 
leaf. Sheffield Bronze Paint Corp., 
Film Bldg., Cleveland 19, Ohio. 


New Power Blade 


This new high-speed power hack- 
saw blade, called Powerflex, is made 
of three separate pieces welded to- 





gether. The back is tough steel, the 
middle is medium-hard steel, and 
the cutting edge is hard for last- 
ing sharpness. It features no tooth 
stripping under normal conditions, 
straight cutting and greater safety. 
Available with 4, 6 or 10 teeth per 
in., and in 14, 18, 21 and 24 in. 
lengths. G. W. Griffin Co., Frank- 
lin, N. H. 
Wire Whip 

This newly-designed wire whip 
gives increased whipping power, 
due to an added “whirlpool” spring 
coil that closes the bottom of the 
whip. It is easy to clean. Retail 





price 29¢. Ekco Products Co., 1949 
N. Cicero Ave., Chicago 39, IIl. 





Door Light 


This automatic door light, called 
Klosit-Doorlite, is easily installed 
in the corner of the closet door 





frame, and automatically turns on 
when the door is opened. The unit 
is molded of plastic in either ivory 
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DOUBLE OPPORTUNITY FOR STARRETT DISTRIBUTORS 


We’re confident that the Starrett Distributor Sales Promotion Plan will help to completely identify 
you as a Starrett Distributor and as the closest, most convenient source of tools, information and 
services needed by the vital industries in your area. 





W. J. Greene, Vice-President and Director of Sales 


You make a valuable contribution to defense 
production every time you help a customer 
select the right tools, equipment or materials 
for an essential job. Your services not only 
include getting tools to where they’re most 
urgently required, but also providing necessary 
product information, data and specifications. 


A CHANCE 10 SELL 


The Starrett Distributor Sales Promotion Plan 
provides a way to key your sales and advertis- 
ing to local needs and opportunities . . . helps 
you identify your house as headquarters for 
Starrett Mechanic’s Hand Measuring Tools 
and Precision Instruments, Dial Indicators, 
Steel Tapes, Precision Ground Flat Stock, 
Hacksaws, Band Saws and Band Knives. 


This complete program of business-building 
aids includes direct mail and product litera- 
ture (imprinted with your name), signs, dis- 
plays, souvenirs and educational aids. It also 








The Starrett Distributor Sales Promotion Plan 
is designed to help you achieve these objectives 
and is backed up by Starrett national advertis- 
ing which tells your customers 7% million 
times each month... 

“BUY THROUGH YOUR DISTRIBUTOR.’ 








provides a complete advertising mat and electro 
service designed and tested to insure excellent 
results when run over your signature in local 
newspapers and other publications. 


Bulletin No. 1300 describes the complete plan 
... tells you how to get the most out of this 
valuable free service. Ask the Starrett salesman 
or write for your free copy. 




















SY , 
masa © OY 
THE L.S. STARRETT COMPANY ATHOL, MASS., U.S.A. 


BUY THROUGH YOUR DISTRIBUTOR 
MECHANICS’ HAND MEASURING TOOLS AND PRECISION INSTRUMENTS 
DIAL INDICATORS + STEEL TAPES + PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS and BAND KNIVES e 









SINCE 1880 
WORLD’S GREATEST TOOLMAKERS 
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or walnut, and it comes with a 
12-ft. insulated cord. Atlas Con- 
solidated Corp., 298-314 Junius St., 
Brooklyn 12, N. Y. 


Three-Minute Timer 


This three-minute plastic timer 
is weighted at both ends for sta- 
bility and it is shatterproof in nor- 








for sales-minded 
dealers . . . 









Stanley 
Handyman ' 
Power Plane, \ 
No. 033 





mal use. It is guaranteed 90 pct. 
accurate and cieans with soap and 
water. Available in red, yellow, 
white, blue and black. Each timer 
has an attractive stand-up con- 
tainer. Dealer cost: $7.80 per 
dozen. Time-It Corp., Stony Brook, 
iis hag ee Es 


| Covered Butter Dish 


This covered plastic butter and 
cheese saver dish keeps left-overs 
in the refrigerator ‘or can be used 


Here’s a powerful sales feature 
that makes an instant hit with hobbyists, 
carpenters, and small shop owners. The 
new Stanley Handyman 033 Power Plane | 
blows chips away from the cutter and | 
out of the housing — as soon as they’re | 
cut! Eliminates chance of chips lodging | 
under shoe and marring the finished | 
surface. 

Sturdily constructed, the 033 weighs 
only 71 lbs. Cuts up to 14,” wide. Ad- 
justs for bevel cuts 45° outboard and 15° 
inboard. Powerful 12 h.p. motor. Readily 
adapted to routing with Kit No. GA-66. 
Stock up on the 033 now. Order from | 
your distributor. For literature, write | 
Stanley Electric Tools, 408 Myrtle St., 
New Britain, Conn. 


[ STANLEY ] 


Reg. U.S. Pat. Off. 


HARDWARE © TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 








as a general food container. The 
clear top fits snugly into a recess 
in the dish to seal in or keep out 
the moisture. Size is 644x644,x2%% 
in. Plas-Tex Corp., 2525 Military 
Ave., Los Angeles 64, Calif. 
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Portable Welder 

This new Shop-King welder, The 
General Model 25A, is lightweight, 
easily portable, and ideal for repair 





welding. It features six heat 
stages, has 20 to 100 Amp. output, 
welds metals 24 gauge to 3/16 in. 
thick, and handles rods 1/16 to 's 
in. Retail price: $79.50. Pre- 
cision Welder Mfg. Co., 660 W. 
Grand Ave., Chicago, IIl. 





Small Coffeemaker 


This new tiny coffeemaker, called 
Coffee Miser, makes two to four 
cups. It is Pyrex glass with a jet- 





black trim, designed for small fam- 
ilies or individuals. Retail price: 
$3.50. The Silex Co., Hartford 2, 
Conn. 


New Ratchet 

This new Thumb Tip reverse 
ratchet comes in 4, %%, and % in. 
drive sizes. It can be used with 
one hand, and a slight movement 
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IT'S A MODERN TOP-QUALITY LETTER BOX 
THE TRIED --PROVEN AND IN DEMAND EVERYWHERE 


We pol ALUMINUM 
MAILTAINER 4&2 CLOTHESLINE WIRE 


UNMATCHED FOR 
RUGGED CONSTRUCTION 
AND SERVICE 


The Tudor Mailtainer is striking in 
beauty—cleanly designed for every 
type of modern or traditional resi- 
dence. Handsomely finished. The 
modern letter box that stands up un- 
der years of service. 


IT HAS BEAUTY AND QUALITY 


Artistically designed to enhance the 
entrance of the finest home. 





Write today for literature and price list on the 


COMPLETE FULTON LINE 


PATENT NOVELTY CO. 


FULTON, ILL. 
Dept. HA 


ar, 
‘> Guaranteed by © 
Good Houssheoping 


——— 


“The 
UZ IL LLY, 
Sweethearts” 


WITH NEW 


~ Lustre Brite 
FINISH 


NATIONALLY ADVERTISED 

TO OVER 10,000,000 READERS 

o% OF POPULAR HOUSEHOLD 

. by Edlund beat . MAGAZINES 


up sales and do a } ‘ Never-Stain Aluminum Clothesline 
better beating job for = Wire carries both the Good 
3 Housekeeping and Parents’ Seals 
of Approval. Conveniently packed 
ally advertised. : ee for easy quick sale. Don't miss 
Replacement guar- in this opportunity to build up your 

; store traffic at an attractive profit. 


the customer. Nation 


antee. 
PACKED 4— 300 FY. COILS PER CARTON 


One continuous coil of 300 ft. marked with bright red 
plastic tape every 50 ft.Saves measuring and sales time. 


Ck om micnons wut ea 
BETTER KITCHEN igele) &.) | wey, GENERAL OFFICES — 


UND COMPANY BURLINGTON, VT. = 








"'THERE 1S NO SUBSTITUTE FOR ALUMINUM’' 
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DIETZ 
LANTERNS 


Darkness Strikes 
Without Warning! 








Carry a stock of dependable 

DIETZ Lanterns to meet all 

unexpacted demands. 
|R.E. DIETZ COMPANY 


SYRACUSE 1, N. Y. 
OUTPUT DISTR. BUTED 7MROUGH THE JOBBING TRADE EXCLUSIVELY 





















Improved designs make them 
easy to set up and safe in use 
—the harder the pull the 
tighter the grip. 


















12 types, 40 sizes—2-arm, 
3-arm, dard and special 
STEELGRIP Pullers with drop 
forged arms and heat treated 
screws as well as CHAINGRIP 
Universal Pullers that reach to 
considerable distances from 
end of shaft. 





Write for Catalog 


ARMSTRONG-BRAY 
& COMPANY 
5348 NORTHWEST HIGHWAY 
CHICAGO 30, U.S.A. 











WHAT'S NEW 





of the thumb on the knurled top 
reverses the ratchet. Other fea- 
tures include new balanced ratchet 





action, space-saver ratchet head, 
one-piece alloy head and handle 
plated in rustproof chrome. Chal- 
lenger Tools Div., Penens Corp., 
Schiller Park, III. 





Twin-Brush Polisher 


This new twin-brush polisher, 
Regina Model S Polisher, features 
a new center handle construction, 
one-piece housing and one-piece 
base, a new power unit assembly, 
and a streamlined design. Retail 
selling aids will be available, in- 
cluding posters, display cards, cata- 
log pages, and newspaper mat ser- 
vice. Regina Corp., Rahway, N. J. 





Serving Trays 


This new line of serving trays, 
called Snack Servers, are sturdily 
constructed of tasteless, odorless 


polystyrene and have _ separated 
food sections. Two sizes, 6x9 and 
8x13 in., are available in char- 
treuse, coral, gray, and green. 
Amerline, Inc., 1722 N. Honore St., 





Chicago 22, IIl. 
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Wood Coating 


This clear, colorless finish for 
coated or uncoated wood surfaces 
other than floors, called Fabuloy, 
contains new Resin “X” for tough- 
ness and durability. The long- 
wearing finish that Fabuloy gives 
is resistant to marring or scratch- 
ing, and withstands liquor, hot 
caustic solutions, fruit acids, house- 





hold lye, blemishing and weather- 
ing. It is easily applied and dries 
quickly. Available in pints, quarts 
and gallons. Pierce & Stevens, Inc., 
710 Ohio St., Buffalo 3, N. Y. 





Portable Saw 


This new Arco-Saw, Model No. 
445, features a  depth-bevel-rip 
gage, and converts any %4 or % 
in. electric drill into a portable 
saw. The depth gage has gradu- 
ated adjustment from 0 to 144 in. 
depth; the bevel gage has gradu- 
ated adjustment from 0 to 45 deg. 
bevel; and the rip gage has side- 
ways adjustment. The saw can be 
used with one hand and has a 
right angle gear drive. Retail: 
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for greater sales power! 


Get big FREE promotional kit to tie-in with 
MATICO’s National Advertising Campaign! 


MATICO deaiers throughout the country are boosting their 

MATICO sales . . . earning bigger profits than ever before . . . by 
tying in with MATICO’s sales-compelling national advertising 
campaign. Featuring large-space, full-color ads in such leading 
magazines as the Saturday Evening Post and Good Housekeeping, 
and Sunday newspaper supplements such as Parade and 

This Week, MATICO’s 1951 advertising reaches millions of able-to-buy 
prospects. These striking ads sell economical, durable, colorful 
MATICO for professional installation, as well as stimulate your 
over-the-counter sales. To get your share of this profitable business, 
send for MATICO’s FREE “Tie-In” Kit today! \ 































Here’s what the kit includes: Window decals; complete ~. 
ad mat service; cardboard color chart display (standard colors); 

Petal Tone cardboard color chart displays; full-color national ad 

display; dealer-installer banner; MATICO window streamers; 

“Personally Yours” consumer booklets; MATICO Wax and MATICO 

Cleaner consumer folders; unmounted standard color charts; 

“In Tune with the Times” color harmony folders; Petal Tone folders with color charts; ‘‘Self-Installation”’ 
manuals; “Self-Installation” tile calculators; a complete set of radio commercials for local use. 











MASTIC TILE CORPORATION OF AMERICA 


X 






Dept. 119 
MASTIC TILE CORPORATION OF AMERICA 
Newburgh, N. Y. 


Please send me the FREE “Tie-In” Kit of MATICO promotional materials. 













Name secon 
Address 


City 



























...that means 


More victor 


Trap Sales 


and MOVE 
PROFIT for you 


With fur prices up, more folks will 
be trapping, more traps will be sold 
and you’ll make more profit than 
ever when you sell the traps that 
trappers know... VICTOR. And 
because Victor Traps a:e preferred, 
it stands to reason that it will pay 
you to display these sturdy, depend- 
able traps that sell on sight! Be 
prepared for the demand that’s 
coming...order a full stock of 
Victor Traps from your wholesaler. 





No. 11 Victor Coil Spring Trap—Popular 
single jaw trap made to catch muskrat, 
marten, raccoon, skunk and mink. 


No. 14D— Double jaw style — also available. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 


It pays to sell 


VICTOR 


the TRAPS that trappers know 
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WHAT'S NEW 





$11.50, complete with 4-in. Hycar- 
bon crosscut blade. Depth-bevel- 
rip gage can be had as a separate 
attachment at $1.95. Arrow Metal 
Products Co., 140 W. Broadway, 
New York 13, N. Y. 


Tool Holder 


This novel tool rack, called 
Graspall, holds 14 tools, automati- 
cally equalizing holding pressure 
regardless of the size or shape of 
the tool. The unit is cadmium- 
plated aluminum, and sponge rub- 
ber inserts, which provide the 
spring action, are placed so that 





tools do not come in contact with 
the rubber. There are screw holes 
at each end for attachment to the 
wall. Retail: $1.25. B. Jadow, Inc., 
860 Broadway, New York, N. Y. 


Lightweight Revolver 


This new six-shot revolver, called 
the Colt Cobra, weighs only 15 oz., 
because the frame and side plate 
are of a high strength lightweight 
alloy. It can be conveniently car- 





ried in the pocket or shoulder hol- 
ster. Colt’s Mfg. Co., 17 Van Dyke 
Ave., Hartford, Conn. 


Safety Cover Plate 


The Gits plastic Duplex Re- 
ceptacle Safety Cover Plate has a 
plastic disc that snaps closed by 
spring action, covering the live con- 




















tacts when the plug is removed. 
It also holds loose plugs firmly in 
place. Available in high-strength, 
ivory color plastic, and packaged in 
a cellophane bag with an instruc- 
tion card enclosed. Gits Molding 
Corp., 4600 W. Huron St., Chicago 
44, Ill. 


Deep Fat Fryer 


This new No. 3102 Handyhot 
deep fat fryer, called Handyfryer, 
can be used to fry, roast, bake, sim- 





mer, as a dutch oven or a buffet 
server. The Temp-O-Lite signal 
light, control and dial make it com- 
pletely automatic. There is a coun- 
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GAS TUBING * BRAIDED GARDEN HOSE 
PLASTIC GARDEN HOSE * RUBBER PRODUCTS 


World’s oldest and largest makers of Gas Tubing 
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Model 
VS-600 


New 
UL-Approved 


New 
Gradyated 
Jar 






t's AU-Purpose... 
“Trouble-Free... Fae 
Exclusive Uulti-Vein Spinner Noggle 


@ Here at last is an electric utility sprayer that has 
everything! Sprays all kinds of paint, lacquer, enamel, 
insecticides, oil or water base garden sprays perfectly, 
without any possibility of damaging mechanism. 
New, precision-flow nozzle assembly and precision- 
built, non-clog pump... all exclusive with Burgess! 
Entire unit is approved ... electrically safe! 

In addition, only the Burgéss Model VS-600 has: 
co-ordinating spray-adjuster for regulating both vol- 
ume and spray pattern; interchangeable, coarse and 
fine multi-vein spinners for heavy and light liquids; 
free-floating ball check; instant pump disassembly for 
easy cleaning... P/us new, informative, 3-color jar 
label. A deluxe sprayer in every respect! 








Liberal discounts on any quantity. For quick delivery 
plus FREE display card and 4-color folders, mail the 
coupon TODAY! 


urgess Wibrocrafters fac 


180 N. Wabash Ave., Chicago 1, Illinois 


SSS SS SS SSS SSS SS SSS SSF SS SSS SSS SSS SSS e ew, 
i Vibrocrafters, Inc., Dept. HA 9 
180 N. Wabash Ave., Chicago 1, Illinois 
Gentlemen: 
Please enter my rush order for ___________ new. VS_ 600 
sprayer(s). I understand you will — FREE display card and 
4-color folders separately direct from factory. 
My Name. 
Street Address. 
City Zone State 
My favorite jobber's name 














4a ee eS eee eee ee ee 
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Last call...before fall... 





PROTECTING 
AMERICA’S 
HANDPOWER 





108 





WORK GLOVES! 


If you’re not stocked up on work gloves before Jack Frost 
paints the leaves—that leaves you out on a limb! So order 
now ...and if you want good pictures and descriptions 
of the complete Boss line . . . with patterns, wrist or cuff 
styles for every job requirement... ask your wholesaler 
or send the coupon below for free catalog. Remember 
there are seven completely stocked Boss warehouses to 


give your wholesaler overnight service. 


THE BEST KNOWN NAME IN 


WORK GLOVES 


@ 62nd YEAR * THE BOSS MANUFACTURING COMPANY + KEWANEE, ILL. 





The Boss Manufacturing Company, Dept. HA-9 
Kewanee, Illinois 


Gentlemen: Please send me illustrated Catalog, Admat Selector 
Sheet, and picture folder “How to Sell More Work Gloves.” 


NAME 





ADDRESS. 





CITY — STATE__ 





hal, 1 








My glove w 


| 





WHAT'S NEW 


tersunk Saftee-Cook cover that fits 
tightly over the self-draining fry- 
ing basket handle for spatter-proof 
frying. The outside of the fryer is 
die-drawn plate aluminum. Retail: 
$26.95. Chicago Electric Mfg. Co., 
6333 W. 65 St., Chicago 38, Ill. 








Screen Hanger 


This No. 60 Acorn screen hanger 
for half length screens can be in- 
stalled quickly from the inside of 
the house with only a screwdriver. 











There are no parts that interfere 
with a storm sash, and the screen 
can be opened or removed instantly. 
Acorn Mfg. Co., Mansfield, Mass. 





Cocoa Fibre Mat 


This durable cocoa fibre door mat 
measures 20x12 in. It is sturdily 
put together and has ample peri- 





meter reinforcement. Hano Paper 
Co., Inc., 222 E. 23 St., New York 
10, N. Y. 





Driving Assembly 


This new magnetic driving as- 
sembly. with low-cost replaceable 
sockets is for use on power 
wrenches for self-tapping and sheet 
metal screws. This Magna-Tip tool 
delivers maximum pulling power to 
the screw head, and the magnetic 
tip retracts under pressure so that 
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ONE REX propuct 


SELLS ANOTHER 


Rex Wallpaper Remover 
saves time, money and 
back-breaking labor for 
your customers! Easy to 
use—mix with water— 
brush or spray it on—pa- 
per comes off quick. In 
1/, pt., pint and full quart 
sizes — with plenty of 
profit for you. 





TO TAKE PAPER OFF 








Here’s the size that gives 
a perfect surface for wall- 
paper, paint or kalso- 
mine. Rex Wall Size con- 
tains genuine animal glue 
—will not chip, peel or 
crack. A favorite with 
decorators for 25 years— 
a fast selling money- 
maker for you! 





TO PREPARE THE WALL 








NATIONALLY ADVERTISED! 





When there’s paper to 
put on the wall—there’s 
nothing quite like old re- 
liable Rex Paste! Your 
customers depend on Rex 
Paste to give their jobs 
that quality look. Sell it 
once—and back they come 
for more! 








TO PUT PAPER ON 





Order from your Jobber 


PATENT CEREALS COMPANY, GENEVA, N. Y. 
Makers Of DIC-A-DOO PAINT BRUSH BATH & DIC-A-D00 CLEANERS 















NOW. bigger demand , 
7 


than ever for 


~ TRU-TEST 
“BANTAM” a 


rolls 


These handy consumer size 
rolls of famous Tru-Test 
Gummed Tape are catching on 
with consumers 

everywhere . . . producing 
new and extra sales for 

alert retailers because .... 


pidhainecct DA” ems 
1. Mailings 
“Service 





Men” 
ds of home 
mailing 


to 
Countless thousan 
front families are 


kages to the 
" pinoy = wee i 
* ating... notin 
oes of Tru-Test Gumme 


our share by 
a “to ‘Bantam Rolls. 








2. Serves Dozens 


of home uses 


True-Te i 
around an a _—_ 
Parcel Post packages, 
diaiil mending Or labelin 
= US articles, for Sealin 
onal ge Cartons against ion 
€n packing for moving 


or small offices 


-Test is ideal for 
+ Solves that 


3. F 


Handy 
small offices. 


B TRU-TEST 


~~ S’mmeg 


4 as 
= TAPE 


— 


Tru-Test ‘Bantam’ rolls come 
in 1” to 3” widths... 
packed 12 rolls to the 
display carton, plain or in 
colors, Retail for 25¢ a roll. 
Consult your 
wholesaler or 
write direct to 
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SHOW A ROYAL 
AND 
MAKE A SALE 


fEG. u. $. pat. OFF. 





The Royal #1960 Vented Circulator offers 
your customers everything they want in this 
type heater—and at the right price. Lifetime 
Burner. Handsome design. Sturdy construc- 
tion. Beautiful baked-on enamel finish. Avail- 
able in 20,000, 40,000 and 60,000 B.T.U. sizes 
without radiants and 40,000 and 60,000 B.T.U. 
with radiants. Automatic controls available 
at extra cost on above are Robertshaw 100% 
Safety Pilot, thermostat and Unitrol combina- 
tion safety pilot and thermostat. 


All Royal Heoters are 

Approved by AGA for 

Natural, Manufactured 
and LP Gas. 


ROYAL GAS WALL 
INSERT HEATERS 





Royal Wall Insert Heaters are available in 8000 
and 12000 B.T.U. sizes. Very attractive. Great 
space savers. Popular choice for bathroom or 
other small rooms. Model No. 1202 shown above. 
Face plate size |5/4"" x 20", depth 334". 

WRITE TODAY for additional literature and 


name of your nearest Royal distributor. 


Chattanooga Implement 
and Manufacturing Company 
Chattanooga, Tennessee 
QUALITY . . . SINCE 1891 
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WHAT'S NEW 








driving pressure is applied against 
a shoulder in the socket instead of 
the tip. It is available in a 4-in. 
hex shank with a %-in. square 
drive, accommodating 14-in. square 
drive sockets. These sockets come 
in three sizes of hex openings, fit- 
ting Nos. 6, 7, 8, 10, 12 and 14%4 
hex head screw sizes. Magna Tool 
Corp., 779 Washington St., Buffalo 
o 2. 


Gas Pistol 


This new gas (CO:) pistol, 
called the Plainsman, is 22 cal. and 
has the appearance, weight and 
balance of an army-type automatic. 
Any type of ammunition may be 
used, and muzzle velocity is up to 
830 ft. per second at full power. 
Adjustable power control allows up 
to 60 shots for indoor use, or 25 
powerful outdoor shots, by simply 
turning a knob on the gun. The 





barrel of the gun is accurately 
rifled and has adjustable sights for 
precision shooting. Retail: $18.95. 
I. R. Athearn Mfg. Co., Los Ange- 
les, Calif. 


Stove Pad 
A daisy pattern, designed to 
match Nesco’s Marguerite Daisy 


is featured on 
The pat- 


Decorated Ware, 
this Nu-Top stove pad. 





tern is lithographed on steel and 
covered with a coat of heat-resist- 
ing varnish to insure a durable, 
mar - resistant, washable surface. 
Available in sizes of 17x19 and 14x 
17 in. Metaloid Co., 5815 Kinsman 
Rd., Cleveland, Ohio. 





Lightweight Wader 


This fully flexible, stocking foot, 
lightweight wader of 20 gauge 
Vinylite plastic, called the Super 
“20” Wader, is a year-round item, 





not affected by cold or heat. It 
gives complete protection against 
dampness, is chest high, and fully 
cut to avoid binding and allow 
more room: for heavy clothing. 
There are nylon suspenders and a 
breast pocket. Seal-Dri Sports- 
wear Co., Rockford, IIl. 





Portable Timer 


The new, small Lux timer in the 
Lux Minute-Minder series is cased 
in a white plastic case that fits in 





a pocket. Any period from 1 to 60 
minutes may be timed, without 
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Brand New Money-Maker 

















aK ry 
Hartshorn Self Servi ice SHADE nen Gives 


You a Complete Window Shade Department in the 
Minimum Space at a Maximum Proft 


This attractive self-service display, Model 51, created by a famous 
industrial designer, enables any size store to put in a 

big profit window shade department at once. Production 
problems are temporarily limiting the supply of the new 
Hartshorn Shade Selector so write or wire today for full details 
about this great sales-making deal. 


STEWART Gh ARTSHORN co. 


350-B FIFTH AVE., NEW YORK 1, N. Y. ¢ RENFREW, ONT., CANADA 





DEFENSE ITEMS 


WRENCH BOXES 


—_'| SPECIAL . 
=| TOOL 


PORTABLE UNITS 
TOOL CABINETS 


CASES—CHESTS—CABINETS 


Here are the world’s finest metal 
boxes. They're better constructed— 
better looking. Known for their fine 
materials—workmanship—attractive 
design. These boxes out- 
look—outlast—outsell 
competition. 


VALVE SPRING COMPRESSOR CO. 
WATERLOO, IOWA 


TOOL CARRYING CASE 
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BETTER for the 3-year 
plan! BETTER for the 
O-year plan! ynether you 


recommend painting a home 1 coat 
every 3 years or 2 coats every 5 years, 
recommend Kyanize Super Service 
House Paint! 


Super Service saves on labor... because 
it brushes on quickly and easily. It 
saves on materials... for every gallon 
covers and hides more surface. 


It is tough and enduring, lasts for years; 

comes ina wide choice of houseand trim 
colors ... adapted 
perfectly to the 3- 
or 5-year plan! 





NATIONALLY ADVERTISED! 
In paints as in all other fields, the pub- 
lic has more and more come to demand 
nationally advertised brands. That’s 
why the name “Kyanize” has been 
nationally advertised in leading maga- 
zines consistently year after year ...so 
that when you recommend a Kyanize 
product, your customers will immedi- 
ately recognize it as a leader in the field. 



















NATIONALLY ADVERTISED 
fryanize 


ot PAINTS 


BOSTON VARNISH COMPANY, 
EVERETT STATION BOSTON 49, MASS. 
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STEEL 
& WIRE 
CO., INC. 


How about customers looking for small 
amounts of spring wire for any of the 


countless uses? 


The answer is JOHNSON XLO MUSIC 
SPRING WIRE. The wire of a thousand 
uses comes to you attractively packaged 
for display and handling . . . units of 
Yq lb., ¥2 Ib., and 1 lb. in full range of 
sizes. JOHNSON sales analysis will point 
out to you the sizes which are in the 
heaviest demand. Through your whole- 
saler or nearest Johnson branch. 


JOHNSON 


JOHNSON STEEL AND WIRE COMPANY, INC. 


WORCESTER 1, MASS 











WHAT'S NEW 





winding, and Minute-Minder sig- 
nals with a clear, bell-like tone. 
There is a merchandising kit in- 
cluding a colorful counter display 
carton, and 12 individually boxed 
Minute-Minders, two of which show 
in the display front. Lux Clock 
Mfg. Co., Inc., Waterbury, Conn. 





Shadow Box 


This Model 200 plastic shadow 
box, measuring 9x9 in., is available 
in black, copper, metallic green, red 





and yellow. The shadow boxes are 
packed in assorted colors, or solid 
colored, 12 per shipping container. 
Retail price from 89 to 98¢.B & R 
Mfg. Co., Inc., 5200 E. 12 St. Oak- 
land, Calif. 





Food Containers 


These plastic food containers, 
called Freeze-Pak, come in 8, 16 
and 32-0z. sizes. They nest com- 
pactly when not in use, and are for 
use in the refrigerator or for pic- 
nics. All sizes are transparent blue 
with snug-fitting crystal caps of 
polyethylene. Corners are rounded 
for easier cleaning. Rogers Plastic 
Corp., West Warren, Mass. 
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New Candle Name 


The.new trade name adopted for 
the Renaissance-style candles made 
by Will & Baumer is Twistolite. 





The candles come in 10-34 and 1334 
in. sizes and in 15 colors as well as 
white and ivory. They are packaged 
in Two-Pack window boxes. Will & 
Baumer Candle Co., Inc., Syracuse, 
N. Y. 





Plastic Stormcoat 


This all-purpose raincoat is of 
Vinylite plastic, with all seams elec- 
tronically welded. There are sturdy 
snap fasteners, and the coat is gen- 
erously cut for comfort. The collar 
is extra wide for complete protec- 
tion when snapped tg the detach- 
able hood. Available in green, it 
folds into a handy pack and weighs 
only 12 oz. Retail: $6.95. DriClad 
Div., W. Shanhouse Sons, Inc., 
Rockford, II. 





Circulating Heaters 


These two new Brilliant Fire 
gas circulating heaters are three- 
way circulators and identified as 
the GTW Series. They are engi- 
neered for all gases, and include 
built-in draft diverter and preci- 
sion-ignition pilot. Manual or au- 
tomatic controls available. They 
are cabinet-type with full glow ra- 
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ALL 
PURE 
BRISTLE 





FREE 
STAND 


@ HERE YOU ARE—a colorful new display stand in RED. This “silent 


* 


salesman" helps you sell more brushes . . . is absolutely FREE .. . 
holds five popular size plastic handle pure bristle paint brushes. 
@100% Pure Bristie Brushes @ Stainless Steel Ferrules @ Plastic Handles 


GEM brush assortment _ made of 100% pure bristle 


Suggested retail: 
1 doz. 1° brushes, 2%" bristle, 7/16°' thick, to sell @ $ .72 ea. 
1 doz. 1'4"" brushes, 2%" bristle, ‘2 thick, to sell @ 1.00 ea. 
1 doz. 2” brushes, 2%" bristle, 9/16 thick, te sell @ 1.39 ea. 
1 doz. 2%" brushes, 2 7/16"’ bristle, %"" thick, to sell @ 2.25 ea. 
Ys doz. 3°" brushes, 27/16" bristle, 11/16" thick, to sell @ 2.98 ea. 
SELL FOR $82.20 — BUY FOR $54.80 — PROFIT $27.40 


GEM box assortment — packed in attractive counter display 
unit (in place of free stand) . 

1 doz. 1” brushes @ §$ .72 ea. Y% doz. 2” brushes @ $1.39 ea. 

1 doz. 1%" brushes @ 1.00 ea. Ye doz.2'" brushes @ 2.25 ea. 


Y% doz. 3° brushes @ 2.98 ea. 
SELL FOR $44.67 — BUY FOR $29.78 — PROFIT $14.89 


A. G. JACOBUS’ SONS, Inc. 


VERONA, NEW JERSEY 


Order TODAY from Your Jobber—or Send This Coupon: 
A. G. Jacobus’ Sons, Inc. 
Verona, New Jersey 





\ te P/ 
JACCBUS 4 
“Se boon i 


Fince 1835 
Please ship at once: 
GEM Brush Assortment ........ cc ccccccccccccccccvcccccccces cartons @ $54.80 
GEG Das ReeFOeD occ ccccccccccccccccccccccceccvececoceses cartons @ 29.78 


Sell Jacobus Long Bristie and 100% Flagged Nylon Paister 
Tools — Best Since 1835 
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DROP FORGED 


SNIPS 


NOTHING FINER... 
- « « at ANY price! 





COMPARE BLUE BIRD 
in QUALITY 
SALES APPEAL 
and PRICE! 


and you'll know why more people 
than ever before are demanding 
Blue Bird snips. 


© Drop Forged 

® Heat Treated 

® Accurately Adjusted 
® Hand Polished 

® Attractively Boxed 
® Fully Guaranteed 


Meet Us in New York at the 1951 


NATIONAL HARDWARE SHOW 
Oct. 8-12 Booth No. 127 


6 Bergman TOOL MFG. CO.. INC 
1573-1575 MIAGARA ST BUFFALO 13, WY 
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diant fronts, protected by Pyrex 
glass panels, and finished in two- 
tone baked enamel. Both models 
are fully vented, and rate 35,000 
and 50,000 Btu. Ohio Foundry & 
Mfg. Co., Steubenville, Ohio. 





New Magnifier 


This new four-power, 2-in. dou- 
ble lens magnifier quadruples the 
size of curved or straight line sub- 
jects with absolute precision. Called 
the Hofer Logan Magnifier, it has 
a metal frame 2-)% in. in diameter, 
¥ in. thick, housing two optical 
ground and polished 2-in. dustproof 
lenses. It can be carried in a vest 





pocket. Retail price: $3. Henry 
Hildebrant & Assoc., P. O. Box 228, 
Burlington, Wis. 





Target Holder 


This dual purpose back stop and 
target holder for pneumatic and 
.22 target practice, called Tar- 
getrap, can be hung on the wall or 
set on its flat base. The finish is 
durable baked enamel, and the han- 
dle makes carrying easy. Size is 








10x614x4 in. Retail: $7.75. Sheri- 
dan Products Inc., Racine, Wis. 


Fire Alarm Bell 


This tamper-proof, electronic pre- 
cision fire bell, called Fire Chief, 
plugs into an electric outlet. There 
is a specially sensitized wire to be 








hooked up, and it may be used for 
one room or throughout a number. 
Complete tested unit with 50 ft. of 
wire retails for $12. Heat Timer 
Corp., 520 Broadway, New York 12. 


Birthday Plates 


Plates in the Bondware line of 
solid pastel color plastic surface 
and regular paper plates are now 
offered in the Happy Birthday de- 
sign. The Birthday greeting is 
printed twice and there is an il- 
lustration of a birthday cake with 
candles and other decorative effects. 
The same design in matching colors 
may also be obtained in cups, nap- 
kins and tablecovers. Plates are 
offered in packages of six 9 in. 
plates. Retail value is 20¢. Bowes 
Industries, 5537 N. Clark St., Chi- 
cago 40, Il. 








Builders’ Packaging 


This new three-dimensional pack- 
aging for Ives builders’ hardware 
is mahogany colored on an ecru 
background. The new box is dirt- 
and soil-resistant. Illustrated prod- 
uct labels with large type have a 
simple identification system, in 
which green indicates iron or steel 
products, red is brass or bronze, 
and blue is aluminum. H. B. Ives 
Co., New Haven, Conn. 

(Resume reading on page 13) 
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@ one Quart 
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@ Foun POUNDS’ aunt 
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Attractively packaged in colorful, easily 
identified containers. 


When your customers ask for “‘your best shellac’* — 
reach for Parks quick-drying Shellac. You're sure of a superior 
product . . . of greater customer satisfaction . .. when you recom- 
mend Parks! 

Every day more sales-wise dealers discover there 
really IS a big difference between Parks quick-drying Shellac and 
ordinary shellac — that Parks dries faster, smoother, harder . . 
gives satiny surfaces that wear longer and look richer . . . 


That Parks quick-drying Shellac builds profitable 
tepeat business from satisfied customers! 


Parks is ‘your best shellac." See how quickly your 
customers ask for it by name! 


Full-bodied White and Orange in 5-gallon, 1-gallon, 
quart, pint and 14-pint containers. 


See your jobber... or write TODAY for complete information 


THE PARKS COMPANY 


MASSACHUSETTS 


FALL RIVER 


FACTORY: SOMERSET, MASS. WAREHOUSE STOCKS: CHICAGO 
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@ Gives long wear and 
lasting beauty 


@ Tough and flexible 


@ Uniform quality 
factory-controlled 


@ Powders smoothly 
when sanded 


Sets quickly — dries fast 


@ Fresh stocks code-controlled! 


PARKS COMPANY 
TRIPLE GUARANTEE 


Y0009 
Cuaranpery LTT 
V0) 


Ever 
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shellac eng : TOduceg — Tick. 
r 


Ss, ‘O 
Plane and Processeq in ™ Pure 







OL 

Proof 5. °¥9 

Sed. alcoho} Pecially 
; 20 Othe, 






FREE SAMPLE! 


Examine and compare Parks 
quick-drying Shellac at our 
expense. Write today on 
company letterhead for 
your free sample! 
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a. Qo ‘ —  °x<AN » y y 
Tack or staple it under rafters or over 
ceiling joists. 


Bow it in between wall studs—perfect 
vapor barrier, too! 








Great for farm buildings. Increases 
poultry and livestock production. 
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INSULATION ° 





all this ineul ation OVER THE 


..-each 15 Ib. armload is 250 sq. ft.! 


Lunrere 


REYNOLDS ALUMINUM 
REFLECTIVE INSULATION 


Here's the most insulating efficiency in the smallest package... 

at about half the cost of most bulk insulations. Anybody can 

walk away with a couple of armloads and put up a complete house 
ceiling in a weekend’s spare time! Reflects up to 95% of 

radiant heat... keeps interiors up to 15° cooler in summer.., 
saves winter fuel, too. Neat, clean, takes little space on 

counter or floor, makes a bright display...sells on sight! 

Mail the coupon, Reynolds Metals Company, Building Products 
Section, Louisville 1, Ky. 






PUT THIS 
BRIGHT ROLL 
ON DISPLAY! 








Aluminum is 






required for planes and 





other military needs. Aluminum 






insulation is being steadily produced, 





but deliveries may lag behind orders. 






Get your order on your jobber’s 







' books now! 


Type B, aluminum 


on both sides. Type 
C, one side. Widths: 


25”, 33", 98". 


Display this 20” x 13” 
colored aluminum sign! 








NAILS 


7 oe om as aw a ap an an an om am on oe a a a ee ee eae as 


| Reynolds Metals Company, Building Products Section, 
2026 South Ninth St., Lovisville 1, Ky. 


Please send full information on 


C) Insulation CJ Gutters CJ Flashing CO Nails 


Name 





Address 





| 


Lieneee. een ene sa en one-one aman 


EYNOLDS ALUMINUM 


FLASHING °* 


* WEATHERBOARD SIDING * CORRUGATED AND 5-V CRIMP 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 
are folders for consumer distri- 
bution, with actual samples of the 
six types of R-V-Lite stapled in to 


. x ——\= 
— —\-= 





demonstrate the full line. Arvey 
Corp., R-V-Lite Div., 3462 N. Kim- 
ball Ave., Chicago 18, IIl. 





Electric Tool Book 


A new 96-page catalog on the 
complete Stanley line of portable 
electric tools for working in wood 
or metal is now available. Iacluded 
are such items as Stanley Safety 
Saws, electric drills, portable rout- 
ers, tool sharpening grinders, elec- 
tric drills, and others. A number 
of the tools are new models not 
previously advertised. Stanley Elec- 
tric Tools, 300 Myrtle St., New 
Britain, Conn. 





Glass Counter Catalog 


An illustrated folder, detailing a 
new customer service and listing 
prices and sizes of glass counter, 
bin and shelving supply is avail- 
able upon written request to The 
Reeve Co., 220 S. Grand Ave., Los 
Angeles 7, Calif. 


Tackle Block Catalog 


This new green and brown, 52- 
page Catalog 51-B presents the 
complete line of Upson-Walton 
tackle blocks. The catalog includes 
information on ordering tackle 
blocks, the design feature of the 
company’s tackle blocks, the me- 
chanics of tackle blocks, and size, 
service and design data on the com- 
plete line. The Upson-Walton Co., 
_ Elmwood Ave., Cleveland 11, 

io. 
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@ The most afl-around satisfactory fas- 
tener youcan recommend, with maximum 
strength, excellent working qualities and 
good appearance. Size and shape are 
held to remarkably close tolerances. 
Double heat treating adds the final value 
to this fine product produced by the 
Kaufman Double Extrusion Process. It 
pays you to stock and sell Cleveland 
High Carbon Heat Treated Cap Screws. 


THE CLEVELAND CAP SCREW COMPANY 
2917 East 79th Street, Cleveland 4, Ohio 


Warehouses: 
Chicago, Philadelphic, New York, Providence 


CLEVELAND 7 a4 FASTENERS 
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for SUN PORCHES and teuty DOORS & WINDOWS TO HELP YOU SELL 








Fluorescent Display 


This compact, two-color, lighted 
display, called Markstone Auto- 
matic Salesman, is for residential 
fluorescent fixtures, and measures 













iif 


eam came em eel 





i 
Seeer een eames 














only 24 in. wide. May be used on 
PURPOSE counter, wall or show window. Dis- 


play fixtures are specially wired, 
WV | N D OW M AT a R | A [ S and complete for quick lighting and 
immediate use. There is also a yel- 
low and blue window banner, meas- 
uring 36x14 in., and specification 


pene you ee Sears De see, .. your sheets and price sheets are also 
ependable profit-line is R-V- . Suggest it : " 

for storm doors and windows, and for sunporch available. Markstone Mfg. Co, 
enclosures. Thousands of farm and home owners + 2460 W. George, Chicago 18, III. 
are installing this transparent insulating material 
in old frames or new ones. R-V-LITE’s intensive a 
consumer advertising program in top magazines and 
on local radio stations, is constantly increasing the ‘i 
demand for these versatile window materials. Be Hose Display 
sure that you get your share of this business. 

















A new garden hose display that 
will hold 18 50-ft. lengths of Sandee 
Feather-Lite plastic garden hose 
has been announced by Sandee 
Mfg. Co., 5050 Foster Ave., Chi- 
eago, Ill. A gift certificate, en- 
titling dealers to a 50-ft. coil of 
Feather-Lite hose at a saving of 
$5.40 from the retail price is avail- 
able to all dealers already handling, 
or interested in handling, this line. 
It was incorrectly stated in the 


* Make Your Store HEADQUARTERS for R-V-LITE! August 9 issue of HARDWARE AGE, 


page 104, that this certificate was 
USE THIS FREE available only to dealers buying the 






SCORES of USES about the FARM and HOME 


Poultry & Hog House Windows e Garage 
& Barn Windows e Attic, Basement and 
Shed Windows @ Homes under Construction 
© Skylights @ Partitions ¢ Outdoor Scaffold 
Protection @ Hot & Cold Bed Frames. 















J UMB 1) 2 display. 
Advertising Kit! — 
Sales-tested store displays that help Housewares Promotion 


you capitalize on the huge, pre- 
>» sold R-V-LITE market. Promotional material available 
; ‘ 3 on Lustro-Ware plastic housewares 
Seeewretiies Ce includes three-color banners for 
oat fl aaa FARVEY, ORPORATION window and interior displays, free 

y ‘ mats, and TV and radio scripts. 

All promotional aids are offered 
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easures 


2 Brushes Cost Less to 


Use...Do a Top-Notch 
Job Every Time! 


eS *K Made by the manufacturers 
a SF : of PITTSBURGH'S famous 


yw. Dis- : 
De i | Gold Stripe BRUSHES 
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BRUSHES ° PAINT ° GLASS . CHEMICALS ° PLASTICS 


scripts. PITTSBURGH PLATE GLASS COMPANY 


offered 
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EASY 
PROFIT 









Get your share of ““EZY” 
profits with TOAST-EZY 
and CRAX-EZY. Intro- 
ductory offer—one doz. 
each item—$19.00, de- 
livered. Other novel 
houseware items 
also available. 


Write or wire TODAY) - 
METAL PRODUCTS ENGINEERING, INC. 





4000 Long Beach Avenue, Los Angeles 58, California 








McGill BRAND 


mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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TO HELP YOU SELL 








free and tie in with a national 
advertising campaign. Columbus 
Plastic Products, Inc., Columbus 4, 
Ohio. 





Pump Catalog 


This attractive 20-page water- 
systems catalog has a cover in sil- 
ver, blue and black. The Advance 
lines of vertical hydro-ejector and 
centrifugal type, multi-stage mod- 
els and high-pressure shallow well 
units, are pictured and described 
in the catalog. Each pump’s per- 
formance ratings are listed in 





chart form. Sample copies are of- 
fered by Advance Pump Co., 2531 
9th St., Berkeley 2, Calif. 





Hottle Packaging 


The McKee four-piece Hottle set 
has a newly designed carton with 
an interior die-cut platform hold- 
ing two Hottles and two glass stop- 
pers with no glass-to-glass contact. 
The top of the carton folds back to 
form a store display, and the de- 
sign and copy illustrating and de- 
scribing the Hottle are printed in 
yellow, brown and black on white 
board. McKee Glass Co., Jeannette, 
Pa. 





Pipe Coupling Catalog 

This new 24-page catalog illus- 
trates and describes the entire line 
of Wheeling steel pipe couplings 
made under the “X-L” trademark. 
The catalog is numbered 51-K and 
replaces all earlier editions. Wheel- 
ing Machine Products Co., Wheel- 
ing, W. Va. 


Slicer Display 


This new display card is offered 
free for use with the General slic- 
ing machine and Utila Board. The 





display message tells housewives 
that with a General she can stretch 
her food dollar farther. General 
Slicing Machine Co., Walden, N. Y. 





Razor Blade Deal 


This 25 pct free goods deal on 
the Pal Gold Thin double edge 
razor blade line offers dealers 15 
packs of the 10’s, 21’s, and 44’s, 
packed in dozens, for the price of 
12. The 4’s are packed in two units 
of 20 packages each, and the dealer 
receives 50 packages for the cost 
of 40. Pal Blade Co., Inc., 43 W. 
57th St., New York 19, N. Y. 





Alarm Clock Display 


This new alarm clock display, 
called Little Pal Parade Pack, holds 
six clocks. There are three Sentinel 
Little Pal plain and three radium. 
The linen-finish corrugated dis- 
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eo Jumps your weatherstripping profits! 


It’s amazingly easy to demonstrate the superior- 
ity of INNER-SEAL weatherstripping to other brands. 

Just show customers the “Jump Test.” Cut a 3 in. 
strip, lay it flat on your counter, then bend it in half 
so both ends meet. Let it go, and it really jumps... 
proving INNER-SEAL’s springiness. That’s why, un- 
like felt, it seals tighter in any weather, takes tough 
treatment and bounces back for more. 

Once you prove INNER-SEAL’s superiority, cus- 
tomers will gladly pay the little extra it costs. And 
you make more per sale than with ordinary weath- 
erstripping. 


Get the profit-packed INNER-SEAL package, com- 
plete with counter display, sales helps. See your 


jobber. 


Display the brand known by millions coast to coast! 
Feature INNER-SEAL on your coun- 
ter, and cash in on our constant, 
catchy cartoon advertising. It’s 
reaching millions, including your 
customers, iN BETTER HOMES & 
GARDENS, AMERICAN HOME, POPU- 
LAR MECHANICS, POPULAR SCIENCE, 
PATHFINDER, SUCCESSFUL FARM- 
ING, SMALL HOMES GUIDE. 





Patented construction! Seals tighter! Lasts longer! 


TOUGH AND SPRINGY . . . live 
sponge rubber bead! 

FLEXIBLE, INSTALLS EASY... 
woven spring-wire attaching 
strip makes it a cinch to fit the 
sharpest corners with a continu- 
ous seal. 









(NNER- SEY" 


7s 





are 
« “4 





RESISTS WEAR... 
coated with water- 
proof neoprene to 
preserve it against ab- 
rasions, temperature 
extremes, grease and 
oil. 


Wearmencrriee™” 


# . y 
STAYS LIVELIER LONGER...SAVES MORE FUEL 
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BRIDGEPORT FABRICS, INC., BRIDGEPORT 1, CONN., 
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You get added safety and added performance in 
Wall Blow Torches with the revolutionary new 
Pisto-Grip handle. Drawn steel tank has brazed 
inserts and electrically seamed bottom. The Wall 
blow-proof pump means additional safety. Avail- 
able in brass or steel. No extra cost for this new 
handle. It will sell on sight! Write today for 
complete catalog. 


COMPOUND KETTLES « FIREPOTS 
* SOLDERS 


© OILERS © SAFETY SHIELDS © SOLDERING IRONS 


¢ OH CARRIERS ¢ PAINT POTS ¢ ACCESSORIES 


MANUFACTURING CO. 


Grove City, Pa 











THE JOBBER’S 
SALESMAN 


In conjunction with 
the fact that they are tops in quality, 
built by economy methods in the most modern fac- 
tory of its type, the thing that makes Universal by 
long odds the best sprayer line to handle is the un- 
deviating policy of selling entirely through jobbers 
and their salesmen — the same square deal to 
everybody. Your jobber's warehouse stocks are 
in your locality . . . that means better service. 
His freight rates are lower... he can save you 
money. The Jobber's Salesman is a fellow you 
know and can trust. He stars in the act that 
brings you the most profitable sprayer deal 
in the world. Let him tell you about 
UNIVERSAL. 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC, 


MICHIGAN 
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TO HELP YOU SELL 


play provides for stepped display 
of the clocks. Clocks have a smooth, 
tapered case and 40-hour move- 
ment. Retail: $3.95 plain and $4.50 
radium. E. Ingraham Co., Bristol, 
Conn. 








Shellac Promotion 


As part of the Parks Quick-Dry- 
ing Shellac merchandising pro- 
gram, point-of-sale displays, cata- 
log sheets, brochures and other 
sales aids are being made avail- 
able. The campaign theme will 
stress the point that “There is a 
big difference in shellac.” The 
Parks Co., Fall River, Mass. 





Nylon Brush Pamphlet 
This blue and white pamphlet 


_ presents the facts about the devel- 





opment and successful sclution of 
the problems surrounding the use 
of nylon for Consumer and Master 
Paint brushes. E. Robinson, Inc. 
95 Park Ave., Nutley 10, N. J. 





Level Merchandiser 


This No. TV display fixture for 
aluminum and wood levels is 1/in. 
fir plywood with four solid hooks 
on each side for easy handling and 
removal of the levels. There is a 
three-colored design, with a lacquer 
finish. It takes 21% sq. ft. of space. 
The display is offered with an 


assortment of levels, which have 
list price of $45.25. The illustra- 
tion shows one side of the display, 
and four additional levels can be 
hung from the other side. Exact 
Level & Tool Mfg. Co., Inc., High 
Bridge, N. J. 
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DIAMOND 
(DIAMALLOY 


Diamalloy 
SLIP 
JOINT 
PLIERS 


Drop forged of fin- 
est Diamalloy steel, 
slip joint style with 
special drilled wire 
cutting feature. 
Nickel chrome 
plated. 


Diamond 
Store Display 
Board No. 2 





Diamalloy 

FEATHER- 

WEIGHT 
ADJUSTABLE 
WRENCHES 


Drop forged from 
our special analysis 
alloy steel. Light 
In weight and have 
great strength. 


Diamond 
Store Display 
Board No. 4 





Diamalloy 
METAL 
CUTTING 
SNIPS 


Drop forged of spe- 
cial analysis tool 
steel, heat treated 
and tempered to 
extreme toughness. 
oe edges 
hardened by elec- 
tronic process, mak- 
ing them exception- 
ally pad and long 

wearing. 





DIAMOND CALK HORSESHOE CO. 
4622 GRAND DULUTH 
AVENUE MINN. 








| Manufacturers of the World's Finest Teels a 
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by GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 

quality produced by 

Griffin. 





bt every DOOR NEEDS THREE! 





nae 


RIFFIN- 


anufacturing Company 
ERIE + PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New York 

1639 W. Fargo Avenue, Chicago 26, Illinois 
17134-6 Wyoming Avenue, Detroit, Michigan 
115 Broad Street, Boston, Massachusetts 

1355 Market Street, San Francisco 3, California 
917 St. Charlies Avenue, Atlanta, Georgia 

6637 Golf Drive, Dallas 5, Te: 





L. A. Abrams 
Wilbur H. Davis 
George A. Gregg 
John Sullivan 
Charles L. Lewis 
Walter A Johnson 
E Me Farrar 


oxas 
- . Bevers — East 60th Street, na mony! Washington 
- Fuller 644 Wellington Road, Jackson 6, Mississippi 
at. D. Rush & Sons — Nichols Parkway, Kansas City, Missouri 
H. C. Glover 2611 Garrison Bivd., Baltimore 16, Maryland 


Roy L. Rog 
w. Cc. Meibaum & Co. 


1620 Garfield Street, Denver 6, Colorado 
6954 Oleatha Avenue, St. Louis 9, Missouri 
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11-INCH 
DISPLAY 


CLL LL 
on V-Pulleys 


Profit-wise and dollar-wise 
your pulley sales go up with 
the Maurey Hi-Q line. You 
make a 40% profit on the 
quality V-pul- 
ley line that 
commands a 
better price. 
On only 11 
inches of 
counter space 
the Maurey 
V-Pulley Mer- 
chandiser dis- 
plays 24V-Pul- 
leys in sizes 
that meet 75% 
of your cus- 
tomer requests. 





ORDER 
ASSORTMENT B-24 


counter display and 24 
V- Pulleys with combina- 
tion grooves that _— 
modate poth “A” and st 
Belts—a space- -saving, !as 
selling aaa 4 


ORDER TODAY 
it] 
Your neony en wi 


Write for Details On the 
Better Profits Maurey V-Pulleys Offer 


MAUREY 


MANUFACTURING CORP. 


2907-2923 So. Wabash Ave., 
Chicago 16, Ill, 


- 
World's Largest Manufacturer of Pressed Steel and 
Cast Iron Single Groove V-Pulleys 
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ashing ton 
NEWS and Views 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


FTC to Bear Down on 


_ Predatory Price Wars 








Chairman James M. Mead of the 
Federal Trade Commission prom- 
ises businessmen that the govern- 
ment will seek out those retailers 
engaged in “predatory” price-cut- 
ting which could harm the small 
merchant. 

Mr. Mead’s statement of policy 
followed a conference on fair-trade 
that included other FTC officials 
and Representative Donald _ L. 
O’Toole (New York Democrat). 
Mr. O’Toole had expressed concern 
of the effect on small retailers of 
price wars such as developed in 
New York and other cities in late 
June. 

Mr. Mead, a former senator from 
New York, promised vigorous en- 
forcement of the antitrust laws 
which, he said, offer the best op- 
portunity of protecting small busi- 
nessmen and consumers as well. He 
made no reference to any particu- 
lar store, chain, or other type of 
business. He said that several in- 
vestigations are under way and if 
facts developed warrant action, 
complaints will be issued against 
the offenders. 


Government Asked to 


Guide Consumer Buying 


Legislation creating a Consum- 
ers’ Advisory Bureau has been in- 
troduced in the House of Repre- 
sentatives by Congressman Isidore 
Dollinger (New York Democrat). 

Mr. Dollinger says establishment 
of such a bureau will enable pur- 
chasers to get the best values for 
the prices paid for food and other 
commodities. 

The American public “overpays 
millions of dollars in the purchase 
of commodities because it does not 
have complete and accurate infor- 
mation concerning the _ relative 
quality, utility, and abundance of 
the commodities available on the 
retail market,” the New Yorker 
told his House colleagues in intro- 
ducing his bill. (H.R. 5189.) 

“The truth is,” he stated, “the 
consumer more often than not pays 
a higher price than necessary, as 


the little-known product can in fact 
be of higher grade and cheaper.” 

“It should be a function of the 
U. S. Government to procure and 
make such information available to 
the consumer, so that he may re- 
ceive full value for every dollar he 
spends,” Mr. Dollinger declared. 

The House Commerce Commit- 
tee, to which the Dollinger bill has 
been referred for further study, 
has not scheduled hearings on the 
measure. 


NPA Acts to Help 
Water Well Drillers 


Water-well drillers who require 
less than two tons of steel piping 
per well in any calendar quarter 
need not apply to Washington for 
formal steel allocations. 

NPA advises that farmers and 
home owners—or well drillers act- 
ing for them—may self-certify 
their orders for well-construction 
steel up to two tons for each proj- 
ect. For larger amounts, applica- 
tion must be made to the NPA 
Water Resources Division in Wash- 
ington. 

These self-certified orders should 
be kept down to the actual amount 
of materials expected to be needed 
for each particular well, as NPA 
regulations prohibit inventories 
larger than practical minimum 
working amounts. 


Wind-Power Research 
Under Consideration 


Senate Interior Committee is 
considering legislation (S. 1981) 
authorizing government research 
into wind-driven power systems. 

Senator James Murray (Montana 
Democrat), sponsor of the bill, 
would authorize the Department of 
the Interior to conduct such re- 
search, including construction of a 
demonstration plant to determine 
the feasibility of wind-driven gen- 
erators. 

The Federal Government would 
have complete control over all 
power generated by wind-driven 
systems, under provisions of the 
bill as it now stands. 

(Resume reading on page 11) 
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SANDVIK IS 
PREFERRED BECAUSE 
ONLY SANDVIK 

CAN OFFER BOTH 
BLADES AND FRAMES 
OF INTERNATIONALLY 
FAMOUS SANDVIK 
SWEDISH STEEL, 


MADE IN SWEDEN. 








jandvik faw & foo/ 47 WARREN ST. 


DIVISION OF SANDVIK STEEL, INC 
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in Sales! 
in Popularity! 
in Performance! 





























The overwhelming 
demand for SANDVIK 

¢ Swedish Bow Saws has made more 

dollars for hardware dealers than all 
other brands combined! If you have tried to 
fight consumer demand with saws pushed off as 
being “just as good,” specify SANDVIK and ride with 

the winner. SANDVIK is, First in Sales and First in 

Popularity because it is First in Performance. 

You’ll have confidence in selling SANDVIK Saws, too, be- 
cause the SANDVIK name is synonymous with quality con- 
trol. SANDVIK mines their iron oré; makes their own 
exclusive brand of Swedish Charcoal Steel; and meticulously 
crafts their own finished product. That’s why SANDVIK pro- 
duces saws of surpassing perfection. 

From a sales standpoint, SANDVIK outsells all ‘others " 
because, when your customers see the famous Fish & Hook 
symbol, they naturally expect more, they always get more; 

and consequently you sel/ more. Make this customer de- 

mand work for you! 


In Saws—STEEL TELLS THE STORY 




































TRADEMARK OF QUALITY IN SAWS 


NEW YORK 7, N.Y. 





Priority and Price Digest 





News and Interpretations of Government Orders 


OPS Going Slow on 
New Retail Controls; 
Markup Fight Begins 


Little in the way of new develop- 
ments has appeared on the price 
control front, while OPS weighs its 
future under both the Capehart 
and Herlong amendments to the 
watered-down Defense Production 
Act. However, the agency does con- 
cede that the latter amendment 
clearly obligates it to respect re- 
tailers’ historical markups. 

OPS recognition of that position, 
taken by many retail groups in its 
fight against pass-through provi- 
sions of some regulations granting 
price relief to manufacturers, came 
at a meeting of the 40-man Retail 
Industry Advisory Committee, the 
starter to several meetings the 
agency will hold with retail groups 
in the next few weeks. Effects of 
both amendments and their impli- 
cations on future OPS control ac- 
tion will be thoroughly investigated 
on both sides during the various 
sessions. 

Meanwhile, in view of President 
Truman’s request for Congres- 
sional action to repeal the Herlong 
amendment, the National Retail 
Dry Goods Association is preparing 
to fight off such action, already 
being sponsored by Senators Fer- 
guson (R., Mich.), Welker (R., 
Idaho), and Nixon (R., Cal.) 

NRDGA president, George Han- 
sen, sees repeal of the Capehart 
and Herlong amendments as forc- 
ing dealers to absorb more and 
more of their increasing expenses. 
He points out that if wages ad- 
vance and taxes increase, a success- 
ful retail operation can’t exist un- 
less “historic competitive markups 
are preserved.” 


NPA Frovides Pipe 
For Flood Area 


NPA has authorized increased 

shipments of pipe to the Missouri- 
Kansas-Oklahoma flood area. 
: The pipe affected includes main 
line pipes for gas, oil and water and 
the smaller sizes used for these 
purposes in homes and business 
places. 

Steel producers were directed to 


126 


ship the pipe during September to 
distributors serving the flood area 
at a rate of 130 pct of the distribu- 
tor’s monthly base period rate of 
use. The normal rate permitted is 
85 pct. 

This “bonus” pipe—the amount 
between 85 and 130 pct—is to be 
sold only to purchasers who certify 
they will use it for repairs of fiood- 
damaged equipment or property. 

The action was taken by amend- 
ing Direction 3 to Order M-6 (Steel 
Distributors) which already had 
established accelerated shipments 
of nails and staples, barbed wire, 
farm and poultry fence, fence 
posts, galvanized roof sheets and 
all industrial steel products except 
manufactured wire, alloy steels, 
stainless steels, cold finished bars 
and tool steel. 

NPA recently made a series of 
changes in other existing orders 
and regulations to permit an in- 
creased flow of materials to the 
flood area to help restore business 
and industry to normal as quickly 
as possible. 


By R. S. WILD 
Associate Editor 
HARDWARE AGE 


Court Actions Begin 
On CPR-7 Enforcement 


Hearings in initial cases under 
two OPS regulations will be held in 
Michigan, Louisiana, Minnesota, 
and North Dakota within the next 
few weeks as a result of the nation- 
wide drive to secure full compliance 
with OPS regulations by all retail 
stores. 

In the Buffalo area, where OPS 
previously announced it would seek 
injunctions against 19 retailers be- 
cause they failed to report required 
charts and information, proceedings 
have been started against 9 of the 
firms. OPS is asking preliminary 
injunctions to restrain those firms 
from selling goods covered in 
CPR-7 until they file the required 
charts. At the same time, since the 
start of legal action, OPS reports 
that Buffalo area retailers are 
flooding the agency with the neces- 
sary pricing information. 

According to Edward P. Morgan, 


(Continued on page 128) 


OPS Control Regulations Can't Prevent 


Use of Retailers’ Historic 


The OPS, after study of the new 
Defense Production Act, has con- 
cluded that the Herlong amendment 
does not permit Government price 
control regulations to interfere 
with application of historic retail 
margins to the cost of goods they 
buy. This view was taken at a re- 
cent informal meeting in Washing- 
ton called by the Retail Industry 
Committee and attended by top 
OPS consumer goods and distribu- 
tion officials. 

OPS officials contended that pas- 
sage of the weakened Defense Pro- 
duction Act has not substantially 
changed the outlines of its controls 
policy picture. The agency is con- 
tinuing to examine the Capehart 
amendment which appears to tie 
the agency’s hands by allowing full 
reflection of direct and indirect cost 
factors in manufacturers’ prices. 

The Herlong amendment, Thomas 
L. Karsten, acting director of the 
OPS consumer soft goods division, 
conceded, prohibits the agency even 
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Margins 


from using the pass-through ap- 
proach at retail and wholesale on 
price relief granted to manufac- 
turers. Pass-throughs consist of 
allowing retailers and/or whole- 
salers to apply their historic mark- 
up to only part or none of a price 
increase granted to manufacturers 
on specific items. 

On their part, retail officials ad- 
vised the OPS representatives that 
soft market conditions at retail 
have led to selling of many items 
of merchandise below permissible 
ceilings. This was said to be a re- 
flection of the inventory situation 
at both the retail and manufactur- 
ing levels. 

There was some discussion of 
ways and means to speed up issuing 
amendments of importance to mer- 
chants. OPS said it realized the 
need to reduce delay on such actions 
and added that its enlarged staff 
should help correct this. Repre- 
sented among other groups at the 
meeting was the National Retail 
Hardware Association. 
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Whenever you need 





| 
| 
. always look to the Wilcox-Crittenden | 
1951 Catalog “K”. It is the industry’s most |] | 
informative book on Heavy and Shelf 
Hardware, 








including pulleys, wire rope 
sockets, connecting links, 
thimbles, shackles, blocks, 
hooks, turnbuckles, ring 
bolts, and other “Depend- 
able” W-C fittings. Cat- 
alog “K” is yours for the 
asking. 


WILCOX-CRITTENDEN 


“A Century of Dependability” 
77 South Main Street, Middletown, 











Connecticut 














2 ty. 


NATIONAL GUARD ¥ 


ALUMINUM 
THRESHOLDS 


F- 





Thresholds and 
Door Bottoms 
Correct Design—Quality 
Materials — Precision 
Manufacture . . . that's 
why National Guard can 
be counted on for posi- | 
tive weathertight protec- — 
tion—and lasting custo- 

mer satisfaction. 














NO. 424 
DOOR BOTTOMS 


No. 300-B Brass and Felt 
No. 300-Z Zinc and Felt 


See your jobber or write 
direct for catalog showing 
complete range of weather- 
strip products. 


a %;* 
Ase 






NATIONAL GUARD PRODUCTS, Inc. 


540 Jackson Ave * P.O Box 1520 e¢ Memphis 1, Tenn 
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WAYS A 
BETTER 
BUY 





No. 286 — 8’ wide x 66” high 
No. 200 — 8’ wide x 7’ high 
No. 279 — 9% wide x 66” high 
No. 219 — 9% wide x 7’ high 
No. 235 — 15’ wide x 7’ high 
No. 226 — 16’ wide x 7’ high 





The tremendous popularity of Frantz Sectional-Type 
Overhead Garage Doors, presented less than a year 
ago for 8’ x 7’ and 9’ x 7’ openings, has brought the 
development of four additional sizes (see list above) 
to care for practically every residential requirement. 
Builders and contractors favor the Frantz Sectional 
Overhead Door because it offers so many appealing, 
new constructional features for quick installation .. . 
easy, fool-proof operation .. . 
for easier selling and greater 
customer satisfaction. If you 
are not acquainted with Frantz 
Sectional-Type Overhead 
Doors, write today for free 
illustrated folder; it tells you 
why they’re a better buy! 


FRANTZ 


Ong rr 


CARAGE DOOR 






GUARANTEED BUILDERS HARDWARE 





FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 
127 








































TABLE SALES | 





WEATHERCALK 







Available in quarts, one-gallon 
ond five-gallon cans and in the 
handy one-tenth gallon spouted car- 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN illustrated), 
PECORA ASBESTOS FURNACE CEMENT 

PECORA WEATHERTITE ROOF COATINGS 


PECORA SASH PUTTIES AND GLAZING COMPOUNDS 


For Building Materials of Superior Quality, it’s 


PAINT COMPANY: 
wawrence & Venango Sts., Phila. 40, Pa 


Manufacturers of Mastics for Structural Glass or Tile installe 
tions... Sealing Compounds...Glazing Compounds... Stove 
Putties. .. Roof Coatings... Industrial Paints and Finishes 


. & 


REFILL 







































Shavoi Boll and. Seria! Co. 








BOSTON 10, MASS. 








OPS director of enforcement, pre- 
liminary reports received in Wash- 
ington in nation-wide surveys indi- 
cate that there are still too many 
who are not yet in compliance. 
“Court action will probably be 
taken against these firms and indi- 
viduals without any further warn- 
ing,” he states. 


Deland to Work With 


| Small Retail Group 


OPS on Aug. 26 announced the 
appointment of Rawle Deland, as a 
special assistant for small retailer 
problems. Mr. Deland’s’ appoint- 
ment comes just prior to a series 
of retail advisory committee meet- 


| ings with OPS. 


Mr. Deland, who will be in the 
OPS distribution branch, will have 
as his first task the making of a 
“basic determination regarding 
small retailers,” according to OPS. 
“This will be a determination as to 
whether sales volume or other cri- 
teria should be used as a basis for 
deciding when a small store has 
special problems under price con- 
trol,” the agency said. 

Mr. Deland will work continuous- 
ly with the permanent standing 
small retailers subcommittee of the 
Retail Industry Advisory Commit- 
tee in planning tailored ceiling 
price regulations for small mer- 
chants, a major part of whose busi- 
ness is in consumer, durable and 
soft goods. 


NPA Appoints New 
Tool Branch Chief 


National Production Authority’s 
Tools Branch, in the General Com- 


| ponents Division, is being directed 
| by A. N. Berbatis, who is on leave 
| from Simonds Saw and Steel Co., 


Titchburg, Mass. The appointee 
recently replaced C. K. Freedell, 
who has returned to Stanley Tools 
as general sales manager. 

Mr. Berbatis moved up to his 
present job from the post of chief, 
Saw, File, and Rasp Section, after 
performing marketing research for 
the Fitchburg firm from 1945 until 
May of this year. During World 
War II, he was with WPB for three 
years. 


Foreign Nations to 
Get MRO for Defense 


NPA recently assured nations 
friendly to the U. S. Government of 
maintenance, repair, and operating 
supplies for the continued operation 
of machinery in their defense pro- 
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duction plants. ‘Ihe action was 
taken in a new order, M-79, which 
establishes quarterly quotas for the 
export of MRO supplies to countries 
classified as non-Communist. The 
Office of International Trade was 
authorized to administer the order. 

Items to which the DO-MRO rat- 
ing may be applied are: hand 
tools (including hand-operated ap- 
pliances such as grease guns, jacks, 
pumps); dies, jigs, tools and fix- 
tures for use with machine tools; 
electrodes and arrodes; welding 
rods; rope, chain, and cable; abra- 
sives; industrial belting; industrial 
hose; specialized industrial gloves; 
sizing; and laboratory supplies, in- 
struments, and equipments. 

Among items. specifically ex- 
cluded from provisions of the order 
are: all controlled materials—steel, 
copper, and aluminum products (de- 
fined in CMP Regulation 1); farm 
equipment; consumer durable goods 
(listed in NPA Order M-474, Lists 
A and B); paint, lacquer and var- 
nish. 


Navy Hand Tool Orders 
Total $45,000,000 


Repairs and maintenance per- 
sonnel in the military services will 
be important users of many of the 
$45 million worth of hand tools 
bought by the Navy in fiscal 1951. 
The Navy has single-service au- 
thorization to procure these items 
for all U. S. military agencies. 

Firms classed as small business 
contracted to supply more than 64 
pet, or $29 million worth, of the 
total. Wide competition, the Navy 
said, was afforded by industry-wide 
solicitation of bids and requests for 
quotations. 


OPS Grants Machinery 
Sellers Usual Markup 


Resellers of machinery and re- 
lated goods are permitted their 
traditional percentage markups 
over cost under a new regulation 
issued recently by OPS. The order 
is CPR 67; it is effective August 
27, 1951. 

Under the order, for a commod- 
ity with a manufacturer’s pub- 
lished list price, the reseller de- 
ducts the discount, if any, or adds 
the percentage markup he applied 
during the last pre-Korean calen- 
dar quarter, April 1 to June 24, 
1950. The result is his new ceiling 
price. 

If he did not use a list price, a re- 
seller determines his new ceiling by 
adding the percentage markup used 
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Sheffield 


Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OjL 
COLORS FOR YOU ON SIGHT 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROW 
VARIOUS COMBINATIONS OF 
OlL COLORS AND WHITE 






Here's the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


$ h eftie lA Zrorze 


PAINT CORPORATION 
CLEVELAND 19, OHIO 






























K FOR IT 
- BY NAME 








ACID CORE 


SOLDER 


Why accept jess than the Best—wnen GLASER costs no more? 
GLASER LEAD CO., INC. 
21-31 Wyckoff Avenue, Brooklyn 27, N. 1. 
RENDERING DEPENDABLE SERVICE TO AMERICAN INOUSIKics SINCE 1922 





Midway Mirbrite Bits 





Auger bits 
for every 
purpose 


“preferred bg atl 


Auger bits for 
electric drills 
he” to 12/6” 


Wtudwag 


THE MIOWAY TOOL 


*Mirror Bright 


Sales Office and Factory 
Melvin, Ohio 








aha want the Gest! 


Standard auger bits 
17 sizes (446” to 24/46") 


Ste 








HARDWARE AGE, SEPTEMBER 6, 1951 





Gilmer 


BELT BIBLE 


your guide to 
more V-Belt 






It’s compact, conve- 
nient, complete! Tells you quickly 
and correctly what Gilmer V-Belt to supply for prac- 
tically every kind and make of light-duty, V-Belt- 
driven equipment—washing machines, oil burners, 
stokers, water-gas pumps, power lawn mowers, 
wood-working machines, power tools, tractors, many 
others, including the late models in each classification. 


You should have your Gilmer Belt Bible NOW! It 
will help you se!l more V-Belts, increase your V-Belt 
profits. And the Gilmer Belt Bible is yours for the 
asking . . . without charge, without obligation. Your 
copy will be sent to you promptly upon receipt 
of coupon below. 


L.H. GILMER COMPANY 908 tacony, Philadelphia 35, Po. 


Division of United States Rubber Company 


L. H. GILMER COMPANY 
$08 Tacony, Philadelphia 35, Pa. 


Please send me at once a FREE copy of the NEW Gilmer Belt Bible 


COMPANY NAME 
ST. & NO. - 
CITY_  _—- 


ATTENTION OF 

















for Your Convenience 


Simplex pump leathers are per- 
manently imprinted with clear 
size markings for your conven- 
ience. It saves your time—pre- 
vents mistakes and exchanges. 
Highest quality cups, washers 
and gaskets in a complete range 
of types. 


Ask your jobber or write us 
for price list 


MANUFACTURING CO., INC 


AUBURN, N.Y. 








STRATAFLO 


CEC 







flexible 
metal 


poppet 


All position. Can't leak. 
For cold or hot water or 
steam. 150 Ibs. pressure. 
Noiseless. Ask for bulle- 
tin 302. 





STRATAFLO PRODUCTS, INC, 
FORT WAYNE, INDIANA 
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in the same quarter to his current 
legal cost. When a reseller cannot 
use either method, he applies to 
OPS for a ceiling price. 

The nature of the industries cov- 
ered, as well as ease of administra- 
tion, are factors in employing the 
type of price control contained in 
CPR 67, OPS said. Many such re- 
sellers deal in a vast number of 
parts and accessories, sometimes as 
many as 300,000. 


Shortages Hamper 
White Pigment Makers 


NPA is advising producers of 
white pigments used in making 
white paint that the present lead 
shortage probably will continue in- 
definitely. 

Supply situation has worsened in 
recent months because of a falling 
off in imports due to a difference 
between U. S. and foreign prices. 
Domestic producers are urging the 
government to take steps to in- 
crease imports. Supplies of other 
paint-making pigments, such as zine 
and titanium dioxide, are sufficient 
to meet current demand, NPA 
states. 


OPS Approves Pyrex 
Fair Trade Prices 


Corning Glass Works has re- 
ceived approval from the Office of 
Price Stabilization on the whole- 
sale and retail prices for PYREX 
Ovenware, Flameware, Color Ware; 
PYREX Nursing Bottles, and Corn- 
ing Double-Tough Tumblers as 
listed on September 1, 1950, it was 
announced recently by J. M. Bred- 
feld, manager of distributor sales 
department of the consumer prod- 
ucts division. 

No price changes have been is- 
sued since the September 1, 1950, 
date. This approval certifies the 
currently listed Fair Trade retail 
prices as the “dollars and cents” 
ceiling prices for these lines. 


Industry Committee 
For Axes, Hatchets 


The National Production Author- 
ity, U. S. Department of Commerce, 
has announced the membership list 
of the Forged Axe, Hatchet and 
Hammer Industrial Advisory Com- 
mission as follows: 

L. B. Hough, Vice-Pres., The Col- 
lins Co., Collinsville, Conn.; Ernest 
Estwing, Pres., Estwing Mfg. Co., 
Rockford, Ill.; Frank L. Campbell, 
Secy., Fayette R. Plumb, Inc., 4837 


James St., Philadelphia 37, Pa.; 
Albert Egelkamp, Gen. Mgr., Grif- 
fith Tool Works, 520 Commerce St., 
Philadelphia, Pa.; E. S. Mulford, 
Pres., Henry Cheney Hammer 
Corp., Little Falls, N. Y.; Lloyd C. 
Smith, Vice-Pres. in charge of 
Sales, Heller Brothers Company, 
Box 28, Newcomerstown, Ohio; 
John T. Rodgers, Pres., Mann Edge 
Tool Co., Lewistown, Pa.; William 
Curran, Pres., Maydole Mfg. Co., 
Norwich, N. Y.; Robert W. Palmer, 
Sales Mgr., Palmer Welloct Tool 
Corp., Meadville, Pa.; Elmer J. 
Murray, Sales Mgr., Pexto Tool Di- 
vision, The Peck, Stow and Wilcox 
Co., Southington, Conn.; O. A. Rix- 
ford, Pres., Rixford Mfg. Co., East 
Highgate, Vt.; H. C. Pease, Gen. 
Mer., Stanley Tools, New Britain, 
Conn.; K. Clyde Council, Pres., The 
Council Tool Co., Wananish, N. C.; 
William G. Rector, Mgr., True Tem- 
per Corporation, Kelly Works, 
Charleston 24, W. Va., and Howard 
Vaughn, Pres., Vaughn & Bushnell 
Mfg. Co., 1385 South LaSalle St., 
Chicago 3, IIl. 


Ban Unrated Orders 
On Scarce Metals 


Producers of steel, copper and 
aluminum, after Sept. 10, may no 
longer accept non-priority orders 
for their products and on that date 
are to cancel all existing unfilled, 
unrated orders, according to a re- 
cent NPA announcement. 

After the Sept. 10 deadline, pro- 
ducers of the critically short metals 
will not have to honor orders for 
their products which do not carry 
Government priority orders. The 
date marks the complete inclusion 
of consumer goods makers in the 
Government’s Controlled Materials 
Plan. NPA has set up machinery 
for converting consumer durable 
goods makers’ unrated to “Author- 
ized Controlled Material” orders. 

The agency also formally took 
steps to “restore and maintain es- 
tablished producer-customer rela- 
tionship” in the steel, copper, and 
aluminum industries by authorizing 
controlled material producers to se- 
lect and reject the ACM orders they 
receive until a specified number of 
days before the expiration of es- 
tablished lead times for individual 
controlled materials. 

Because consumer durables 
makers were the last group brought 
under CMP, NPA told producers of 
the metals to set aside certain per- 
centages of their fourth quarter 
production to fill orders from con- 
sumer hard goods makers. 
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YOU'RE | 
DARN TOOTIN'— | 
WE LIKE | 
TO BLOW 
OUR OWN HORN! 





SOUTHERN 


WwooD 


SCREWS | 


(Slotted or Phillips Heads) 
are the best that money can buy 





You handle the finest fastenings on the market when 
you offer your customers Southern wood screws. Every 
effort is made to keep Southern screws the greatest 
value in the industry. To you, that means more good 
will and profitable repeat business. 


Only top quality materials go into Southern products. 
Our plant is entirely modern, our machinery and 
methods completely up to date. A rigid and unique 
inspection routine makes it absolutely certain that only 
precision screws ever leave the factory. 


And that’s not all! Southern wood screws are ex- 
pertly packed for safe shipping, easy handling and 
storing. Bulk screws are packed in indestructible steel 
cans with sealed locking covers . . . a convenience ex- 
clusive with Southern. 


Write today for the Southern catalogue. 


FACTORY WAREHOUSES 


4100 Dell Avenue 325 W. Ohio Street 
North Bergen, N. J. Chicago 10, Illinois 


280 Decatur, S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


® © © © ® @& 





HARDWARE AGE, SEPTEMBER 6, 1951 





- 
Wins the Sale 
_ Friction tape is like any other kind of product 
in that the name brand ... the known brand... will 
move fastest because customers accept it and 
demand it. 

The superior adhesion of BULL DOG Friction 
Tape... its dependably high tensile strength... 
consistent, ravel-free quality ...and positive re- 
sistance to aging, both in the roll and in use ... all 
of these have contributed to the unique reputation 
— customer-acceptance — of BULL DOG Friction 
Tape. 

Get in touch with your local distributor today. 


Learn, with your very first order, why it pays to 
stock the brand your customers know and want. 








PS Ask your 
@ 


distributor 
to tell you how to cash in on 
Extra Volume with BULL DOG 
Splicing Compound. Get him to 
show you the attractive 
sales-boosting, space-saving 
BULL DOG Friction 
Tape displays. 


a \ 
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& RUBBER CO. 


Distributors in all Principal Cities 
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Boston Woven Hose 


PLANT: Cambridge, Mass.*P.O. Box 1071, Boston 3, Mass., U.S.A. 
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Hibbard’s Promotes Four Men 
In Its Sales Department 


Victor M. Bowers, veteran 
of 38 years, formerly adver- 
tising manager of Hibbard, 
Spencer, Bartlett & Co., 
Evanston, Ill., hardware 
wholesalers, has been as- 
signed as sales promotion 
manager to succeed C. J. 





4 ¥ 
a 


VICTOR M. BOWERS 


Whipple, Jr., who resigned 
Aug. 1, according to an an- 
nouncement by Frank B. 
Kaufman, president of the 
company. 

Three other changes were 
announced by Mr. Kaufman. 
Walter J. King has succeeded 
Mr. Bowers as advertising 
manager. Associated with 
Hibbard’s since his discharge 
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from active army duty in 
1946, he has been in the com- 
pany’s advertising and sales 





JOHN R. LEONARD 





GEORGE McINTYRE 


promotion departments and 
has served as a buyer. 

John R. Leonard has been 
promoted to the position of 
divisional sales manager, to 
handle the western division. 
Associated with Hibbard’s for 
15 years, with time out for 
service in the Air Corps, he 
has a wide sales background 
including field experience 
throughout the middle west. 
Most recently he has been 
serving in southeastern Iowa. 

George McIntyre, former 
salesman, has been named 
general sales manager. Mr. 


McIntyre, whose 15 years in 
the business world have been 
spent with Hibbard’s, has a 
background of eight years of 
selling in the Chicago area 
after his training period. For 
the past four years he has 
handled the central Illinois 
territory. 


N. Y. Wire Cloth Moves 
To Connecticut 


New York Wire Cloth 
Co., has moved into a mod- 
ern, two-story office building 
at 63 Park St., New Canaan, 
Conn. The company’s general 
office had been in New York. 
The new building has 8,000 
sq. ft. of space. 


Shapleigh Offers 
Fall Sales Kit 


Shapleigh Hardware Co., 
900 Spruce St., St. Louis 2, 
Mo., wholesalers, is offering 
dealers its annual Fall Sale 
kit. Circulars featuring a 
wide variety of both seasonal 
and all year items are in the 
form of a four-page news- 
paper style mailing piece 
with dealer imprint and space 
for consumer address. One 
of the features of this year’s 
mailing piece is the inclusion 
of four coupons offering spe- 
cial bargain priced items. 

Newspaper mats are pro- 
vided free of cost for dealer 
use as a further tie in with 








Geo. Worthington Holds Toy and Gift Show; 
Dealers View New Toy and Holiday Lines 


The 1951 Toy and Gift 
Show of the Geo. Worthington 
Co., Cleveland, O., wholesaler, 
was held at the company’s dis- 
play rooms, 802 St. Clair 
Ave., N. W. Several hundred 
dealers from 12 states visited 


the show to place orders for 
the lines of toys and holiday 
merchandise that were dis- 


played. Included were toys, 
electrical appliances, sport- 
ing goods, cutlery, house- 


(Continued on page 142) 





A variety of housewares lines got attention from dealers 
attending the holiday merchandise exhibit in Cleveland. 
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Du Fresne Directs 
Sales For Schlage 


Louis J. Du Fresne has 
been appointed sales manager 
of the Schlage Lock Co., 2200 
Bay Shore Blvd., San Fran- 
cisco 4, Calif., with full 
supervision over all domestic 
sales of that company. 

Mr. Du Fresne joined the 
company in 1936 and has 
served as sales representa- 
tive, both of the west coast 
and in New England. Dur- 
ing World War II, he was 
personnel] manager at 
Schlage’s San Francisco fac- 
tory. In 1948 he was ap- 
pointed assistant sales mana- 
ger, and served in that 
capacity until his present 
appointment. He is a member 





LOUIS Jj. DU FRESNE 


of the American Society of 
Architectural Hardware Con- 
sultants and of the Northern 
California Builders’ Hard- 
ware Club. 








Home Laundry Association President 
Condemns No Money Down Retail Ads 


“No money down” retail 
advertising and copy which 
urges the public to “go up 
in the attic, rout out any old 
radio or appliance and use it 
as the down payment” was 
condemned recently by 
George P. Castner, president 
of the American Home Laun- 
dry Manufacturers’ Associa- 
tion. 

The advertising against 
which warning was uttered 
by Mr. Castner, who is gen- 
eral manager of the Beam 
Mfg. Co., Webster City, Iowa, 
follows relaxation of Regula- 
tion W requirements to per- 
mit 15 pect down payment and 
allow use of a trade-in appli- 
ance to apply to it. 

“Some retail advertising 
which features ‘no money 
down’ thus for no good reason 
at all practically waives the 
down payment and makes a 
farce out of what the Trea- 
sury Department thought was 
going to be a cash require- 
ment or an honest value of 
up to 15 pct as the down pay- 
ment,” he said. 

“Our manufacturers were 


greatly pleased to see this 
easing in Regulation W re- 
quirements but we know that 
Washington is observing the 
results very closely. The man- 
ner in which a great deal of 
advertising is being done 
raises a very critical question 
as to what the government’s 
reaction may be.” 
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Pritzlaff Merchandise Fair 
Stresses Gift Selling Theme 


The second annual Mer- 
chandise Fair held by the 
John Pritzlaff Hardware Co. 
in the Milwaukee Sparts 
Arena, Aug. 20 to 22, ended 
a successful three-day exhi- 
bition with a total registra- 
tion of 1750 dealers and 
associates, 800 guests and 
300 Pritzlaff employees and 
factory representatives. 

This year’s Merchandise 
Fair was considerably larger 
than the 1950 Fair and fea- 
tured 183 exhibits sponsored 
by 157 manufacturers. 

Heavy stress at the meet- 
ing was placed on the profit 
potentials of the Christmas 
gift market to hardware 
stores. Support to this theme 
was given by a special gift 
wrapping supply deal and a 
Christmas consumer broad- 
side developed for dealers by 
the Pritzlaff organization. 

An innovation at this 
year’s Fair was a series of 
well-attended dealer meetings 
held in conjunction with the 
merchandise show. 

The first session on Mon- 
day opened with a welcome 
by John Pritzlaff, vice-presi- 
dent of Pritzlaff Hardware. 





J 





Then Milton McGuire, the 
president of the Milwaukee 
Common Council, welcomed 
the dealers to Milwaukee and 
noted that the city has a 
large number of firms man- 
ufacturing hardware. 

W. A. Phair, editor, HArRp- 
WARE AGE, then addressed the 
dealers on the outlook for 
hardware, pointing out the 
opportunities for increased 
sales by putting emphasis on 
gift sales during the coming 
holidays. 

Mr. Phair also told the 
dealers that continued success 
in the future in the sales of 
such items as power lawn 
mowers, power tools, etc., will 
require the development of 
more complete service and 
repair departments in hard- 
ware stores. 

O. H. Berryman, Pritzlaff 
credit manager, discussed in- 
ventory problems with the 
dealers, pointing out that 
planning is needed in buying, 
as well as in selling. He told 
the dealers that it is danger- 
ous to simply stop buying 
because inventories are 
heavy. Such a policy is very 

(Continued on page 144) 
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General view of exhibits at the Pritzlaff Merchandise Fair held in 
the Milwaukee Sports Arena. Additional booths were in the lobby. 




















Planet Jr. Holds Field Day— 
Introduces Small Tractor 





Distributors from all parts 
of this country and Canada 
attended the Planet Jr. field 
day and get-together held at 
headquarters of S. L. Allen 
& Co., Inc., Philadelphia 40, 
Pa., which was part of a two- 
day sales convention, Aug. 
13 and 14. Product demon- 
strations in the fielc and con- 
ference sessions at the plant 
were features of the session, 
this type of get-together 
being the first of its kind in 
company history. 

A highlight of the first day 
was introduction of the new 
Planet Jr. 1-HP tractor, 


Gurzenda Directs 
Rockwood Sales 


Vernon W. Gurzenda has 
been appointed sales mana- 
ger for Rockwood Mfg. Co., 
Rockwood, Pa., manufac- 
turers of hardware and spe- 
cialties. 

Previously with Knape & 


OES ies 





VERNON W. GURZENDA 
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The new Planet Jr. one h.p. tractor is tested by W. P. Bunton, Louis- 
ville, Ky., seed distributor before some of the guests at the field day. 


which followed a welcome 
from W. H. Roberts. Jr., vice 
president of the company. 
The new tractor was designed 
for use of small land owners. 

The second day began with 
a trip through the company’s 
plant. This was followed by 
a review of Planet Jr. sales 
policies and advertising pro- 
grams; also a resume of mar- 
ket potentials and the com- 
pany’s program to support 
dealers selling its products. 
A dinner meeting that night 
was addressed by Matthew J. 
Scannell, president of Planet 
Jr. and a number of promi- 
nent distributors. 


Vogt Mfg. Co. he began his 
hardware career in 1929 with 
the former Francis Keil & 
Son, Inc., New York City. 
He had been associated with 
Knape & Vogt since 1945. 





James Rhodes Co. 
Elects Executives 


A. G. Bowe has_ been 
elected president of James H. 
Rhodes & Company, 157 W. 
Hubbard St., Chicago, IIl., 
succeeding Elmer R. Mur- 
phey who died recently. Mr. 
Bowe was formerly execu- 
tive vice-president of the 
company. William Galbally, 
Jr., has been elected secre- 
tary and treasurer, and A. 
N. Sudduth remains as vice- 
president in charge of the 
eastern operations. Howard 
W. Heggem, controller, has 
been re-elected assistant sec- 
retary and assistant trea- 


surer. William Galbally, Jr., 
Arthur D. Welton, Jr. and 
A. G. Bowe were elected di- 
rectors of the company. 


Spence Now Manages 
Ohio Hoist & Mfg. 


William A. Spence has been 
appointed general manager of 
Ohio Hoist & Mfg. Co., Cleve- 
land, one of the Round As- 
sociate Chain Companies, it 
was announced by James W. 
Dickey, vice-president of the 
group. 

Since 1934, with the excep- 
tion of three years when he 
served as an Army Ordnance 
officer in Europe during the 
war, Mr. Spence has been 
with Manning, Maxwell & 
Moore, Inc., manufacturers 
of hoists and material han- 
dling equipment. The last five 
years he was a field engineer, 
assigned to sales and service 
of that company’s products in 
Northern California, Utah, 
Nevada, Idaho and Wyoming. 





WILLIAM A. SPENCE 


In his new position Mr. 
Spence will supervise the 
manufacture and sales dis- 
tribution of hoists and other 
material handling equipment. 





Bermann Named Service 
Head for Ferguson 


Bernhard R. Bermann has 
been appointed general ser- 
vice manager for Harry 
Ferguson, Inc., 3639 E. Mil- 
waukee Ave., Detroit 11, 
Mich., farm equipment com- 
pany. Mr. Bermann was pre- 
viously assistant general 
service manager for Minne- 
apolis - Moline Co. for four 
years. In his new position he 
will be responsible for the 
service education program 
for dealers, service litera- 
ture, and the coordination 
of field service programs 
throughout the country. 


Name New Director 
For Stanley Research 

R. H. Chamberlain, vice 
president in charge of sales 


at The Stanley Works, New 
Britain, Conn., recently an- 





GEORGE E. BREEN 


nounced the appointment of 
George E. Breen as director 
of commercial research. 

Mr. Breen is a former fa- 
culty member of New York 
University and Western Re- 
serve University. He gradu- 
ated from Yale University, 
class of 1932 and from Har- 
vard Business School. 

Before entering the aca- 
demic field, he did sales work 
and merchandising for The 
Yale & Towne Mfg. Co. and 
the American Rolling Mill 
Co. He comes to The Stanley 
Works from New York Uni- 
versity where he was director 
of research in the School of 
Retailing. 

Previously he had taught 
at Western Reserve Univer- 
sity, Cleveland, Ohio, as as- 
sociate professor of market- 
ing. 

The Commercial Research 
Department which Mr. Breen 
will head at The Stanley 
Works will be a centralized 
staff organization that will 
make available to all divi- 
sions of the company various 
types of research services and 
marketing information. 


Ballonoff Moves Office 


Irv. Ballonoff, genera! 
manager of Ballonoff Metal 
Products Co., has announced 
removal as of Sept. 1 of 
the company’s offices to new 
and larger quarters at 2536 
Euclid Ave., Cleveland 15, 
Ohio The new offices of the 
company, which manufac- 
tures Pro-Tex all purpose 
stove and table pads and 
mats, occupy double the 
space of the previous quar- 
ters. 
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Hardware Dealers 


S HOTTEST 


TOOL DEALS 





For fast turnover, with 
a good profit, on a small investment, 
you can’t beat these three Indestro 
Red Hot Deals! 

Dealers report this is the easier, better 
way to sell tools. You get only the pick 
of the hottest sellers to offer your 
customers .. . no out-of-date numbers 
... no “‘shelf-warmers”’ . . . every tool 
in REAL DEMAND. Buy any one or two 
or all three—and get the Colorful All- 
Metal Display Boards without extra 
charge. Start with Deal No. 1 Today 
and ask for free Bulletin describing 
the other money-making Hot Deals in 
full detail. 


GET ALL 3 DEALS FOR ONLY $92.45 


Make a profit of $46.37 
on every turnover 


INDESTRO MFG. CORP. 
N. Ki'dare At Schubert Chicago 39, Ill. U.S.A. 





COMPLETELY 
NEW! 


PORTABLE... 
OULESS... 
PAINT SPRAY 
UNIT FOR... 
FASTER, EASIER 
AND BETTER... 
PAINTING ... 
FOR HOME, IN- 
DUSTRIAL CON- 
TRACTOR OR 














ity work. 


livered air at 40 Ibs. working pressure. 


streamlined design for real sales appeal. 


Write TODAY for 


information and prices. 








PRODUCTION hardware assortments are 
USER...... packaged in Plastic bags 
, that always stay “fresh’’ 
SHARPE'S NEW UNIT OUTPERFORMS THEM ALL! and clean. Mounted on 
| | Larson Red Merchandise 

FEATURES: Oilless New Departure Sealed Bali Bear- Cards 

ings . . More Air Volume per Horse-power . . Smooth : 

air flow . . Clean cool air . . Choice of Internal mix ° 

Pressure, External suction or combination Paint Spray They re attractive! 
Guns . . Nozzles precision machined of stainless steel . 


. Ground finish and self-centering principle, for qual- They're colorful! 


PERFORMANCE with 1 H.P. motor is 3.1 C.F.M. de- They sell! ® } 
Slightly jess ; « 
with V4 H.P. motor. Write for colorful ae 


This moderate running of the highly efficient com- ° » 

pressor doubles the life and performance of the unit. literature on + 

This unit’ is available WITH or WITHOUT motor. Larson's Hardware No. AS-7 Assortment 
SHARPE offers this NEW LOW COST unit of compact Assortments Wire Goods 


Retails for #39.86 
On Every Turnover 

You Make */3.3/ 

——_—_—_— 


FIFTY-SEVEN OF THE HOTTEST SELLING 
BOX, OPEN-END AND COMBINATION WRENCHES 






26 Chr 
Lb ome-All 


-“ : ° Chisels 22P °Y Steer Punches 
Simply display the attractive all-metal Tool Board Grivers, Fen ti9 Handle Screw 
which holds the brightly plated and polished, drop- Blades. oan Alloy Stee) 


forged select steel wrenches, and see how your 
customers go for them. All in popular sizes and no 
duplications. All identified by name, size, number 
and price. Order this starter No. 1 Deal today. 
18 Box Wrenches %"to 1” 18 Open-End Wrenches 3%" to 1” 
21 Combination Wrenches 7¢" to 13/4" 








26 Chrome 
C Alloy Stee! 
een >leel Hex Sockets 
quare Sockets, 10 Attachments 
Selling ad 


$36.36 Square 

















EXTRA EYE AND SALES APPEAL 


WITH 


HARDWARE DISPLAY 


ASSORTMENTS 
ON REVOLVING STANDS 


2) ) 









Complete assortments of 
hardware and revolving yj 
stand all packed in one 4 
carton quickly set up& 
ready to go to work. The 


CHAS. O. LARSON CO. 





v 


1224 WALL ST. LOS ANGELES 15 





MANUFACTURING § COMPANY STERLING « ILLINOIS 





CALIFORNIA 
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Lufkin Rule Sales 
Executives Promoted 


G. R. Carpenter has been 
promoted from assistant 
New York branch manager 





G. R. CARPENTER 


for The Lufkin Rule Co., 
Saginaw, Mich., to the mana- 
gership of that office to suc- 
ceed William S. Speir, re- 
tired as of June 30. Follow- 
ing graduation from Purdue 
in 1934 he joined Lufkin to 
do field work and later did 
sales work in eastern Penn- 


sylvania. He served in the 
Navy and became executive 
officer of the Naval Gage 


Laboratory, Washington, 
D. C., returning to Lufkin 
in 1946 as sales representa- 
tive in New York. 

Mr. Speir had been associ- 
ated with Lufkin since 1921 
covering the Pittsburgh ter- 
ritory until 1934 when he 
became assistant manager 
of the New York office. He 
had been New York manager 
from 1939 until his retire- 
ment. 





W. S. SPEIR 


C. Ed. Brown associated 
with Lufkin since 1939 is 
now Pacific coast manager 


with headquarters in Los 
Angeles. Following study at 


the Missouri University, 
School of Mines, he covered 
the southwest for the com- 
pany. From 1944 until his 
present appointment he had 
headquarters in St. Louis 





Cc. E. BROWN 


and covered Missouri, IIli- 
nois, Indiana, Ohio, W. Vir- 
ginia, Kentucky and Kansas. 





Opens New Branch 


Worthington Pump & Ma- 
chinery Corp., Harrison, 
N. J., has opened a branch 
office at 506 Hall Bldg., 
Second & Locust Sts., Har- 
risburg, Pa. A. L. Mays will 
have charge of the new office. 









BUY H&R « BUY DIRECT 
* MAKE MORE MONEY x 


No Quantity Requirement 


i (5 


ON EVERY SACE 





Housewares Show in 
Boston, Feb. 17-19 


Acting for a faster, harder 
hitting show, the committee 
for the 19th annual New 
England Housewares Show 
has announced that it will be 
a three day exhibit instead 
of the customary four 


day 
session. Presented by the 
Housewares Club of New 


England the show opens Sun- 
day, Feb. 17, 1952, in the 
Mechanics Building, Boston. 

Jack Hildreth, New En- 
gland manager for the Cory 
Corp., and general chairman, 
announced that Sunday 
hours will be from 1 p.m. to 
10 p.m. On Monday the show 
will be open from 10 a.m. to 
5 p.m. and on Tuesday from 
10 a.m. to 10 p.m. 


Ray-O-Vac Change 


Ray-O-Vac Co., Madison, 
Wis., reports that D. M. 
Cook, formerly merchandis- 
ing manager, has left the 
crganization. Until a _ sue- 
cessor is named, the mer- 
chandising and advertising 
program will be condueted 
by a Merchandising Commit- 
tee, headed by J. A. McIlnay 
general sales manager. 


MORE . 
PROFIT 





For faster shipping service order from the H&R 


warehouse nearest you: 


Atlanta, Ga. 
680-84 W. Peachtree St., NW 


Dallas, Texas 
17 12 Lows St. 


Chicago, Ill. 
341 West Superior St. " 


San Francisco, Calif. 
552 Mission St. 





Le =e 
Ae 


Compare the profit on an 
H&R 
revolver comparatively priced. Dol- 
lars and cents business sense shows 
why you are better off buying direct from H&R 
and pocketing the usual middleman profits for 
yourself. 


“Sportsman” with any 


Executive Sales Offices 


Investment Building, Washington, D.C. 


HARRINGTON & RICHARDSON ARMS CO. 










WHEN YOU SELL 


“SPORTSMAN« 


MODEL 
999 


.22 caliber 








98 Park Avenue + Worcester 2, Mass. 
Ouality Arms Famous the World Over 
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Handy Reference Chart 
Lists All Stove Sizes... 


: : 3 2 nest HELPS YOU SELL 
MORE STOVE PADS! 


BRAND NEW! 


wo 
CHART 10 FI 
For YOUR CUSTOMERS 












pi-2 \“ : pats 
xser-113 eA Here's the new PRO-TEX Reference Chart 
pods "ea that quickly tells you which size pad fits 







Kelvinator tn-3 


nanan the customer’s stove. No more guesswork 












Kelyimabsier Printed in - no more returns because of wrong size! 
™ =s large, clear type Now it’s easy to sell the correct size PRO- 
cee Stoonee t on tough cardboard; 


TEX All-Purpose Stove and Table Pad for 
every stove. 


22 


varnished for extra 
durability. Size: 81” 
x 11”. Punched for 


get 


TT 


Actual stove measurement survey proves 


ve —— 8 86S nae on wall or that PRO-TEX pads provide the best cover- 
—_ - er. ~/ 
=, = age for 99% of all stoves. No other manu- 
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facturer offers such a complete line. 


@ Get Your FREE COPY Now! 


Ask your jobber, or write direct to 


Sallonofp METAL PRODUCTS Co. 


1820 EAST 37th STREET + CLEVELAND 14, OHIO 
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SELF-SERVICE ISLAND | 


New Low- 
Cost Store 
Fixture | 





Add Sales Company is 
introducing a new Self- 
Service Island called 
FLEXO-SPACE. This 
new self-service island 
displays all types of 
merchandise regardless 
of shape or size. FLEXO- 
SPACE gives you Self- 
Service, Mass Display, 
More Selling Space, Fix- 
ture Flexibility, and 
many other time-saving and money-making features. 
Thousands of retail dealers have found Self-Service in- 
creased sales as much as 25% and more. FLEXO-SPACE 
displays 4 times more merchandise than the conventional flat- 
type counter, yet it takes only 12!/2 Sq. Ft. of floor space. You 
sell more merchandise with FLEXO-SPACE because you can 
display more. Adjustable shelves make it easy for quick 
changes in display. Heavy steel tubular supports for rigidity. 
Neutral finish to match or blend with other fixtures. Shipped 
KD. Write for Free catalog page on FLEXO-SPACE—Today. 























ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine 
















World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power 
sawing operation. Un- 
equalled in quality. 
Teeth are individually 
filed and precision set. 
Blades are hardened 
and oil tempered for 
a long, sharp life. 


ADD SALES COMPANY | Ackermann - Steffan Div. 
721 Commercial Street, Manitowoc, Wisconsin | PARKER MFG. C0. Sian 


Worcester, Mass. TROJAN by name 
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T. R. Henderson Named 
Cosco Sales Manager 


T. R. Henderson has been 
named to the post of sales 
manager of the newly created 





T. R. HENDERSON 


Cosco Household Division of 
Hamilton Mfg. Corp., Colum- 
bus, Ind. This position in- 
cludes the functions of sales 
manager of the Wholesale- 
Retail Division, and also in- 
corporates all sales activities 
on household products. 

Mr. Henderson has been 
associated with the Cosco 
sales force for the past six 
years. He covered a central 
states territory, and more 


recently acted as assistant to 
the general sales manager 
concerned with over-all com- 
pany sales activities. 





Arvin Makes Changes 
In Sales Staff 


Several personnel changes 
in the sales divisions of 
Arvin Industries, Inc., Co- 
lumbus, Ind., have been an- 
nounced by Raymond P. Sell- 
man, sales manager of its 
television and radio divisions 
and Gordon T. Ritter, di- 
rector of sales, electric 
housewares division. Thomas 
E. Davis, former district 
manager for the housewares 
division in the southeastern 
states, with headquarters in 
Atlanta, has been trans- 
ferred to Columbus as tele- 
vision and radio division dis- 
trict manager for Indiana 
and Michigan. He replaced 
Leslie M. Graham, who is 
now factory representative 
working with the car and 
home division of Goodyear 
Tire & Rubber Co., a na- 
tional distributor for Arvin 
television and radio. 

John W. French has suc- 
ceeded Mr. Davis in the 
southeastern territory on 


housewares. Mr. French will 
make his headquarters in 
Chattanooga and will cover 
eastern Tennessee and all of 
Alabama, Georgia, the Caro- 
linas and Florida. 





Rutgers U. Offers 
Small Business Course 


“Establishing and Operat- 
ing a Small Business” is the 
name of an evening course 
offered this fall by the Rut- 
gers University Extension. 
The course is a combination 
of case histories, trade mag- 
azine study, and special bus- 
iness analyses. Students will 
be encouraged to study the 
trade magazine of their field 
as a supplementary guide to 
practical fundamentals, and 
basic subjects of the course 
include site location, sources 


of financial aid, effective 
stcre layout, management, 
promotion, advertising, and 
others. 

Classes will be held once 


a week in the evening, start- 
ing Tuesday, Sept. 25. Reg- 
istration, costing $22, is now 
taking place at the Rutgers 
Newark Center, 33 Washing- 
ton St., Newark 2, N. J. 


Name New Manager For 
Caloric Stove Sales 


Appointment of Harold 
Tiley as general sales man- 
ager of Caloric Stove Corp., 





HAROLD TILEY 


Widener Bldg., Philadelphia, 
Pa., was announced recently. 

Mr. Tiley has been Caloric’s 
field sales manager for the 
last two years. He joined 
the company as Philadelphia 
area representative in 1929, 
was in charge of the Con- 
servator Division during the 
war, became assistant sales 
manager in 19415 and north- 
eastern divisional sales man- 
ager in 1947. 





How he keeps GROWING 


WILL NOT SHRINK 
TICKS AND STAYS pyr 
rT 
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1936 1938 1940 1943 


500% over ‘6 100% over ‘38 80% over ci) 
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DURHAM \ 
ROCK HARD 
ALL- AROUND 


1945 
115% over ‘43 


What feeds him? YOUR ORDERS-thanks a million! 
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METHODICALLY TESTED AND PROVED SINCE 1934 


A HOT SELLING 
VOLUME ITEM 


CE IE A CEDAR CLOSET —, 


AVERAGE 
SIZE 













JUST IT ON 


Magnificently packaged, Cedacote is compounded of crushed 
genuine red cedar wood and fortified by our process with 
more than twice as much cedar oil as is in natural cedar 
wood. Mixed with water and brushed on closet walls, it 
gives a fragrant, coral-like finish that bonds to plaster, 
wood, wallpaper or metal. Never needs repainting. 


A BILLION DOLLAR MARKET 


After 17 years of methodical testing Cedacote is now 
ready for the vast market of 47 million homes, with multiple 
closets, chests of drawers, etc. Cost per closet is less than 
1/5 that of cedar wood. 

Publicity in magazines, paid advertising in magazines, 
newspapers, radio and TV insure volume and profit for you. : 

Cedacote is the original proved product. Beware of imita- WALDORF ASTORIA WROTE about 


Wie Yn 
GUARANTEE & 


Cedacote is guaranteed to 
Contain more than twice as 
much red cedar oils (which 


moths detest) as 
. . ce 
itself. dar wood 
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Featured by 
Housewares Depts. 







° 
Many Leading Stores 

















tions not tested by time and country’s leading testing Cedacote, “We are using it in refinishing 
authorities. _ P ’ closets in our Tower Apartments and find it 
Write for jobbers name and details. very satisfactory.” 
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it’s easy 
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STUDIO DECALS 
ALPHABET and 
NUMERALS .. . 
have many uses in 
home, farm, factory 
and school. Made of 
finest decal paints 
for inside or out- 
side use. Sturdy dis- 
play box comes in 
2 size assortments, 
6 or 12 each. Refill 
orders accepted 
after purchase of 
original display. 
Sizes: Ya", 1°, 2". 
3”, 34%". 


STUDIO STENCILS — ALPHABET and NUMERALS . . . for making 
signs, house numbers, for marking farm and military equipment, 
school work and hundreds of other uses. Available in 1”, 1", 
2”, 2/2”, 3”, 4”. Boxed to sell from 90c to $1.80 retail. pull the trigger. It’s as simple as that... and NO cleaning 


WRITE FOR PRICE LIST. ALSO ASK FOR DECORATIVE required —the compound never touches the sides of the gun! 
BORDER AND TEXTILE STENCIL LITERATURE. Your JOBBER can supply you. 


CALBAR PAINT & VARNISH CO. 


Manufacturers of Technical Products 


ag? 1074 So. La Cienega Blvd. 
MARTIN IRASEL C0. ea Adie 35, Calif. 2612-26 N. Martha Street * Philadelphia 25, Pa. 
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. ibe 
king compound cartridge 
No wonder more and more contractors and home owners are 
demanding famous CALBAR Caulk-O-Seal in the convenient 
“HOLE-IN-TOP’’ Cartridges! They just insert the Cartridge into 
any CALBAR cartridge caulking gun, replace the gun nozzle and 


























Make over 33'5% profit 
on Edmont Work Gloves 


(world’s largest selling “coated” line) © 





Every dozen packed 

in strong-selling display. 

Cashes in on the demand for 
LONGER-WEARING WORK GLOVES 
AT LESS COST 







the modern “working man’s” gloves 


“*GRAB-IT’’—for tough handling jobs: 


Wet or dry, Grab-it gloves grip safely, 
wear 5 to 10 times longer. 


Comfortable fabric, with extra tough natural 
rubber tread on palm and thumb, or overall. 


Far outwear higher priced leather or leather palm. 


and more comfortable than unlined 


rubber. Snag and tear resistant. 


Easy on, off—because of fabric lining. ANN 
Choice of styles. \ 


PLASTIC coated gloves: ) 


» \ \ 
° P ° ral 
Long wearing, flexible, economical. a’. 


Fa 


Resist the most severe abrasion. + 
All-over or palm-and-thumb coated; several styles. 


Big sellers to people who work 

with their hands. Preferred for 
comfort, economy and sure grip. 
Styles: knitwrist, safety cuff, gauntlet. 


(Not recommended for use in oil or grease.) 





‘‘NEOX’’ Gloves resist grease, 
acids, caustics, solvents: 


Edmont NEOX (reinforced neoprene) 
coated gloves wear longer. 


Tougher than ordinary neoprene, safer 





SPECIAL OFFER TO DEALERS: Send 25¢ for Sample Pair 





Edmont Mfg. Co.,1214 Walnut St., Coshocton, Ohio 


Please send Pocket Catalog, price list and sample pair 
of gloves checked below. 25c enclosed to cover mailing. 








00 Grab-it Natural C) Edmont (DD Plastic 
Rubber Coated NEOX Coated Coated 
Store Name 
Street_ 
City. Zone. EE 





Your Jobber’s Name_— 
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HARDWARE BRIEFS 








Alabama 


Lewis T. Byrum and Sam 
B. Plummer have acquired 
stock of the Byrum Hardware 
Co., Ensley, Ala., from the 
estate of the late George R. 
Byrum. The new owners plan 
numerous improvements in 
the store. 


Arkansas 


Moore Hardware & Furni- 
ture, Rison, Ark., was badiy 
damaged by fire early in July. 


California 


Weaver Hardware at 2709 
Vista Drive, Bakersfield, has 
been sold to Mr. Preston, who 
is changing the name of the 
business to Alta Vista Hard- 
ware. New lines will be added. 








Colorado 


Roscoe Wilkins and O. 
Bruce Goffe, Goffe-Wilkins 
Hardware, Colorado Springs, 
have purchased Colorado 
Springs Hardware, Inc., and 
will operate both stores. 





—® 


Georgia 
Fuller Hardware & Supply 
Co., Monroe, Ga., recently 


opened a new basement dis- 
play room. 





Wilson Hardware Store, 
143 E. Main St., Decatur, IIl., 
is being liquidated. 





lowa 


Mark Biddle has purchased 
the Best Hardware store in 
Charles City and will operate 
it as Biddle Hardware. 





The Sedlacek brothers, own- 
ers of Sedlacek Hardware & 
Furniture Co., Hanover, have 
purchased the Beattie Hard- 
ware store in Marysville, and 
are remodeling it. 


The Miner Hardware store 
in Ness City has been pur- 
chased by Glen Cavenah and 
will be operated as Central 
Hardware. 


Michigan 
Max C. Falk has purchased 


the stock and fixtures of the 
M. L. Stebbins Hardware 
Store, 1321 W. Dayton St., 
Flint. The store will be oper- 
ated as Falk’s Hardware and 
with an enlarged stock. Steb- 
bins Hardware continues to 
operate another hardware 
store at 3217 Detroit St. 





Missouri 


Fire damaged the basement 
of the Human Bros. Hard- 
ware Co. store at 30 N. Cen- 
tral Ave., Clayton, in July. 


Fred Gipson has purchased 
the hardware and furniture 
business in Lockwood, from 
Ray Caldwell. The business 
was established in 1893 by 
the late H. G. Caldwell, father 
of the recent seller. 


The H. R. Little Hardware 
store in Canton, owned and 
operated by Hallie Little, re- 
opened in July in its rebuilt 
two story building. The 
premises had been badly dam- 
aged by fire in January. A 
complete new stock and new 
fixtures were installed in the 
store. 


ee 


Nebraska 


Farmer’s Hardware is the 
name of the new hardware 
store opened recently by Fred 
Hasenpflug in the Becker 
Building in Creighton. Mr. 
Hasenpflug had previously 
been employed for about 30 
years in another hardware 
store in the same town. 


The Crawford Hardware 
Co., Crawford, has been pur- 
chased by John P. Davis 
from its former owners Mr. 
and Mrs. James Soester. Mr. 
Davis was previously post- 
master in Crawford. 


Hoagland Hardware re- 
cently moved from its old 
quarters in Lincoln to its new 
store, constructed by the 
firm, at 24381 N. 48th St., 
Lincoln. 





New York 


R. Clayton Albright, 4 
grandson of the founder of 
the 86 year old Albright 
Hardware, Albany, N. Y., has 
become a part owner of the 
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business with his father, Wil- 
liam J. Albright, the business 
having been _ incorporated. 
The firm’s three stores in- 
clude that at 399 S. Pearl St., 
at which address the business 
was founded. 





Oklahoma 


Leland Harrell has bought 
the interest of his former 
partners Mr. and Mrs. D. E. 
Rogers in the Harrell-Rogers 
Hardware store in Heaven- 


ger. The business will be 
operated as Harrell Hard- 
ware. 


Mr. and Mrs. George Mars- 
ton have purchased the John- 
son Hardware in Fargo. 








Oregon 

Mr. and Mrs. Frank ©. | 
Andreson have purchased the 
Marshall-Wells store on N. 
Main St., Heppner, from Mr. 
and Mrs. W. C. Kenagy. 





Louisiana 


The hardware department 


| 
| 





of Ruston Hardware & Fur- | 


niture Co., Ruston, was re- 
cently purchased for separate 
operation by L. C. Aycock 
and M. A. Knotts. 





South Dakota 


The Marshall-Wells store 
at Redfield, formerly owned 
by Don and Lee Trisler, was 
recently purchased by Cliff 
Uttenhove and is now oper- 
ated as Cliff’s Hardware. 








Maidment Heads Sales 
For Thomas Mfg. Co. 
The appointment of Bert 
W. Maidment as sales mana- 
ger of Thomas Manufactur- 





BERT W. MAIDMENT 


ing Corp., Newark, N. J., has 
been announced by Islyn 
Thomas, president. The com- 
pany manufactures plastic 
toys, novelties, household and 
industrial items. 

Mr. Maidment has been 
with the firm since its found- 
ing and his experience in the 
plastics industry covers a 
span of 17 years. During this 
time he has served in produc- 
tion, sales, advertising, mer- 
chandising, and sales promo- 
tion capacities. 





Lindsay Resigns 


Philip E. Lindsay has re- 
signed as of Sept. 1, as vice 
president and general mer- 
chandising manager of Cook 
Chemical Co., Kansas City, 
Mo., in which capacity he di- 
rected advertising and mer- 
chandising of Real-Kill Bug 
Killer. He is opening his own 


advertising agency under the 


name Philip E. Lindsay Ad- | 


vertising Agency, 1207 Grand 
Ave., Kansas City, Mo. 





Barnes Mfg. Purchases 
Shasta Pump Co. 


Millard H. Pryor, presi- 
dent, Barnes Mfg. Co., Mans- 
field, Ohio, pump manufac- 
turers, has announced pur- 
chase of all of the assets of 
the Shasta Pump Co., Oak- 
land, Calif. From now on 
the organization will be 
known as_ Barnes - Shasta 
Pump Co., with the Shasta 
unit operated as a_ wholly 
owned subsidiary and manu- 
facturing the complete line 
of Barnes pumps for dis- 
tribution on the west coast. 
The new organization will 
continue to produce the for- 
mer Shasta line under the 
Barnes trade name. 

Barnes Mfg. Co. has been 
producing pumps since 1895 
as well as a complete line 
of plumbing brass goods for 


home use. Shasta Pump was 


organized in 1945. 


Sales policies of the new | 


company will parallel close-' 


ly those of Barnes and will 
be directed from Mansfield 
by Fred B. Hout, vice-presi- 
dent in charge of 
William Stillwell, previous- 
ly west coast manager for 
Barnes, is now 
ager of the Barnes-Shasta 
Pump Co. J. E. Piccardo 
former president of Shasta 
Pump, is now an operating 
vice-president of Barnes- 
Shasta Pump Co. and will 
continue pump research and 
development work for 
Barnes. 
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NEW Double-Duty Chamois- Substitute 


mira-sham 
Sells ou Sight 


BIG 18”x19” SIZE 
Only 79¢ Retail 
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Every car owner and householder who sees or hears about 
mira-sham® wants one instantly because it’s a whiz for 
streak-free, lint-free wiping; doubles too as a sponge or 


washrag. Does jobs ordinary chamois could never do " 
—yet retails for }4 to 4 as much, lasts up to three times 
as long. 


YOU START CASHING IN THE 
INSTANT YOU SET UP THIS DISPLAY 


Unlike ordinary chamois, mira-sham (made of non- 
woven fabric and latex) is not hurt by soaps or detergents, 
so is ideal for WASHING autos, windows, 
most other surfaces, too. Then rinse, wring out and 
mira-sham wipes surfaces dry, leaving no lint or streaks. 


mirrors 


Can even be used to clean oil or road tar off your car, 
for neither grease, oil, gasoline, alcohol nor paint-remover 
can hurt mira-sham. Doesn't get | 


Vex ; ‘ 
te hard or shrink even when boiled or 


mira. ahaa 
washed; actually improves with use. 
18” x 19” 
is packaged in 


mira-sham in the 
retailing at 79c, 
attractive self-selling consumer 
cartons, 24 to a case. Your 
cost only $12.32 per case! 


size, 


Further details on request— 
or ask your jobber. Order 
today! 





Distributed by 


miracloth Corporation 
Daily News Bidg., 400 West Madison Street, Chicago 6, Ill. 


woy-13 
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Wickstrum Elected 
Sylvania Officer 


Barton K. Wickstrum, gen- 
eral sales manager of the 
lighting division of Sylvania 





BARTON K. WICKSTRUM 


Electric Products, Inc., has 
been elected vice president 
and director of sales. He suc- 
ceeded Robert H. Bishop who 
resigned to join another com- 
pany. 

Charles A. Burton, lamp 
sales manager, succeeds Mr. 
Wickstrum as general sales 
manager of the lighting di- 
vision. 


Skillman Moves Into 
New, Larger Plant 


The continued expansion of 
the Skillman Hardware Man- 
ufacturing Co., Trenton, N. 
J., was marked recently by 
the completion of its new 
and larger plant and office 
building at 1700 North Cal- 
houn St., Trenton. 

The new, modern building, 
located on a 13-acre tract and 
containing 40,000 sq. ft. of 
floor space, will be followed 
shortly by two additional 
buildings—a foundry and a 
grinding shop—and a ware- 
house. 

The Skillman Company, 
which was founded in 1865 
as the Trenton Lock Co., 
today produces 21 complete 
lines of builders’ hardware, 
according to Edward F. Sut- 
phin, general manager, and is 
planning to introduce several 
new items this fall. 





Heads Hotpoint Staff 
For Dealer Training 


A completely new approach 
to dealer sales training which 
will utilize the background 
and experience of veteran 
staff consultants was an- 
nounced by Edward R. Tay- 
lor, vice president, Hotpoint, 
Inc., Chicago. Heading the 


142 


company’s new sales training 
division will be D. D. Thomp- 
son, who has been specializ- 
ing in sales promotion during 
his two years at Hotpoint. 
Mr. Thompson has had wide 
experience in all phases of 
the appliance business, in- 
cluding retail selling in stores 
and also door to door sales, 
as a manufacturer’s sales- 





D. D. THOMPSON 


man, and advertising and 
sales promotion capacities, 
The new sales training di- 
vision will utilize the experi- 
ence of a consultant staff in- 
cluding Ralph C. Cameron, 
specialist on dishwashers and 
disposals; David C. Marble, 
for many years associated 
with the electric range in- 
dustry; Lloyd I. Sweetland, 
home laundry administrator; 
Floyd M. Slasor, who has 
had more than 20 years’ ex- 
perience in the refrigerator 
field; George Westfall, mar- 
ket research specialist; and 
Patrick Monaghan, author of 
books relating to selling in 
the retail home equipment 
field based on a background 
of more than 30 years’ ex- 
perience in all phases of 
salesmanship. ; 
The sales training division 
will operate as part of 
the merchandising depart- 
ment coordinating programs 
with the company’s major 
marketing objectives. 





Royal Electric Buys 
Socket Manufacturer 


Joseph G. Riesman, presi- 
dent of Royal Electric Co., 
Inc., Pawtucket, R. I., has 
announced the acquisition by 
Royal of Nu-Way Electric 
Mfg. Co., Brooklyn, N. Y., 
socket manufacturer, All of 
the machinery and equip- 
ment has been moved to 
Royal’s Pawtucket plant, 
which is now in production 
on the line of sockets form- 
erly made under the Nu-Way 
name. 


Plans for broadening the 
socket line are being made, 
and inquiries from wholesale 
distributors on these new 
lines are invited. 





Foster Directs Sales 
For Peters Cartridge 


C. K. Davis, president and 
general manager, Remington 
Arms Co., Inc., Bridgeport, 
Conn., has announced ap- 
pointment of W. H. Foster, 
Jr., as manager of ammuni- 
tion sales, for the Peters 
Cartridge Division. Mr. Fos- 
ter succeeds the late John H. 
Otterson and has been associ- 
ated with the Remington or- 
ganization since 1936. Start- 
ing as a sales student he later 


became a member of the 
Peters Cartridge Division 
field force. 


Prior to his new appoint- 


ment he was manager, trade 
analysis section, manager, 
skeet and trap promotion sec- 
tion and special assistant to 





W. H. FOSTER, JR. 


the assistant director of sales. 
He is the son of the late 
William Harnden Foster, who 
originated the sport of skeet 
shooting. 








Geo. Worthington Holds Toy and Gift Show 


(Continued from page 132) 


wares, and hardware and 
plumbing lines. 

A new 1951 Toy Catalog 
was distributed to all Worth- 
ington customers to assist 
them in buying and merchan- 
dising their toy lines. How- 





ard W. Murray, sales mana- 
ger, said that this was one 
of the most successful toy 
and gift shows given by the 


firm, and plans are being 
made for a bigger show in 
1952. 


Dealers looking over some of the gift suggestions shown 


at Worthington’s 
rooms. 


Yuletide decorations 


1951 Gift and Toy Show in its show- 


added to the 


atmosphere 


during the exhibit which attracted dealers from 12 of the 
states covered by the wholesale organization. 
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A practical, well-built Lawn Sweeper that keeps grass 
plots, walks and driveways clean with minimum labor. 
The moderate price you can write on the tag, attracts 
many a sale. An item worth keeping on display from 
early spring until late fall. Information on request. 


an Attractive Profit Item 


20” brush of heavy bassine 
fibre, sweeps leaves, grass, 
twigs, stones, paper, etc. 
Instantly adjustable for 
height. Metal bottomed 
canvas hopper holds 4 
bushels. Tubular steel 
handle. Aluminum alloy 
castings. 142” rubber tires. 
Durably made; attractively 
finished. Weight 29 Ibs. 
Individual carton packed. 
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Collapsible for easy storage 
MANUFACTURING CO. 
Dept. LS-20, Springfield, Ohio 
POWER & HAND LAWN MOWERS 
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Join the WHITNEY Parade 
to BIGGER FALL PROFITS 








WHITNEY’S 
SUPER: 
rEFINES LAWN SEED 


e Fall means sowing season .. . people looking 
for WHITNEY’S Seed to grow beautiful lawns. 
With the new transparent plastic package display- 
ing WHITNEY mixtures, your customers can see 
before they buy. Tie in your sales with the na- 
tional metropolitan newspaper advertising cam- 
paign, bringing more customers into your stores 
to buy WHITNEY ’S Seeds. Write for your infor- 
mation on prices, advertising plans and FREE 
Dealer Helps today. 














Buffalo 5, N. Y 


WHITNEY SEED CO., INC 
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“SINCE 1888” 


A complete line of hand, continuous, compressed air, knap- 
sack, bucket, wheelbarrow and barrel sprayers. Also hand 
and crank powder insecticide dusters. We are the origi- 
nators of sprayers and our products are of outstanding 
quality in engineering, modern design and performance. 


The famous Smith INDIAN FIRE PUMP is unexcelled 
for Civilian Defense fire fighting. Send for catalog. 


BANNER Compressed Air Sprayer 


The outstanding compressed air sprayer. 
Open or funnel top. Galvanized or solid 
copper tank. Non-clog angle nozzle. 


E-Z 5 Gal. Knapsack Sprayer 


The finest 
knapsack 
sprayer 


made. Pump 
lever de- 
velops high 


pressure 
easily while 
spraying. 
5 gal. zinc- 
grip steel or 
copper tank. Tank 
is air conditioned 
so dampness does 
not reach the back, 
Adjustable brass 
nozzle. 


SPEEDEX Garden and 
Tree Spra 
of prayer 


All brass, very 
aie popular, large ad- 
<= justable nozzle 
for spraying trees, 
shrubbery, flowers, 
weed killing, ete. 






JIM DANDY 
Cart Sprayer 






My 








The king of sprayers. 5 gal- 
lon extra strong compressed 
air tank. Pressure gauge. 12 
foot hose. Balloon tires. Rol- 
ler bearings. Brass valve and 
adjustable nozzle for long 
distance and fine spray. 


BLIZZARD SPRAYER 


Pint, Quart, (39 ounce). Sprays any 


liquid. Continuous, «Seamless brass 
pump barrel. Solid copper tank. Ap- 
pealing streamline design. Highly pol- 
ished. Finest continuous sprayer made. 


A808 Orewa ros 4ey mae 


“GIANT 
DUSTER 















WHEELBARROW 
SPRAYER 


Steel wheel or bhal- 
loon tire. High pres- 
sure tank if desired. 
For all spraying pur- 
poses. 18 gal. bucket 
tank. Constant high 
pressure. 


Finest quality made and 
very easily operated. Ad- 
justable feed lever. Preci- 
sion built for hard service. 


D. B. SMITH & CO. 


(Originators of Sprayers Since 1888) 
420 MAIN STREET e 


UTICA 2, NEW YORK 












Pritzlaff Merchandise Fair 
Stresses Gift Selling Theme 


(Continued from page 133) 


likely to lead to out of stock 
conditions on items in de- 
mand. 

His advice was that buying 
should be curtailed or halted 
on slow moving or unseasonal 
merchandise, but should be 
maintained on fast moving, 
seasonal items. 

Mr. Berryman suggested 
as a guide for dealers, to 
insure profitable operations, 
the following points: Buy 
wisely; train your sales- 
people; sell aggressively and 
pay promptly. 

The Tuesday morning ses- 
sion, under the chairmanship 
of Edward F. Pritzlaff, vice- 
president of Pritzlaff, in- 
cluded an introduction to the 
dealers of all the buyers and 
sales promotion members of 
the company. 

This was followed by a 
stimulating address by W. H. 
Gove, Minnesota Mining and 
Manufacturing Co.’s sales de- 
velopment department. Mr. 
Gove’s talk, combining humor 
with common sense, stressed 
the importance of getting 
back into the habit of doing 
a good selling job. He 
stressed the importance of 
the service aspect in retail 
selling and commented that 
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Edward Pritzlaff, vice-president and secretary, presiding at the second dealer meeting. Seated 
are buyers and officers of the company, and at far right is Bill Gove of Minnesota Mining & 
Mfg. Co., the principal speaker of the meeting. Seated, left to right, are Art Schimmelpfennig, 
Ed Halisch, Louis Koch, Ed. Stamm, Fred Luedke, and Bill Gove. 


the record of successful sales 
efforts invariably shows great 
stress being placed on giving 
real service to a customer. 

Mr. Gove also commented 
that many salespeople have 
neglected the art of suggest- 
ing the purchase after its 
value to the prospective buyer 
has been outlined. No one, 
he said, has ever lost a sale 
by suggesting a purchase, but 
to the contrary additional 


John Pritzlaff, vice-president 

and treasurer of  Pritzlaff 
Hardware, welcomed dealers 
to the opening meeting. 
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sales can often be made by 
having the salesman suggest 
a suitable quantity or style. 
Chief theme of the Merchan- 
dise Fair was selling Christ- 
mas Gifts. This theme was 
supported by a new gift 
wrapping deal for hardware 
dealers introduced at the 
Fair under Pritzlaff spon- 
sorship. This deal included 
a simple counter stand hold- 
ing six rolls of assorted gift 
wrapping paper and eight 
rolls of the new Sasheen 
ribbon in various colors and 
widths. 

The booth at which this 
material was shown by Ruby 
Products Co., and at which 
simple methods of tying bows 


Dealer meetings held in conjunction with the Merchandise 
Fair were well attended, as this view of a meeting shows. 


and wraps was demonstrated, 
was easily one of the most 
crowded booths at the Fair. 

The Christmas gift theme 
was also supported by a new 
tabloid size, four-color con- 
sumer broadside developed by 
Pritzlaff for the use of its 
dealers to encourage gift 
buying at hardware stores. 
This broadside put heavy em- 
phasis on the national brand 
merchandise carried by hard- 
ware stores. 

Another unusual feature 
of the Fair was the first 
showing at a hardware show 
of the $150,000 collection of 
small housewares items by 
Rival Mfg. Co. This collee- 
tion consists of everyday 
household items made of gold 
and studded with diamonds 
and rubies. 

Buying at the show was 
somewhat selective, with 
greatest interest being shown 
in gift items, new products 
and in items being backed 
with special promotions. 


Heads Branch Unit 


United States Plywood 
Corp., 55 W. 44th St., New 
York 18, has appointed 
Jerry D. Kayne as manager 
of its distribution unit at 
New Hyde Park, Long 
Island, N. Y., according to 
Monroe W. Pollack, vice- 
president. During the past 11 
years Mr. Kayne was sales- 
man for the company in 
Chicago, Los Angeles and 
Peoria. 
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as 
TRADITIONALLY 


AMERICAN 


as the 


BALD EAGLE 


This lock set prac- 
tically settled American frontiers because of its high-quality iron 
and is still doing yeoman service casting which resists rust far bet- 
in a thousand and one ways and __ ter than steel. The ground-finish- 
places. From Canada to Texas’ ed bolts and latches; the snappy 
it is the answer to inexpensive, long-wearing action of doubly- 
adequate, and easily installed inspected parts make it the old 
locks. For over 71 years it has American standby in Skillman’s 
been thebest long line of readily available, 
made _ reasonably priced hardware. 





| | : E. & C2 


KNOB LOCK SET 


* PROMPT SHIPMENT 
* RIGID INSPECTION 











* HIGHEST QUALITY PARTS SKILLMAN HDW. MFG>Co. 
* FOR 71 YEARS THE BEST MADE TRENTON-4 ° N.J. ° U.S.A. 
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NEWS OF 


MANUFACTURERS’ AGENTS 








Oldham-Rust Elects 

Four New Officers 
Oldham-Rust Co. Ine., 10 

Murray St., New York 7, 

N. Y., has announced the 

election of David Warren 









DAVID WARREN 


and Harold B. Meyers as 
vice-presidents of the com- 
pany. Philip S. Rust, a mem- 
ber of the firm since 1946, 
was elected assistant secre- 





HAROLD B. MEYERS 


tary, and. Peter Barry has 
joined the company’s sales 
force. Schuyler H. Rust and 
Gordon V. Oldham, founders 


of the firm in 1923, remain 
as president and secretary- 
treasurer respectively. 





PHILIP S. RUST 


Mr. Warren joined Old- 
ham-Rust in 1929, and Mr. 
Meyers has been with the 
company since 1933. 





A. R. Bauer Becomes 
Manufacturers’ Agent 


Albert R. Bauer has re- 
signed as secretary-treasurer 
of the Saginaw Mfg. Co., Sag- 
inaw, Mich., and from the 
board of directors of the Na- 
tional Washboard Co., Chi- 
cago, Ill. He will continue 
to handle the products of 
both firms as manufacturers’ 
representative, covering the 
states of Michigan, Indiana, 
Ohio and West Virginia. Mr. 
Bauer also plans to add sev- 
eral more lines for represen- 
tation in this territory. ' 


Represents Acorn 


John L. Wiggins, Jr., 3226 
Harbor View, Tampa, Fla., 
has been appointed repre- 
sentative for the Acorn 
Mfg. Co., Mansfield, Mass. 





He will sell the company’s 
Rist-O-Krat line of colonial 
black iron and brass build- 
ers’ hardware specialties in 
Florida. 





The sales territory handled 
by Richard G. Ungar & As- 
sociates of Cincinnati, for 
Embree Mfg. Co., Elizabeth, 
N. J., manufacturers of fur- 
niture and wood working fin- 
ishes and polishes, has been 
expanded to include all of 
northern Ohio, with the ex- 
ception of Toledo, which is 
handled by Don Rose Asso- 
ciates. Boyd Shepler, with 
offices in Los Angeles, suc- 
ceeds Roy Saxon, who previ- 
ously handled the Embree 
lines in the entire west and 
northwest areas. John Bron- 
son is sales representative for 
upper New York state. 





Appointment of five new 
manufacturers’ representa- 
tives by Car-Ree-All Prod- 
ucts, Inc., Minneapolis, Roll- 
A-Vac manufacturers, is an- 
nounced by H. A. Halvorson, 
executive vice president. 

New representatives are: 
James E. Newton, Salt Lake 
City, Utah; Harrison Sales, 
Inc., Detroit Mich.; Otto A. 
Nurkkala, Minneapolis, 
Minn.; H. D. MacRae, Ro- 
chester, New York; Hoobler 
& Schwartz, Chicago, Illinais. 

Thomas D. Hughes, 1518 
Memorial Ave., S.W., Roan- 
oke, Va., has been appointed 
factory representative cover- 
ing Virginia and W. Virginia 
for Sani-Can step-on re- 
ceivers. Announcement was 
made by T. W. Morrissey, 
vice president of Sanitary 
Receiver Co., Inc., Dunkirk, 
N. Y. 








J. W. Westbrook Co., 119 
Peachtree Circle, N. E., At- 
lanta, Ga., has been named 
to represent the Parker Mfg. 
Co., and the Snell Mfg. Co., 


both of Worcester, Mass., in 
Alabama, Florida, Georgia, 
Mississippi and South Caro- 
lina. 





G. M. Baird & Co., has been 
appointed as manufacturers’ 
representative for Scovill 
Mfg. Co., Waterbury, Conn., 
in Alabama, Florida, Georgia, 
Kentucky, Louisiana, Missis- 
sippi, North and South Caro- 
lina, Tennessee, and Virginia. 
The Baird firm will handle 
Scovill’s Green Spot garden 
hose accessories. 





Amsteen-Palmquist Co., Chi- 
cago, which has long handled 
the Smoothcut can opener line 
for Regina Corp. of Rahway, 
N. J., has also been given the 
midwest area for the lat- 
ter company’s Electrikbroom, 
floor polisher and scrubber 
and floor machine. W. T. 
Weaver, general sales mana- 
ger of Regina recently an- 
nounced the appointment. 





J. A. Wright & Co., Keene, 
N. H., makers of Wright's 
Silver Cream, has announced 
appointment of three repre- 
sentatives. L. C. Brittingham, 
State Theatre Bldg., P. 0. 
Box 705, Harrisburg, Pa., 
will cover that area. James 
O. Brown Co., 1218 First Na- 
tional Bank Building, Scran- 
ton 3, Pa., will handle the 
Scranton district. Western 
Maryland will be covered by 
E. B. Long Co., 137 E. North 
Ave., Baltimore 2, Md. 





Leonard L. Minthorne Co., 
Inc., Weatherly Bldg., Port- 
land, Ore., will handle the 
Moody Kit line of small pre- 
cision tools in Montana and 
Utah and in British Colum- 
bia, Canada, for Moody Ma- 
chine Products Co., Ince, 
Providence, R. I. Walter In- 
dustries, Inc., 725 2nd St., 
San Francisco, Calif., will 
cover the western coast states 
and Hawaii. 








Heads Martin Sales 


The Martin Rubber Co., 
Inc., Long Branch, N. J. has 
appointed Joseph G. Seck as 
vice president in charge of 
sales according to an an- 
nouncement by Walter L. 
Tepper, president of the com- 
pany. Previously Mr. Seck 
was manager of the consumer 
products division of David- 
son Rubber Co., Boston, Mass. 
Mr. Seck’s appointment is 
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part of an expansion pro- 
gram of the company which 
manufactures industrial rub- 
ber parts, rubber toys, hard- 
ware and household parts. 





Hold Employee Picnic 


McDougall-Butler Co., 
Inc., Buffalo, N. Y., paint, 
varnish and enamel manu- 
facturers played host to 200 
employees and families at 


Clarence, N. Y., Aug. 20. A 
continuous program of 
games and sports, refresh- 
ments throughout the day 
and dinner that evening at 
the Automobile Club, Clar- 
ence, and home talent enter- 
tainment completed the pro- 
gram. 

Short addresses of wel- 
come were given by II. J. 
Miller, executive vice-presi- 
dent and Edward J. Butler, 
vice-president. 


Gary Screw Appoints 


Gary Screw & Bolt Divi- 
sion, Pittsburgh Screw & 
Bolt Corp., Chicago, II]., has 
announced appointment of 
William N. Hoelzel, manager, 
railroad sales, and John C. 
Jewett, assistant manager of 
sales. Both men have long 
been associated with the 
company in sales capacities, 
Mr. Hoelzel having formerly 
been assistant manager, rail- 
road sales. 
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Thermoid Selects Six for Training Program 





Six candidates from June's 


college graduates to begin an 


intensive one year sales-management training program with 
Thermoid Co,. Trenton, N. J., have been selected from a 


field of more than 75 applicants. 


The training program 


will prepare men for advancement to sales and executive 
positions with Thermoid by taking each man individually 
through every phase of the company’s manufacturing oper- 
ations. Shown here, left to right: Edmund A. Burroughs, 


Richard B. Connell, Joseph 


Kearns, and Benjamin Harper. 


H. Bedson, Jr., Michael J. 


James H. Seibel is not shown. 








Portable Electric 
Makes Appointments 


A. W. Miller, president of 
Portable Electric Tools, Inc., 
320 W. 88rd St., Chicago 20, 
Ill., recently announced three 
new appointments. E. P. 
Wilmsen, formerly a super- 
visor in the tax department 
of Lybrand, Ross Bros., & 
Montgomery is now con- 
troller. W. C. MacLean, at- 
torney, is secretary of the 
company. 

W. C. Hay, formerly man- 
ager in the operations divi- 
sion of Marshall Field & Co., 
Chicago, is manager of the 
service and traffic department 
for the company, which 
manufactures portable elec- 
tric tools for home, workshop, 
farm and industry. 





Tully Joins American 
Mfg. Sales Staff 
William Tully has joined 


the sales department of 
American Mfg. Co., Noble & 





WILLIAM TULLY 


West Sts., Brooklyn 22 N. Y. 
Mr. Tully, who formerly 
worked for the Government, 
will cover upper New York 
state and the New York City 
area. 





Monarch Marking Co. 
Announces Promotions 


Robert C. Kohnle, president 
since 1941 of Monarch Mark- 
ing. Systems Co., Dayton, 
Ohio, maker of price marking 
systems and equipment, was 
elected chairman of the board 
at a special meeting of the 
board of directors. Edward 
L. Kohnle, secretary-trea- 
surer for 31 years, will suc- 
ceed him as president, and 
will also take over the duties 
of general manager of the 
firm, succeeding Lowell P. 
Reiger. Mr. Reiger has re- 
signed those duties, but re- 
mains as a member of the 
board and first vice-president 
of the company. 

Clyde C. Miller has been 
promoted to the position of 
vice-president and director of 
sales, and Robert E. Derby 
was made vice-president and 
manager of the Pacific Coast 
factory. Harry J. Fravert, 
formerly assistant treasurer, 
was named to the office of 
secretary and treasurer. 





West Bend Bean Pot is 
Cited for Good Design 


The electric bean _ pot 
manufactured by West Bend 
Aluminum Co., West Bend, 
Wis., has been selected for 
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display in the National 
“Good Design” Exhibit at 
the Merchandise Mart, Chi- 
cago. This exhibit, sponsored 
by the Museum of Modern 
Art of New York and the 
Merchandise Mart, is de- 
signed to stimulate the best 
modern design in home fur- 
nishings and housewares. A 
permanent display of prod- 
ucts selected for Good Design 
honors will be maintained on 
the 11th floor of the Mart. 





S. M. Abrams Directs 
Emerson Radio Sales 


Stanley M. Abrams has 
been appointed acting direc- 
tor of sales of Emerson 
Radio & Phonograph Corp., 
111 Eighth Ave., New York 
11, N.Y. He succeeds Charles 
Robbins, who resigned as 
Emerson vice-president and 
sales director for the presi- 
dency of the new distribut- 
ing company, Emerson-Mid- 
west Corp., Chicago. 

Mr. Abrams joined the 
firm in 1945, becoming a 
member of the sales staff in 
1947. A year later he was 
appointed regional sales 
manager, and in 1950 he be- 
came television sales man- 
ager. 


Cotter Shows New Lines 
At Fall Dealer Meeting 


The latest merchandise of 
125 manufacturers was dis- 
played at the Fall Merchan- 
dise Show and dealer meet- 
ing of Cotter & Co., dealer- 
owned wholesaler, 365 E. 
Illinois St., Chicago 11, IIl., 
held August 6 and 7 in the 
company warehouse. More 
than 100 dealer-members 
were present. 

The 1952 consumer adver- 
tising program, which in- 
cludes catalogs, circulars, 
display kits, weekly window 
banner service, and a news- 
paper mat program, was out- 
lined. Following a dinner 
held Aug. 7 at the Sheraton 
Hotel, the operations of the 
company and the business 
outlook for the balance of 
the year were discussed. 





Clark Wire & Supply 
Completes New Plant 


Clark Wire & Supply 
Corp., has announced com- 
pletion of its new plant in 
Houston, Tex., to manufac- 
ture screen wire. The com- 
pany’s address is 2120 
Canada Dry St. 
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A. M. Phelan 


A. M. Phelan, 72, who was 
for many years well known 
as a manufacturers agent in 
business for himself in New 
York City, died Aug. 24 after 
an illness of several days. He 
was a past president of the 
Hardware Boosters and was 
well known in builders’ hard- 
ware circles. His widow and 
his daughter survive. 





Arthur E. Moreau 


Arthur E. Moreau, 66, J. J. 
Moreau & Co., Manchester, 
N. H., died recently at his 
home in that city. Associated 
with the company since 1906 
and one of its incorporators 
in 1946, he was also president 
of Amoskeag Industries, Inc., 
formed by himself and other 
citizens to acquire the assets 
of the bankrupt Amoskeag 
Mfg. Co. in 1936 and thus 


helped preserve the city’s 
standing as an_ industrial 
community. 

Mr. Moreau had _ been 


mayor of the city from 1926 


to 1931, and was on the mili- 
tary staffs of two governors. 
He had been a director of the 
Public Service Co. of New 
Hampshire, director of Man- 
chester National Bank and 
an officer or director of sev- 
éral philanthropic groups. He 
was a past president and 
former director of the New 
England Hardware Dealers 
Association. 





William B. Johnson 


William B. Johnson, vice- 
president, Summers Hard- 
ware & Supply Co., Jchnson 
City Tenn., passed away re- 
cently. He had been asso- 
ciated with the company for 
44 years, principally in the 
mill supply and _ plumbing 
supply division. 





Harold B. Woolsey 


Harold B. Woolsey, 57, 
who covered the south for 
Mathias Klein & Sons, Chi- 
cago, for 10 years died at 
his home in Memphis, Tenn., 
on July 27. 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


Reo’s service program and of pro- 
viding a service package for dealer 
use. 

Reo’s lawn mower sales in the 
season just ended amounted to $11,- 
865,000, Mr. Briggs reported, which 
represents about 15 pct of entire 
power mower industry’s total sales. 

Commenting on material short- 
ages, Mr. Briggs said that Reo ex- 
pects to continue lawn mower pro- 
duction in substantial volume and 
that the need to sell remains vital. 
Reo plans to hold the line on prices 
for all models, for the present at 
least, he said. 


The company is planning several 
changes in the 1952 models, includ- 
ing a new variable jet carburetor, 
a new automatic starter, use of 
steel wheels and new one-piece 
handles. Production of Reo’s elec- 
tric mower will be increased in 
1952, due to the growing popularity 
of this line. 

The promotional program plan- 
ned for 1952 was described as 
one of the most thorough ever pre- 
pared in the industry and will be 
based on the theme “Service Follow 
Thru in 52.” 





These five top Reo power mower salesmen were honored at a dinner that concluded the 

sales conference held recently by the Lawn Mower Div. of Reo Motors. The men, who col- 

lectively sold almost $12,000,000 worth of power mowers in the past year, are, left to 

right, Fred Hall, Thor Loe, Sam Briggs, sales manager of the Lawn Mower Div., Neil 
Brown, L. T. Beresford and R. Bradley. 





Consumer Pocketbooks Fatter by $13 Billion 
Before Taxes in 1950; Real Income Also Up 


Higher levels of production and 
employment in 1950 raised con- 
sumer money income before taxes 
by 13 billion dollars to about 183 
billion dollars, the Federal Re- 
serve Board reported in part 
three of its 1951 survey of con- 
sumer finances. This installment 
of the study deals exclusively 
with distribution of consumer in- 
come last year. 

Half of the 52 spending units 
last year were estimated to have 
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received higher incomes than in 
1949. One-fifth had lower incomes. 
Increases in income, FRB re- 
ported, were most frequently 
listed by people who had been in 
middle and lower income groups 
in 1949, although all levels shared 
in the general rise. 

The changes raised the median 
spending unit income by 11 per 
cent and the mean income by about 
8 per cent in 1950. Since rises 
in prices and in Federal personal 


income taxes offset only about 2 
percentage points of this income 
rise, there appeared to be a sub- 
tantial gain in average real in- 
come from 1949 to 1950, it was 
added. 

Rapidly rising prices in late 1950 
and early 1951 caught up with in- 
come, however, so that there was 
little change in average real in- 
come between early 1950 and 
early 1951. 

The general upward shift of in- 
come in the postwar period has 
changed the occupational pattern 
of consumer units with incomes 
of $5,000 or more. In 1946, the 
number of self-employed, man- 
agerial, professional, and semi- 
professional with incomes of 
$5,000 or more was twice that of 
skilled and semi-skilled workers 
and clerical and sales personnel. 
In 1950, the two groups were 
about evenly matched in this in- 
come class. 

The tenth of the population with 
the highest incomes received a 
slightly smaller proportion of total 
income in 1950 than in any other 
postwar year, the survey showed. 


Coleman Co. Reports 
Lower Factory Stocks 


Factory inventories of finished 
consumer goods of the Coleman Co., 
manufacturer of home _ heating 
equipment and gasoline appliances, 
are below a year ago, according to 
the company’s report for the first 
six months of this year. Surveys 
in advance of the late summer and 
fall heavy selling season for heat- 
ing equipment disclose a satisfac- 
tory inventory situation at both 
distributor and dealer levels, ac- 
cording to Sheldon Coleman, presi- 
dent and general manager. 

He said that production of ci- 
vilian goods would be maintained 
consistent with the supply of avail- 
able materials. The company now 
has a backlog of $15,000,000 in 
military contracts and Mr. Cole 
man said that military output was 
being stepped up steadily. 


Martin-Senour Lifts 
Sales Restrictions 


The Martin-Senour paint com- 
pany of Chicago has removed all 
limitations on sales, and simul- 
taneously advanced the date of its 
annual national sales conference 
in order to “launch the broadest 
program of sales activity” in its 
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ee IN ALL KINDS OF STORES 


isual fron 


are opening 
stores 
to more business 


When more people can see in, more come in to buy 


What would it cost to open your storefront with glass. 
—to make it a more powerful business-getter?, Why not 
find out right now, by calling your Libbey-Owens-Ford 
Glass Distributor? 

Take advantage of his knowledge of storefront needs 
and materials and costs. He’s a local business man who 
knows local conditions and local codes. And he can put 
you in touch with architects and contractors who do 
storefront work. He can help you make your store the 
outstanding attraction on your street. 

Your L-O-F Distributor has the best and most com- 
plete line of storefront materials—L-O-F Polished Plate 
Glass, Golden Plate to reduce fading of displays, Thermo- 
pane* insulating glass to reduce steaming and frosting, 
Tuf-flex* doors to open up entrances, Vitrolite* glass 
paneling to beautify exterior surfaces. 

Send the coupon for our Visual 
Fronts book and for the names of 
your nearest L-O-F Distributors who 
can give you this complete, helpful 





service. *® / ] 
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For a modern VISUA[E 
Of ee gRONT see your nearest 
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Libbey-Owens-Ford Glass Co. 
6991 Nicholas Building, Toledo 3, Ohio ~ 


Send me your book on Visual Fronts and the names of the nearest 
L-O-F Distributors. 






Meme ~-- 
Print Plainly 
Address —____ 
City ——_____________- Zone ——______State—___—__ — 





We Make 


Shears and Scissors, Letter 
Openers, Library Sets, Hair 
Clippers, Manicure Sets, Sew- 
ing Kits, Tweezers and For- 
ceps, Cash and Bond Boxes. 





No. 1000 
Fire Resistant "Protect-O" Box 


1. Lock with one key; 500 key changes. 

2. Recessed handle. 

3. Two complete steel walls interlined with 
quarter-inch treated asbestos insulation. 
Suitable for all standard business papers. 


Send for Catalog, 
Price List and 
1951 Gift Circular 


UNITED CUTLERY 
& HARDWARE 
PROD. CO. 


108 EAST 16th STREET 
NEW YORK 3, N. Y. 
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@ The most complete Industrial Jack line 

@ Full data on all types and sizes 

@ Time and money-saving use and applica- 
tion recommendations 

@ Shows all construction features and 
specifications 

Write for your copy of this valuable free catalog today! 


ond Center-Hole ~ Hydraulic Pullers 
TEMPLETON, KENLY & CO. 
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history, according to William M. 
Stuart, president. 

Mr. Stuart advised distributors 
and dealers of the end of limita- 
tions, explaining that “we now 
feel our ability to match your 
needs is limited only by your abil- 
ity to sell our merchandise.” Limi- 
tations on new accounts had been 
in effect since the wave of buying 
and threatened material shortages 
following the Korean war. 


Says Consumer Credit 
Not Inflation Factor 


Denying that increased consumer 
credit is largely responsible for cur- 
rent inflationary tendencies in the 
country’s economy, Pacific Finance 
Corp. asserted in its publication, 
Automotive Digest, that the total 
of such credit presently outstand- 
ing expressed as a percentage of 
disposable income after Federal and 
State taxes, is less than before 
World War II. It noted that con- 
sumer credit rose-to more than 
$20,000,000,000 in late 1950 but has 
since fallen to $19,000,000,000. Over 
65 pct of the total is represented by 
instalment loans. The remaining 
credit consists of charge accounts, 
service debts and single payment 
personal loans. 

“Prewar high for consumer 
credit was less than $9,000,000,- 
000,” the finance company con- 
tinued. “This rise has led to the 
erroneous belief that the business 
boom is based largely on individual 
consumers going into debt. 

“However, consumer credit is not 
high relative to price levels and 
individual income. In prewar, con- 
sumer credit ranged between 10 pct 
and 12 pct of, annual disposable 
income. This dropped sharp'y dur- 
ing the war because of lack of prod- 
ucts to buy. In postwar this ratio 
gradually climbed back to a high 
of 10 pct in 1950. Now the ratio 
has dropped to only 8.9 pct, while 
personal income has climbed rap- 
idly.” 


Gas Appliance Sales 
To Show Fall Jump 


A spurt in gas appliance sales is 
anticipated this fall by the Gas 
Appliance Manufacturers Associa- 
tion. In addition to a normal sea- 
sonal gain, easier credit terms are 
expected to stimulate business. 
The organization estimated that 
2,662,000 gas ranges will be re- 
quired for new housing in the 
twelve months ended June 30. 


O-Cel-O and Soilax 
In Fall Price Deal 


Completion of arrangements for 
a fall combination offer of an 
O-Cel-O cellulose sponge and a 
3-lb. box of Soilax have been an- 
nounced by O-Cel-O, Inc., Buffalo, 
N. Y. This two-unit item repre- 
sents a $.98 value, priced at retail 
for $.69. 

The O-Cel-O sponge, selected 
after extensive field and labora- 
tory testing by Soilax, is being 
used to help introduce the new 
3-lb. size of Soilax, manufactured 
by Economic Laboratories of St. 
Paul, Minn. Various size mats 
featuring the combination offer 
are being offered the retail trade 
by Soilax. 

This special related product 
promotion is in addition to the al- 
ready announced O-Cel-O-Glass 
Wax advertising campaign run- 
ning in major women’s magazines 
this fall. The ads feature both 
products for window and mirror 
cleaning. 

“Several other related product 
promotions are under considera- 
tion by O-Cel-O,” according to C. R. 
Hardt, O-Cel-O vice president, 
“all in addition to the extensive 
fall advertising on the O-Cel-0O 
sponges for year-’round cleaning 
in homes.” 


Factory Paint Sales 
Show June Drop 


Sales of paint, varnish and 
lacquer at the manufacturing level 
to the trade during June amounted 
to $55,633,624, a decrease from the 
$61,914,936 sold during that month 
a year ago and from the $58,817,- 
385 reported during May, the Cen- 
sus Bureau revealed at the week- 
end. 

These figures are compiled from 
reports from 680 manufacturing 
establishments which are reported 
to account for approximately 90 
per cent of the total value of the 
output of the industry. 

Total sales reported by the 680 
establishments hit the $104,673,- 
267 mark during June, a slight de- 
crease from $108,910,472 reached 
last year and a further decrease 
from sales during May this year 
which amounted to $110,639,017. 

Census Bureau reported that 
cumulative sales totals from Janu- 
ary through June this year by 
all the establishments amounted to 
$645,718,574, while during that 
period the year before sales were 
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$533,740,194. For that period, 
trade sale of paint, varnish and 
lacquer at the manufacturing level 
rose to $342,127,447 from $294,- 
132,949 in the comparable period 
the year before. 


Westinghouse Offers 
Money-Back Guarantee 


A 30-day money-back guarantee 
to purchasers of the company’s 
Frost-Free line of refrigerators 
was announced recently by George 
H. Meilinger, sales manager of 


the household refrigeration de- | 


partment, Westinghouse Electric 
Appliance Division. “The offer is 
very simple,” Meilinger explained. 
“The dealer sells, delivers, and in- 
stalls a Frost-Free model in the 
customer’s home and if, within 30 


days, she is not completely satis- | 


fied, the dealer will take it back 
and refund the full purchase 
price.” To aid in dealer promotion, 
the company is preparing news- 
paper advertising mats in full-page, 
1500-line, 1000-line and 1750-line 
sizes. 


Admiral Stresses Low 
Price on New Models 


Admiral Corp. introduced eleven 
new radio and television models on 
which reduced prices were em- 
phasized. The smaller price. tags, 
it was stated, were made possible 
by reduced production costs. Tele- 
vision set prices ranged from 
$159.95 for a 14-in table model to 
$519.95 for a 20-in combination. 
Radio prices started with a clock- 
radio at $29.95 to a console radio- 
phonograph combination at $189.95. 
Features of the line include a table 
model radio-phonograph at $59.98, 
a table model TV set with a 20-in 
screen at $279.95 and a radio-pho- 
nograph console at $169.95. 


Mail Order Catalogs 
Offer Price Cuts 


Price cuts as much as 33 and 
38 pct on home furnishings are 
featured in the fall sales book of 
Montgomery Ward & Co. and 
Sears, Roebuck & Co., in its new 
1951 midseason fall catalog, shows 
two pages of electric housewares 
offered at reduced prices. 

Among the Sears items, at cut 
prices, are the de luxe Kenmore 
automatic pop-up toaster at a 
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GOOD EQUIPMENT IS BETTER WITH CONTINENTAL RED SEAL POWER 


Continental Motors [orporation 


AIR-COOLED INDUSTRIAL ENGINE DIVISION 


620 FORD BUILDING ° DETROIT 26, MICHIGAN 





SANTA SAYS: 


— “GET SET FOR 
SURE-FIRE 
PROFITS!’ 













Bewildered ?? 





then read 
WASHINGTON NEWS AND 
VIEWS on page 10 of this issue. |! 
| Here are accurate, authentic, easy- 
to-understand reports on the latest 


developments in Washington af- 
DADO SAWING WASHERS 


Be sure you can handle the big Christmas 

demand for this best seller with a popu- 

helpful feature in each issue is lar price and tremendous appeal. Retails 

| at just $4.95—makes smooth dados, (in 

40 different widths) quickly and easily 

with regular saw blade! Warren national 

advertising reaches 16 million people— 
it’s the “best seller” in the field! 


| SEND TODAY FOR TRIAL ORDER! 


Send for just 6 sets at your dealer’s dis- 
count of 3314%-—receive absolutely free 
colorful working counter display and 


fecting hardware dealers. This 


another reason why HARDWARE 
AGE is the No. 1 choice of hard- 


ware dealers throughout the na- 














tion. “pase “ 
“clearance price” of $14.95, a 17 - descriptive literature! 
pet cut. Other items are: Ken- WARREN DADO SAWING WASHERS C0. 
more table stove, from $28.90 to DEPT. 109, 70 MEDBURY, DETROIT 2, MICH. 
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Jointed Brass or Steel Rifle Rod $1.50 
ae i enemas 
One Piece Rod $1.25 For Revolver 75¢ 
Order from your Wholesaler 
Catalog on Request (A-244) 


MARBLE ARMS & MFG. CO. 
640 Delta Avenue Gladstone, Michigan 
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$25.90; Kenmore hand mixer and 
bowl set from $13.59 to $12.30; 
Kenmore steam-dry iron from 
$14.95 to $13.45; Kenmore two-in- 
one fan heaters, the de luxe model, 
from $19.95 to $18.95 and the 


standard models $15.95 to $14.95. 

Wards, among other items, of- 
fers an upright vacuum cleaner 
reduced from $72.95 to $62.95. A 
group of electrical housewares is 
cut about 20 pct in price. 





Forecast Shortage of Quality Toys But 
| Christmas Supply Seen as Sufficient 


A shortage of all types of quality 
toys was forecast by Melvin Freud, 
president of the Toy Guidance 
Council. He said this would be due 
to the lag in production from March 
to the middle of July, the tighten- 
ing of the supply of raw materials 
and the population rise in the past 
ten years. However, it was gen- 
erally felt in the toy industry that 
there would be a sufficient supply 
of toys in general for the Christmas 
season. 

It is expected by most companies 
in the industry that dollar volume 
will be ahead of last year. Principal 
problem facing the industry is the 


supply of raw materials and the 
ability of companies to operate at 
capacity. 

Metal toys are expected to be in 
short supply during the holiday 
season as the industry faces a curb 
on the production of such items to 
about 75 pct of 1950 output and 
heavier demand is_ anticipated. 
Plastics are to be used as substi- 
tutes but, according to H. D. Clark, 
secretary of the Toy Manufacturers 
Association of the U.S.A., this will 
not remedy the situation entirely 
because newly developed applica- 
tions will enable the industry to use 
more than is available. 





August Brings Rise 
In Retail Sales 


A seasonal rise in retail sales dur- 
ing the first few weeks of August, 
after the July lull, was reported by 
Dun & Bradstreet, Inc. Aggregate 
dollar volume was down moderately 
from the unusually high level which 
was attained in the heavy wave of 
scare buying a year ago, however. 
A year-to-year decline in unit vol- 
ume which was deeper than dollar 
figures indicated, was obscured by 
price increases. While a larger 


| share of the income of shoppers 


| went for 





SheardGold Standard Front | Stated. 


durable goods than in 
recent months, it was still much 
smaller than a year ago, it was 
Sales of small air condi- 
tioners and incidental furniture 
were above a year ago. 


| July Home Building 


Starts at Low Point 


The Government reported that 
only 82,000 private houses were 
started by builders during July. 

The Bureau of Labor Statistics 
said a drop in home building starts 
during July is not unusual, but 
that this total was the lowest for 
that month since 1946. It repre- 
sents a decline of about 5 per cent 
from June figures. 

Some 3200 public housing units 
were begun in July, bringing the 
month’s total for all housing ac- 
tivity to about 86,000 starts. 


For the first seven months of the 
year, total of 669,500 starts were 
made, about 20 per cent below the 
like 1950 period. Home building 
this year, nevertheless, is second 
only to last year’s record volume. 

The B.L.S. reported it had to re- 
vise its April home building figures 
in the light of delayed reports. 
The preliminary total for that 
month was 88,000, but this has now 
been moved up to 96,200 units. 


Crosley Official Sees 
Appliance Sales Rise 


An upturn in sales of appli- 
ances and television receivers, 
along with most other durable 
goods, was forecast by W. A. 
Blees, vice-president and general 
manager of the Crosley Division, 
Avco Manufacturing Corp., in ad- 
dressing a meeting of New York 
City Crosley dealers on introduc- 
tion of complete new 1952 lines 
of freezers, electric ranges and 
television receivers. There has al- 
ready been a noticeable trend in 
this direction from the lows of the 
summer months in a number of 
markets, he said. 

Mr. Blees said that the “public 
has digested the heavy volume of 
‘scarce’ purchases” which took 
place during the six months after 
the outbreak of the Korean war 
“and is now ready to resume 
buying.” 

“The international and domestic 
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It pays you to 


HANDLE THE PAINTS 


your customers 


KNOW BEST! 


These three KEM paints are the outstanding leaders 
of all interior paints today. That is due to: 


1. Dominant, consistent advertising. 


2. High quality of the products. 


3. More people know about these paints 
and ask for them, than any others. 


That means easier sales, bigger sales, faster turnover, 
more profits for the dealer who handles Kem-Tone, 
Kem-Glo and Super Kem-Tone. 


Huge Advertising Campaign Continues this Fall 


Full-color pages will run this fall in: 


Life Parade 

Saturday Evening Post Sunset 

Better Homes & Gardens 

American Home 

Good Housekeeping 

Metropolitan Sunday 
Newspapers 


Living for Young Homemakers 
Country Gentleman 
Progressive Farmer 
Successful Farming 


GET COMPLETE FACTS from these 7 leading Paint Companies: 


Acme Quality Paints, Inc. John Lucas & Co., Inc. 


Detroit Philadelphia 
W. W. Lawrence & Co. The Martin-Senour Co. 
Pittsburgh Chicago 


The Lowe Brothers Co. Rogers Paint Products, Inc. 
Dayton Detroit 


The Sherwin-Williams Co., Cleveland 


SUPER KEM-TONE ¢ KEM-GLO 
KEM-TONE 


The Perfect Combination 
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crises of 1950 and the early 
months of 1951 left the public 
very tired—too tired to indulge in 
the planning, budgeting and shop- 
ping necessary to purchase dur- 
able goods wanted and needed,” he 
continued. “The public has now 
begun to takes these crises in 
stride, and is recuperating from 
its emotional fatigue, and there is 
developing a generally healthier 


atmosphere in which the indus- 
trial and merchandising activities 
necessary to a sound civilian 
economy can be carried on.” 

Mr. Blees said that the easing 
of credit restrictions “should ac- 
celerate the increased buying 
trend this fall. We are, in fact, 
already noticing the salutary ef- 
fects of the new credit regulations 
on our Crosley business.” 





June Electrical Goods Wikebeoalo Sales Rise 
1 Pct Over ‘50; Inventories Gain 82 Pct 


June sales of electrical goods 
wholesalers amounted to $144,003,- 
000, a 4 pet drop from the previous 
month but 1 pct over June, 1950, 
the Commerce Department re- 
ported. Sales in the first six months 
of this year were 32 pct ahead of 
the same 1950 period. 

Sales of appliance and specialties 
wholesalers in June amounted to 
$19,943,000, a 9 pet drop from May 
and off 17 pct from a year ago. The 
total was up 15 pct from a year 
ago in the first six months. 

For wiring supplies and construc- 
tion materials distributors, June 
sales amounted to $12,216,000, a 
3 pet dip from May but 16 pct ahead 
of June, 1950. This category showed 
a 46 pct rise in the first half of this 
year over the same 1950 period. 

Value of inventories of electri- 
cal goods wholesalers at cost, as of 
June 30, was $312,931,000, an 8 pct 


rise over May and an 82 pct in- 
crease over the same date a year 
ago. The supply of merchandise on 
hand amounted to approximately 
84 days in June, against 77 days in 
May and 46 days in June, 1950. 

Appliance and specialties whole- 
salers had inventories at cost of 
$38,529,000 on June 30. This was a 
drop of 4 pct from May but an 
increase of 62 pct over a year ago. 
The supply of merchandise on hand 
approximated 86 days in June, as 
against 85 in May and 42 in June, 
1950. 

Inventories of wiring supplies 
and construction materials distrib- 
utors amounted to $14,076,000 on 
June 30, a 1 pet rise over May and 
52 pet over the same date a year 
ago. The merchandise supply on 
hand in June approximated 56 days, 
unchanged from May, and compared 
with 41 days in June, 1950. 





National Output Now 
At All-Time High Rate 


National output rose to an all- 
time high annual rate of $325.6 bil- 
lion in the second quarter of this 
year, reported the Commerce De- 
partment. This compared with 
$318.5 billion in the first quarter 
and $303.7 billion the fourth quar- 
ter of 1950. 


Personal consumption expendi- 
tures were at an annual rate of 
$201.7 billion in the second quarter 
as against $208.2 billion in the first 
three months of the year. The rate 
was $198.4 billion in the final quar- 
ter of 1950. 

The rate of new construction was 
down in the’ second’ quarter, 
amounting to $22.3 billion, com- 
pared with $23.9 billion in the first 
quarter and $23.3 billion in the last 
three months of 1950. 

Producers’ durable equipment 
was at $26.7 billion annual rate 
in the second quarter, as against 
$26.5 billion in the first quarter and 
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$25 billion in the final period of 
last year. All annual rates were 
seasonably adjusted. 


June TV Shipments 
Drop From, May Rate 


June shipments of television re- 
ceivers to dealers amounted to 
160,308, a drop of approximately 
74,000 from the May total of 234,- 
522. The decline, it was explained, 
was due in part by plant closings 
for vacation periods. Shipments 
amounted to 2,470,954 receivers 
for the 26-week period ending 
June 29. 


Distributor Inventory 
Improvement Appears 


Topheavy inventories of distribu- 
tors are gradually being brought 
more in line with sales but the ad- 
justment is not finished, stated the 
Commerce Department in a report 
on the business situation. It added 
that there has been little change 
in consumer spending from the re- 
duced rate of recent months and 
it still is low in relation to income. 
A further rise in manufacturers’ 
holdings has accompanied the ad- 
justment in distributors’ inven- 
tories, the report continued. 

Rise in manufacturers’ stocks are 
due not only to defense business 
but also to sales difficulties and re- 
quests for shipment delays from 
distributors. The report noted that 
the stock-sale ratio, which had 
risen about a quarter for apparel 
stories, has advanced “appreciably 
less than that of a number of the 
consumer durable goods stores in- 
cluding furniture and house fur- 
nishings, household appliances and 
radio stores, where stocks are high 
and sales have declined below those 
of a year ago.” 


Vacuum Cleaners Sales 


Hit Five-Year Low 


Factory sales of standard-size 
household vacuum cleaners in July 
were the smallest in five years, 
totalling 161,002 units compared 
to 161,920 cleaners in July, 1949, 
according to industry-wide fig- 
ures announced by C. G. Frantz, 
secretary-treasurer of the Vacuum 
Cleaner Manufacturers’ Associa- 
tion, Cleveland. 

July sales were down 17.2 pet 
from 194,548 vacuum cleaners in 
June and were 42.5 pct below the 
industry’s sales of 279,967 in July, 
1950. The month showed a de- 
crease from the preceding month 
for the fourth consecutive time 
and also was the sixth consecutive 
month to fall below the compari- 
son period of last year. 


Janney, Semple, Hill Provides Dealers 
With Fall Promotion Broadside and Kit 


A four-page, newspaper-size 
broadside, printed in full color, 
has been prepared by Janney, 
Semple, Hill & Co., wholesale hard- 
ware firm of Minneapolis, for dis- 
tribution by its retail customers 
during September and October. 


The broadside promotes “Fall 
Value Days Sales” and the whole- 
sale firm is backing it with a dis- 
play kit for dealer use. This con- 
tains price tags, pennants, win- 
dow streamers, stringed tags, etc., 
so that they can fix up their store 
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A NATIONAL CASH REGISTER SYSTEM has resulted in greater sales 
volume . . . big annual savings. 











HARDWARE SEEDS 


AN ACCURATE PRINTED RECORD of every transaction avoids errors, 


saves clerks’ and customers’ time. 


“National Sales Register System 





increased our yearly volume 
"1,500 per salesperson!” 


“Since installation of our new 
National Sales Register System, 
we have realized savings of time 
and money that we never thought 
possible. 

“With the National System, 
our salespeople carry ona friendly 
competition to determine the 
best salesman for each day, be- 
cause the registers tell us what 
each sold. This spirit has stimu- 
lated greater sales effort, with 
the result that each salesman has 
increased volume at least $1,500 
annually. 

“Individual cash drawers make 
our salespeople more careful in 
handling money, because each one is now personally re- 
sponsible for the cash he takes in. As a result, cash short- 
ages are greatly reduced. 

“Sales of more than one item are added mechanically 
on our National Sales Register. This itemizing feature 
alone eliminates errors that we estimate could cause us 
a loss of $600 a year. 

“Also other losses have been stopped that amounted 


MR. M. G. REAVER, 
Secretary of Zettler Stores, 
Columbus, Ohio 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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to at least $300 a year. We wholeheartedly recommend 
a National Sales Register System to anyone operating 
a business like ours.”’ 

What Mr. Reaver says about his National System will 
interest you because of what a similar National System 
could mean in your business. Let’s consider these figures: 

If you have 4 salespeople who boost their yearly vol- 
ume $1,500 each, your annual sales will increase $6,000. 
At 25%, your gross profit on this extra business will be 
$1,500. But since it will cost you no more to get this 
additional business, your gross profit is in reality a net 
profit of $1,500. And elimination of errors in addition as 
well as stoppage of other losses will add still more to 
your net profit! 

It will pay you to see your local National representa- 
tive today. Let him explain how a National System will 
build bigger profits for you. Every day of delay may 
cost you money! 













, 


, 











The Most Durable 
Sash Cord on the 
Market! 


SOLID BRAIDED COTTON — 
no filler. 


SMOOTH FINISH — 


increases durability and minimizes stretch. 


PLIABLE — 
knots easily for quick installation. Won't kink or 
ravel. 


MINIMUM STRETCH — 
keeps windows in perfect balance without adjust- 
ments. 


EASILY IDENTIFIED — 


by the colored spots — our trademark. 





Carry the Complete Samson Line 


Whale and Tite-Rope Clothes Lines; venetian blind cord: shade cord: 
masons’ line; awning line; and many others. 

If it’s Braided cotton, Samson makes it. WRITE for samples and 
information today. 


Sameon CORDAGE WORKS 
BOSTON 10, MASS. 
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and make a special store-wide 
promotion. 

The broadside has been set up 
so that dealers in various sections 
can use it at the most advantage- 
ous time. The Minneapolis firm re- 
ports that its dealer accounts in 
Northern Minnesota, Wisconsin, 
North Dakota, Montana, etc., pre- 
fer an earlier date for a Fall pro- 
motion than those of Iowa, Illinois, 
Nebraska, Colorado, New Mexico. 

Dealers will also receive an in- 
struction sheet detailing the fol- 
lowing steps to be taken for a suc- 
cessful Fall promotion: Have 
stock to back up sale; plan your 
advertising; arrange for demon- 
strations; hold store meetings; 
see that you have enough help; 
and get your store ready. 


Stove Ad Campaign 
Started by Perfection 


The Perfection Stove Co. is using 
20 popular magazine and about 400 
newspapers in a Fall promotion on 
its oil and gas home heaters. 

Dealers are being supplied with 
the tools to enable them to tie in 
with the campaign. The firms’s co- 
operative dealer advertising plan 
will be in effect, with Perfection 
matching the advertising dollars 
spent by its dealers. 


To Promote Cosco 
Stool With Ad Series 


The Hamilton Mfg. Corp., Co- 
lumbus, Ind., will launch a heavy 
promotional campaign on the Mod- 
el 4-D Cosco DeLuxe Step Stool, in 
September and will continue it all 
through October. 

There will be color insertions in 
seven consumer publications with 
a total circulation of more than 16 
million. Free sales and advertising 
aids will be available to dealers, to 
tie in with the national campaign. 


6-Month Output of TV 
Ahead of Last Year 


Production of television receiv- 
ers in the first half of 1951 totaled 
3,334,505 sets compared with 3,- 
136,300 in the same period a year 
ago, the Radio-Television Manu- 
facturers Association reported, 
Radio receiver output amounted 
to 8,027,985 units, as against 
7,333,600 year ago. The associa- 
tion pointed out that the increases 
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GOOD NEWS ! 


fora change :::: 


Allotments of materials, essential 
to the manufacture of KEIL Key Machines 
are coming through on a better scale. 


This means — we hope — more and better 
service for the users and the buyers of 
KEIL KEY DUPLICATORS. 


Ask your Jobber 
to show you the 


NEW . 
No. 1A and 11/2 
AUTOMATIC 
KEY DUPLICATING 
MACHINE 


It’s STREAMLINED 


with new aluminum 
hood — good looking 
and easy to care for. 


USE OUR 


“PAY AS YOU PROFIT PLAN” 


Write today for complete information 


Le [ KE Hu ‘] 

















KE Y DUPLICATING MACHINES 
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The revolu- 
% tionary design 
y and modern 
packaging as- 
sociated with 
the Zip and Whiz—Completely 
Packaged Buchbarrows—have 
made them ‘“‘by-words” of the 
industry in just a few, short, 
months. An equally important 
component, but not quite so 
visible, is the high degree of 
skill and experience that goes 
into the manufacture of every 
Zip and Whiz. This vital ingre- 
dient, which is a part of all 
Buch products, is best illus- 
trated by the photo above. The 





BUCH MANUFACTURING CO.¢ ELIZABETHTOWN, PA. 


combined years of service of 
these seven Buch employees— 
the men who build Whiz and 
Zip—amounts to 290 years. 
Shown at a recent company 
dinner in honor of their years 
of service are, (left to right): 
Daniel Harley, 30 years; Dan- 
iel Zerphey, 34 years; Aaron 
Moyer, 37 years; Sol Becker, 
43 years; Harry Eshenbaugh, 
46 years; Edward Belser, 47 
years; John Kline, 53 years. 
They are just a few of the con- 
scientious folk who have 
helped Buch to live up to its 
slogan—"‘Carrying the Load 
Since 1868.” 


‘‘Carrying the Load Since 1868.”’ 








GAS SPACE 


HEATERS 


v 


® 


Over 45 years 
stove experience 


MARTIN STAMPING & STOVE CO., Huntsville, Ala. 
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8 Fully Vented Heaters 
15,000 BTU to 85,000 BTU 


20 Unvented Heaters 
10,000 BTU to 50,000 BTU 






All Martin Heaters 
AGA approved for 
natural, liquified and 
manufactured gases 


for complete catalog 


NGREDIENT”’ 


Write your jobber or direct 





were registered despite shortages 
of critical materials and_in- 
creased government regulations. 
However, it was noted that 
second quarter production was 
considerably below the total for 
the first three months of this 
year. Output of television re- 
ceivers in the second quarter 
amounted to 1,134,836 sets, com- 
pared with 2,199,669 units in the 
first three months. Radio receiver 
output dropped to 3,792,338 units 
in the second quarter from 4,235,- 
597 units in the first quarter. 


Steel Output Drops 
In Pittsburgh Area 


Steel mills in the Pittsburgh 
district the week of Aug. 20 oper- 
ated at 99.6 pct of capacity and 
were scheduled to drop to 98.2 pct 
the week of Aug. 27. The rate was 
100.1 pet in the week ended Aug. 
18. 

Steel company spokesmen at- 
tributed most of the drop to an 
accumulating amount of seasonal 
furnace repair work but hinted 
that another contributing cause 
was a tightening of district scrap 
supply. 

Most district producers. say 
their inventories were starting to 
build up until about three weeks 
ago. Now they are falling off 
again just at the time they should 
be increasing for winter. 

U. S. Steel Corp. reports it 
should have a 60-day supply on 
hand but a spokesman indicated 
inventories are less than a 10-20 
days’ supply. 

Jones & Laughlin Steel Corp. 
admits “We’re getting by but not 
bragging. We’ve had to scrap 4a 
great many obsolete things nor- 
mally used for spares. But now 
we have to take a chance on using 
them.” 

The large producers and others 
name two reasons for the new 
pinch. They say the auto industry 
is cutting 30 pct less steel for cars 
so there is 30 pct less scrap from 
that source. The shortage of rail 
cars has the railroad people re- 
pairing cars they normally would 
not. These would have added to 
the scrap pile. 


Drop in Washer Output; 
Dryer Sales Up 94% 


June factory sales of household 
washers amounted to 253,119 
units compared with 325,217 in 
June, 1950, a 22.2 pct decline. 
Unit sales in May, 1951, amounted 
to 253,942. Automatic dryer sales 
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v S IN DEMAND! 


SANDING | 
BLOCK 


* WON’T CLOG 


Here’s the modern way 
to sanding speed and ease 
—“Kwiksand”—the orig- 
inal “twin shape” block 
that conforms naturally 
to ANY surface—regular 
or irregular. Sells be- 
cause it saves time and 
energy—cellophane color 
wrapped to catch cus- 
tomer’s eyes. 


Visit our booth No. 588-B at the 


National Hardware Show. 


SEE YOUR JOBBER OR WRITE 











529 MERCHANTS ROAD 
ROCHESTER, N. Y. 














Price and Priority Digest 


For fast, accurate reports on latest developments in 
OPS price ceilings, and how they affect hardware 
dealers, don’t miss reading the PRICE AND PRIORITY 
Dicest which appears in every issue of HARDWARE 
AcE. This popular feature helps thousands of dealers 
keep up with the changing picture in Washington. It 
contains information written exclusively for hardware 
dealers and which is obtainable no place else. Check 
the contents of this issue on page 5 for the page num- 
ber of this valuable service to the hardware trade. 

















Sold through 
wholesalers only 


THE COLUMBIAN VISE & MFG CO 
Uses CLEVELAND 4 OHIO 


est maker af urs 
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Give YOU 


GOLDBLATT MASON TOOLS 






MORE PROFITS 











FINEST QUALITY 


Give Your Customers! GREATER VALUE 





LONGER WEAR 











mmm aaa ee a a a a ae ae ee eee ae ae ae ee eee ee 


P&S 


BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 


BRICK 
TROWEL 


BRICKLAYERS’ 
LEVEL 


wee -- Hee ee Ke omer ee er ee ee ee ee 


Send TODAY for 








FREE 


ILLUSTRATED 
CATALOG 


Write for your 1950 copy of 
Goldblatt’s illustrated cata- 
log describing the !‘argest 
and most complete line of 
masonry tools and supplies. 


Be sure to visit our 
Booth 554 
National Hardware Show 
Grand Central Palace 
New York 
October 8-12, 1951 











Goldblatt Tool Company 


1920 Walnut Street 
KANSAS CITY 8, MISSOURI 






QUICKER TURNOVER 
REPEAT CUSTOMERS 















FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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CHA 


Chain & Spring Door Stop 











MPION 




















Lu ee | _ rn Se 
#33BZ — Bright zinc finish — Length 215%" 


Because the Champion Chain and Spring Door Stop 
is a protection against wind damage, every combina- 
tion door should be equipped with it. The correctly 
built springs absorb the shock of the wind, thus pre- 
venting destruction of both the door and door checks. 
It also is an insurance against personal injury when a 
door is operated during a storm period. 


Stock this item. It sells well and produces a good 
profit. 





The 
IRWIVUAM I AVITAL mA 


GENEVA, OHIO 





























ARR WRAY 


HAND POWER GRINDERS 


Heavy and Lighter Duty Hand 
Power Tool Grinders. 4”, 5”, 
6”, 7” wheel sizes. One-piece 
gear cose, accurately machined 
bearings, smooth, quiet gears, 
attractively finished. Competi- 
tively priced from $2.50 to 
$8.00 (List, F.0.8. Minneapolis). 


WRITE FOR DESCRIPTIVE CATALOG TODAY! 
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SICKLE GRINDERS 


For Farm and Farm Service Shop. Heavy duty 1/3 H.P. 
motor mounted behind and away, allowing easy, 
100%, accessibility to grinding wheels. Designed for 
rough, awkward, long handled 
grinding jobs. List Price, only 
$54.12 (F.0.8. Minneapolis). 


STREAMLINED GRINDERS 


Made with 6x1”, 5x1”, 4x1” 
fully vitrified abrasive wheels. 
Supplied also as buffing and 
polishing heads, without wheels. 
Also, heavy duty models with 6 
to 10 inch wheels. List $2.50- 
$36.00 (F.0.B. Minneapolis). 


TOP QUALITY SICKLE CONES AND WHEELS 


Manufactured in our own modern wheel plant 
to highest specifications. Competitively priced 
to increase your sales! Fully vitrified, spe- 
cially bonded, accurately 
dressed. Available loose and 
in popular assortments. 


Uta veap 


A COMPLETE LINE... BACKED 
BY MOST YEARS' EXPERIENCE 
IN DESIGN AND MANUFAC- 
TURE OF TOOL GRINDERS. 






WHEELS PROJECT IN FRONT 
OF FRAME PROVIDING FULL 
ACCESSIBILITY. 





totaled 39,908 in June, as against 
20,568 in the same 1950 month, a 
94 pet rise. The total was 23.6 pct 
over the May figure of 32,292. 
Ironer sales amounted to 24,500 
units, compared with 27,100 in 
June, 1950, a 9.6 pet droy. How- 
ever, the total was 1.2 pct above the 
24,200 sold in the preceding 
month. 


White Brass Alloy 
Developed by du Pont 


A substitute to replace nickel 
in electroplating processes has 
been developed by the E. I. du 
Pont de Nemours & Co. The new 
development is a “white brass” 
alloy which is said to give the 
same service as nickel. The elec- 
trochemical department of du 
Pont stated that would alleviate 
the nickel shortage by providing 
an acceptable substitute. It was 
added that preliminary results in- 
dicate that chromium, plated over 
white brass, is indistinguishable 
in brightness and color from that 
plated on a nickel base. 


Cotter Circular 


Printed in Rotogravure 


A four-page Mid-Summer Value 
and Service Days circular has 
been prepared in rotogravure by 
Cotter & Co., Chicago wholesale 
distributors, for use of retail 
dealers. 

The front page of the circular 
features seasonal items at special 
prices and the back page a group 
of tools at $0.97 and $1.77, along 
with other miscellaneous home 
and farm supplies. 

The center spread features pri- 
marily housewares and electrical 
appliances, along with seasonal 
picnic goods, hot weather items 
and sporting goods. Many items 
of plastic and glass were also 
featured. 


Juvenile Jury to Push 
Scotch Brand Tape 


“Seotch” brand cellophane tape 
will sponser a national half-hour 
television show on NBC this sum- 
mer, it was announced in June by 
Minnesota Mining and Manufac- 
turing Co. 

The show, “Juvenile Jury,” is 
scheduled weekly on Tuesdays at 
8 p.m., E.S.T. for 13 weeks. It is 
designed to appeal to all members 
of the family. 
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55 TV Sets, Radios 
In Philco 1952 Line 


Philco Corp. has introduced its 
1952 line of 28 television receivers 
at prices which range, including 
tax, from $199.95 to $800. Philco 
has also offered 27 1952 radio 
models. A feature of the line is 
the “Tube Saver” which is said to 
end power surges and early tube 
burn-out by limiting the amount 
of current drawn through tube 
filaments when the radio is first 
turned on. 


Screen Firm Sponsors 
Radio Program 


Tension-Tite window screens is 
sponsoring “The Answer Man” on 
54 stations of the Mutual Pacific 
Coast and basic Inter-Mountain 
networks. 


Prices of Tires, Tubes 
Expected to Hold 


Prices of automobile tires and 
tubes “can be expected to remain 
firm throughout the third quar- 
ter,” the Dayton Rubber Co. said 
in a bulletin to trade sources 
Prices following the third quarter, 
it added, “will be entirely de- 
pendent on what the General 
Services Administration does 
about the natural rubber prices 
and what happens in the mean- 
time to the price of all the other 
important ingredients that go 
into the production of tires and 
tubes.” 


New Type Tire Rubber 
Made in Quantity 


Part of the facilities of the Good- 
year Tire & Rubber Co. synthetic 
rubber plant at Houston, Tex., are 
being changed into accelerated pro- 
duction of a new type of tire rub- 
ber, the company disclosed. An 
initial production run of 390,000 
pounds in February is already being 
used in tire treads. 

It is claimed that the new rubber 
reveals better than _ satisfactory 
possibilities as tread and carcass 
stock for passenger tires. It was 
also stated that it is possible to 
lift output at least 20 pct and re- 
duce cost 4 cents a pound by making 
use of present cold rubber manu- 
facturing facilities. 


(Resume reading on page 15) 
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MAKE YOUR STORE — 


WICKWIRE BROTHERS 


POULTRY NETTING HEADQUARTERS 









ort la shee Make your store poultry 
————————” netting and hardware cloth 
headquarters with Cortland Brand Wire Nettings 
and Hardware Cloth. They're heavily galvanized 
and uniformly woven — easy to handle because 
they lie flat when unrolled. Made from finest 
corrosion-resisting open-hearth steel. Meet U. S. 
Department of Commerce, National Bureau of 
Standards’ specifications. 


STOCK THESE POPULAR 22:222+a’ BRANDS 


@ HEXAGON POULTRY NETTING 


Finest poultry netting made — in I”, |'2” and 2” mesh. 
20 gauge wire. Standard widths, 12” to 72”, and furnished 
in 150 linear ft. bales. Galvanized before or after weaving. 


@ ANIMAL PEN NETTING 


Heavy grade hexagon netting, galvanized after weaving 
for heavy-duty purposes. Includes Fox, Mink and Crab-Pot 
Netting. In 4%”, 1”, 1'2”, 2” and 3” mesh. Wire gauges, 
14 to 19. Standard widths, 12” to 72”. Furnished in 150 
linear ft. rolls. 


@ HARDWARE CLOTH 


Standard and heavy grades. Uniformly woven, heavily 
- galvanized, in all standard widths and meshes. Come in 
100 linear ft. rolls. All-welded Wire Cloths also available 


in a”, %” and 1” mesh. WB 


Taelale! 
NAILS & BRADS ®@ 
























































WIRE SCREENING ®@ WIRE 


WICKWIRE BROTHERS, INC., Cortland N. Y. 
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in the Next Issue of 


A double barreled lead on 
Greater Profits 


The Christmas Selling Guide 





National Seslionnes Show Preview 


Both features will appear in the 
September 20th Issue! 





store 


Some of the editorial features | , 
of the 
CHRISTMAS SELLING GUIDE 
How to get a, —_ of the big ' at PF 
Christmas 8! ft buying im your | ATIONAL ‘tell 





How to promote s* 


boost sales 
ge end how to star 


gift wrap pac 


ta 


. ideas for 
ee decora- 


“te " : merchandi 
rears interior = led acon ** + hardware 
tions : _ as displa *+ © Sporting go, 
iia i easy-to-make displa: ibitors, The” more hon nee -, 
7 tion on new Christmas will be there icon will tell who 
Latest informal nd merchandising see and why pra OU can e Pect 
merchandise #® event is already oc eistration for this 
- Y settin 
aids eal & new records 





Don’t miss a single page of this important issue! 
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W.C.HELLER < C0. 


THE BEST STORE EQUIPMENT im THE WORLD 









re 
















EASILY! 


: ~ 1s 


¢ Shops 
H @) L D fa R % e Kitchens 
Now with ‘silent salesman’ display card at- e Cupboards 
tached for quick, profitable sales. Holds 6 arti- © Closets 
cles. Adjusts in a jiffy to any size up to 1%” e Ete 
dia. Clips are nickel plated. Hardwood 15” F 
long. %” thick. Ready to hang! 


See your Jobber 


ARTHUR I. PLATT & CO. 


FAIRFIELD, CONNECTICUT 





2 ee ae Oe OS Oe ae Oe OS SS Se oe oe Oe Oe oe oe oe oe oe ee oe oe oe 


“Park” things where 
you want them. ..: 


FINGER GRIP ADJUSTABLE CLIP 











It’s a proven fact! Heller fixture 
equipped stores attract more trade. 
Heller store fixtures possess more 
selling features than any other 
line of fixtures on the market 
today. You will be amazed at the 
greater sales producing possibili- 
ties of Heller fixtures, and you get 
more value per dollar invested. 


Send size of store today for free 
plan. Ask for new manual No. 51A. 


W.C.HELLER& CO. Montpelier, Ohio 


UNMATCHED quality 
skillfully created 
by American craftsmen 


NATIONALLY FAMOUS 


HOUSEWARES — GIFTWARES 


CLEVELAND 3, OHIO —_—_. = 











ACE HOMEMAKER 


Stainless Steel 
Ivory or Black 
Catalin Handles 





GIFT SET 


Lifetime Guarantee 











Every 


JOBBERS ... DEALERS... 
THE LATEST KITCHEN CONVENIENCE! 


Here's a sure profit item that sells on sight. 


& ‘ problem of wasted soap powder. The spill- 
uv ing when an open box overturns . . . the 


housewife awaits this solution to the 


Outstanding seller for 
Weddings, Showers, 
Birthdays and Holidays 
7-Pieces beautifully 
packaged in Gift Box 

Order from your Whole- 


saler, $4 295 


List. 
Set 5005 


ACE PRODUCTS CO., CHALFONT, PA. 


Manufacturers of the famous Ace Knife Sharpener and ServespooN 














excessive, uncertain pouring through box top 
openings. 
Holds contents of one standard size 
-, box of any soap powder . . . convenient! 
Te Dispenser pulls forward, chute swings 
down and soap flows steadily at a mod- 
erate, controlled rate. When released, 
Dispenser shuts off flow, chute closes, 
Dispenser returns to wall automatically. 
Beautiful streamlined design harmonizes 
with the most modern kitchen, gleaming 
white baked enamel, red top and knob, 
heavy gauge steel. 
Manufacture of this item will not 
be affected by material shortages. 


CEBCO PRODUCTS CO., INC. 


Height 8 inches, width 3 inches, 
depth 5 inches. Easy to install 
over sink or tub, 2 mounting 


screws furnished. individually 
packaged {2 to a carton. Priced to 308 East McClure Avenue 
retail at $3.95. Peoria 4, Illinois 














GENUINE One Set in a 
ORIGINAL DOMES OF SI LENCE “bens 
SELL ON SIGHT when these attention-compelling con- penal — 
tainers, box or card are displayed on counters. Genuine DOMES Me HG" ar Oe” 




















One set on « Card. 
12 Cards in « bex. 


SIZES 
Wy” 14" Ae” 
Vv yy” 4” 


OF SILENCE glide softly, silently, smoothly 
over all flooring; saves floors and furniture For 
years the favorite with houseowners and furniture 
manufacturers. 


Ask your jobber or write 
DOMES OF SILENCE, Division of 


35 PEARL STREET 


ROBERT E. MILLER & CO. INC. 
NEW YORK CITY 
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The only source of complete, authentic informa- 
tion on Hardware Wholesalers — Heavy Hard- 
ware Wholesalers — Industrial Supply Distrib- 
utors — Plumbers’ and Tinners’ Supply Jobbers 
— Manufacturers’ Agents (Domestic and For- 
eign) — Hardware Chain Stores 


In 232 fact-filled pages, the new 20th 
Edition of HARDWARE AGE'S Verified 
List offers the greatest array of up-to-date 
information on the wholesale [eodware 
field ever assembled — accurately com- 
piled and indexed for ready reference. 


Only in this issue will you find com- 
plete data on: 


547 Hardware Wholesalers in U.S. 
109 Hardware Wholesalers in Canada. 
4 Hardware Wholesalers in Hawaii. 
1 Hardware Wholesaler in Mexico. 
135 Heavy Hardware Wholesalers in 
USS. 


(These are in addition to 398 Hard- 
ware Wholesalers handling heavy 
hardware.) 

2,006 Industrial Supply Distributors in 


133 Industrial Supply Distributors in 
Canada. 
1,006 Plumbers’ and ‘Tinners’ 


Supply 
Jobbers in U.S. 
86 Plumbers’ and Tinners’ Supply 
Jobbers in Canada. 
2,108 Manufacturers’ Agents handling 


hardware and housefurnishing lines 
in U.S. 

117 Manufacturers’ Agents handling 
hardware and housefurnishing lines 
in Canada. 

415 Manufacturers’ Agents in 47 For- 
eign Countries 


317 Hardware Chain Stores in U.S. rep- 
resenting 3,906 units. 
6 Hardware Chain Stores in Canada 
representing 108 units. 
4 Distributors selling through fran- 


chised dealers representing 6,092 
units. 


Wholesale Listings include: 

Name and address of each organiza- 
tion and branch 

Capitalization 

Year established 

Lines of merchandise handled 

Name of each buyer and the lines he 
buys 

Territory covered 

Number of men travelled 

Names and titles of officials 


Nowhere else can such complete informa- 
tion on the hardware distributive chan- 
nels be obtained in form. Only 
HARDWARE AGE’S many years of 
daily contact with the hardware trade 
makes the compilation and maintenance 
of these lists possible. 









ee — 
; actual size? 634" * V/s 


Here are a few of the many ways 
this up-to-the-minute list can save 


you time and money —Since 75% of all mer- 
chandise sold through the hardware trade clears 
through hardware wholesalers — complete, accurate, 
current information is an invaluable aid to successful, 
economical selling in the hardware field. 
Your Sales Department will find the Verified List 
a daily aid for market planning . . . in setting up sales 
territories . . . in making personal contacts with buy- 
ers and officials . . . in handling Direct Mail Promo- 
tion to supplement your regular publication adver- 
tising . . . and for exploring the possibilities of new 
accounts. Your salesmen will find it a tremendous 
time saver in planning their calls and routes. 
In countless ways the HARDWARE AGE Verified 
List is an indispensable tool for efficient sales manage- 


ment. Order copies for your Sales Department and 
your salesmen today. 


HARDWARE AGE, Verified List Department © 100 East 42nd Street, New York 17, N.Y. 


y4 
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PLACE YOUR ORDER 


TOOAY / 


Mail postpaid ____ copies of the new, 
AGE Verified List, for which find (at $15.00 per copy). 
Note: For New York City sales, add 45¢ for 3% Sales Tax. 





232-page, 20th Edition of the HARDWARE | 








Name 
H Firm 
| Street 





State 





Iesacnande 
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+ Coping saw P ENGINEERED QUALITY TOOLS SINCE 1919 — at popular prices 
* rames & co, Nationally Advertised Products ho: 
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GREAT NECK SAW MFRS., inc. “oes. terme 
MINEOLA, NEW YORK 
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The buying 
preference for 


. Sterling, 
(ational, MANUFACTURING CO. fiir 


It’s vvorth remembering! 


BUILDERS’ HARDWARE 


The diversified line that comprises 
practically every requirement of the 
building trade. Each product is designed and manufac- 
tured with care and precision to assure your trade the 
ultimate in service conveniences. 

TONG WEAR] Profit from the fine prestige created for this hardware 


line during its 50 years of service to the trade. 

























THEY'RE AMERICA’S 
LOWEST PRICED 
QUALITY TABLES! 


EXCLUSIVE "TOPPER" 


OTIL/TABLES 


Seven new colorful top P 
designs! Quality-built, yet Nop? 
priced for fast, volume co ew 
soles. Oo 


WRITE FOR FULL COLOR «tc. v.s. pag 
"TOPPER" CATALOG HA °**". 07 


BRIDGE TABLES & NOVELTIES, Inc. 


LOWELL, MASS. 











(MARSHALLTOWN) 
\y 


MARSHALLTOWN TROWEL COMPANY -« 


MARSHALLTOWN, IOWA 
















“You Have Tried the Rest—Now Get Rid of the Pest’’ 


New! New! New! [ZV UI 
Cat's Paw Rat & 4 
Mouse Killer made with War- @ 
farin. A sure seller. Packed WE 
in %-lb. cans, 24 to carton; 


1-lb. cans, 24 to carton; 4-lb. cans, 8 to carton. 
Also 4-0z. size in concentrated form — makes 
5 lbs. of bait. Freight prepaid on 100 Ibs. or 





more cast of Rockies. A positive Killer and 
fast seller. Guaranteed. Write for price list. 
Mention your jobber. Salesmen: Several ter- 
ritories still open. 


GENERAL INSECTICIDE CO., INC., “U'54,%." 








CHROME 
BRASS PIPES 


Vg" to 4" sizes 


BRASS TUBING 


IY", 14", 134", 12" O.D. 
PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, . 





See America’s First 


Electric Snow Remover 


Booths 315-316 


National Hardware Show 











WHEN YOU WANT TO BE HEARD 





Speak to the right "class"—in 
the Classified Opportunities 
Section of 

HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 














| NEW PROTECTIVE COATING 


Offers Exceptional Profits! 


GLO-ALL a homogenized all-purpose 
Wax Treatment PROTECTS surfaces of 
Furniture, Floors, Woodwork, Venetian 
Blinds, Linoleum, Autos — POLISHES 
Silver, Windows—WATERPROOFS and 
protects Wallpaper. More than 100 uses 
in the home. Retails for only $1.95 qt. 
Big mark-up! Free selling aids. Send 
for free sample, literature. 


STERLING VALUE CO. 
255-21E Northern Bivd., Great Neck, N. Y. 


LEATHER 





Representatives wanted—send for details. 



















by EXPANSION 
DIAMOND 


SHIELDS 
—aA 
eeHISaH 
She eee ot 
cal LAG SCREWS 
Fer HOLD AS LONG AS THE WALL LASTS 


MACHINE BOLTS 
- ASK FOR CATALOG 


DIAMOND EXPANSION BOLT CO., INC 
DEPT. H.A. © GARWOOD, N. J. 
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641 Lexington Ave., 








ASCO 


AND SADDLE SOAP 


Sells a 


F ii 
a 


Readily 
For 
Many 
Uses 


Cleans and preserves ALL kinds of leather, 
except suede. Imparts oa soft fine finish. 5 o2., 
12 oz., and 5 Ib. cans. If your Jobber cannot 
supply—contact us. 


ASCO CHEMICAL CO. 


Brooklyn, WN. Y. 


Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 

Set solid, maximum, 50 words........ $5.00 

Each additionol word.......... 10 
Positions Wanted 
(Speciol Rote) set solid, maximum, 
50 words rierhete 
Each additional word .......... J 
Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 

5% discount allowed for 4 or more con- 

secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 


sufficient postage for remailing. 
No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close !5 days 
prior to publication date. 

Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 








MANUFACTURERS AGENTS 


Calling on paint manufacturers, jobbers, or large paint 
stores. Colur wax for cement terraces, porches, or 
patios which brings back original bright colors and 
retards alkalizing. Very successfully sold in South- 
west by a large paint manufacturer and jobber, Never 
before offered for representation, G territories 
available. Full protection in territory assigned. Give 
details of present lines and territory desired. 

Address—Surfex Products Company 

316 Milam Street, Houston, Texas 








Representatives Wanted 


Representatives Wanted 








THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 25 factory lines to salesmen 
—. retail stores outside of the larger 
cities ere are complete factory lines, and 
salesmen earn a good living handling them. It 
would take you years to assemble so varied an 
assortment of lines. Write Sales Manager, Box 
N-696, care of Hardware Age, 100 East 42nd 
St., New York 17, N.Y. 





SALESMEN WANTED, BY DIRECT IM- 
PORTER, calling on hardware jobbers, lumber 
yards, large dealers, mill supply dealers and in- 
dustrial users for a line of imported wood screws, 
stove bolts, shelf brackets, door butts, strap and 
tee hinges and chisels. Very attractive Prices, 
liberal commissions. State territories now covering 
and lines now covering in first letter. Address 
Box A-289, care of Harpware Ace, 100 East 
42nd Street, New York i> Ss 











SALESMEN WANTED 


To sell Residential Sliding Door Hard- 
ware and Track to Jobbers. All terri- 
tories open. State territory covered and 
lines handled. 
Address Box A-253, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








IMPORTER OF 
WOOD SCREWS, BRASS & STEEL 


Interested in contacting sales representatives now 
calling on retail] trade. We have a large assortment 
of Brass and Steel Screws, Flat Head, in stock packed 
in one gross packages. We are continuously receiving 
new shipments. Can also furnish screws in bulk. In- 
terested parties please address 


Box A-254, eare of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








REPRESENTATIVES WANTED FOR POP- 
ULAR-PRICED line of tools, hardware and bi- 
cycle accessories who are well introduced with the 
jobbers, chains and other quantity users. State 
territory, experience, references, lines now han- 
dling. Address Box A-285, care of as 
AcE, 100 East 42nd Street, ‘New York 17, N. 


MANUFACTURERS’ AGENTS WANTED 
TO SELL high quality line of Circular Saw 
Blades to Mill Supply and Machinery distribu- 
tors in these territories. New England States, 
New York state, Maryland, New Jersey, Penn- 
sylvania, Michigan, Wisconsin, Minnesota, lowa, 
Nebraska, Dakotas, and California. Address Box 
284, care of Harnware Ace, 100 East 42nd 
Street, New York 17, N. Y. 


SALESMEN WANTED: NOW CALLING 
SPORTING GOODS, Hardware and Department 
stores to sell outstanding fishing trophy items. 
High commissions. State territory covered and 
how often. Also lines now selling. Write P. O. 
Box 898, Miami Beach, Fla. 


FACTORY REPRESENTATIVE WANTED 
WITH established following among wholesale 
hardware buyers. A combination tool (two in 
one), lawn edger and trims sod around flower 
beds and trees with surprising results. The great- 
est lawn tool you’ve ever seen, different, better 
too. Easy to handle. All territories open. Ad- 
dress—The Gorne Company, 201 Chestnut Street, 
Bellingham, Washington. 


SALESMAN WA 














WANTED: ADD TO YOUR 
INCOME. Sell a complete line of plumbing 
goods to the retail hardware stores, plumbers 
and lumber yards for a long established well 
known concern. Many choice protected territories 
open. Act quick. Give complete details first 
letter. All information will he confidential. Ad- 
dress Box A-281, care of Harpware an, 100 
East 42nd Street, New York 17, N. 


AGENT WANTED FOR NATIONAL LY AD- 
VERTISED revolutionary new household item. 
Protected territory. Powerful advertising plus 
unique demonstrator sells 8 out of 10. Guaran- 
teed repeat business. Address Box 276. care of 
ewes Ace, 100 East 42nd Street, New York 

SALESMAN FOR HARDWARE PRODUCT. 
Selling exnerience preferably in hardware re- 
quired. Trins 2 to 4 weeks. Salarv and ex- 


penses. State age and references. Address Rex 
A-282, care of Harpware Ace, 100 East 42nd 
Street, New York 17, . # 

166 








WELL ESTABLISHED PAINT BRUSH CO. 
EXPANDING 


Can offer good commission to men now calling on hard- 
ware and paint stores. In reply state territory desired 
and all necessary particulars. All replies confidential. 


Address Box A-248, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














FACTORY SALES REPRESENTATIVE 
WANTED TO carry line of fine Swedish pliers 
to wholesale hardware firms and large industrial 
users. Commission basis. State experience, give 
reference. Address Box A-290, care of Harp- 
=a Acez, 100 East 42nd Street, New York 17, 


ESTABLISHED POOL MANUFACTURER 
DESIRES COMMISSION salesman with estab- 
lished clientele among retail hardware dealers in 
Pennsylvania, Harrisburg and East. Address Box 
A-272, care of Harpware AGe, 100 East 42nd 
Street, New York 17, N. Y. 


RUILDERS HARDWARE SALESMEN. WE 
ARE well established manufacturers of locksets 
and have two openings for aggressive salesmen 
to call on Hardware and Lumber accounts. First 
territory includes Eastern Pennsylvania, Mary- 
land, Delaware and Washington. D. C. Second 
territory includes Eastern New York State, Long 
Island and Metropolitan New York. State full 
particulars to include age, experience and lines 
carried. Address Box A-270, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 


POWER LAWN MOWER (rotary type) man- 
ufacturer desires services of manufacturers’ repre- 
sentative calling on hardware and farm equipment 
distributors and dealers. Nationally advertised 
line. Territories onen: Ohio. Pennsvlvania. New 
York, Marvland, Virginia, Kentucky, Louisiana, 
Missouri. Write fully listing lines now handled. 
Previo's power mower exnerience preferred. Ad- 
dress Box A-288, care of Harnware Ace, 100 
East 42nd Street, New York 17, 4 














MWANUTFACTURER’S AGENTS OR TOR 
BERS COVERING hardware and portable tool 
antlets reeded for popular, well promoted line of 
high qualitv cirenlar saw blades, including the 
new & tooth Soafti-Cnt. 
11 wavs. Contact Western Saw Manufacturers. 
Tne.. 1840 W. Washington Blvd., Los Angeles 7 
California, 


the hlade that is hetter | 


N. £8. CUTLERY JOBBER AND IM. 
PORTER, with following and complete line, 
needs full-time energetic salesmen with car for 
each of these four territories: Maine—New Hamp- 
shire and Vermont—Western Massachusetts and 
Western Connecticut—Eastern Massachusetts, 
Rhode Island and Eastern Connecticut, Drawing 
account against commission. For interview ad- 
dress Box A-249, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. a 


SALESMAN: SELL _ COMPLETE LINE OF 
Household and Paint Brushes. Well established 
firm. State territory desired. Address Box A-193, 
care of Harpware Acez, 100 East 42nd Street, 
New York 17, . 2 


BUILDERS HARDWARE MANUFAC- 
TURER NEEDS MANUFACTURER’S repre 
sentatives in the following territories on a straight 
commission basis: New York State, Central Penn- 
sylvania, Kentucky, Montana. Skillman Hardware 
Manufacturing Company, Trenton 4, New Jersey. 











Business Opportunities 








FOR SALE—hardware and implement store 
in the Garden Spot of Colorado. Well estab- 
lished business handling complete line of hard 
ware. International Harvester farm equipment, 
trucks and refrigeration. Doing a large volume. 
Located in Northeast Colorado; County Seat 
town, population 2000. Large trade territory. 
Sell at inventory cost. Building may be frur- 
chased or rented. Good reason for selling. Write 
—Holyoke Implement Co., 237 Interocean Avenue, 
Holyoke, Colorado. 


FOR SALE: HARDWARE STORE, WELL 
ESTABLISHED, in a thriving Jersey Shore 
town. Clean stock. Will sell at invoice. Will also 
sell building, if desired. Living quarters included. 
Approximately $40,000 cash needed. Must be seen 
to be appreciated. Shown by appointment only. 
Owner desires to retire. No Brokers. Address Box 
A-277, care of Harpware Aceg, 100 East 42nd 
Street, New York 17, N. Y. 


CENTRAL PENNA., HARDWARE STORE. 
Best 10,000 population town in State. Modern 
2-story and basement building 30 x 150. Also 
handles variety store toys and home furnishing 
items. Sales $80.000. Building can be bought 
or leased. Owner has other interests. State Busi- 
ness Brokers, Dauphin Bldg., Harrisburg, Pa. 


HARDWARE BUSINESS FOR SALE IN 
Lewistown, Pennsylvania. Approximately $45.000 
inventory. real estate for sale or rent. Address 
Rox A-259, care of Harnware AGz, 100 East 
42nd Street, New York 17, N. Y 


SUNNY CALIFORNIA — OPPORTU NITY 
OF A lifetime. Hardware Store in the very best 
of locale in South Gate. Heart of Los Angeles 
ten miles, Price $12,590.00. Write Mr. George 
Michealis, 2466 East Slauson Avenue, Hunting- 
ton Park, California. 
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Classified Opportunities Section 








Accounts Wanted 


Accounts Wanted 


Positions Wanted 








FLORIDA 


MANUFACTURER'S AGENTS— ACTIVE FOL- 
LOWING — FREQUENT COVERAGE, COMM. 
BASIS—WILL GET DARN GOOD _ BUSINESS 
FOR TWO MORE HARDWARE LINES. WRITE 


KEN LAST & CO. 
2480 N. W. 20th St., MIAMI, FLORIDA 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia @ Detroit 
Cleveiand @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 





Write for further information and references. 











DON’T SELL THE SOUTHWEST SHORT! 
My territory warrants continual and extensive 
coverage, not one trip a year by a factory man. 
I am seeking one more reputable line for exclu- 
sive representation to a strong following of job- 
bers and chains throughout Texas, Oklahoma and 
Louisiana. Address Box A-287, care of Harp- 
ware Ace, 100 East 42nd Street, New York 17, 


N. 


ESTABLISHED MANUFACTURERS REP.- 
RESENTATIVE, TEXAS, LOUISIANA, Okla- 

a, Arkansas, wants major lines: Hardware, 
Heating, Appliances and Industrial. One divi- 
sion calls on all city, county, state, federal offi- 
cials and military installations. Martin-Smith Co., 
=~ Alamo National Bank Bldg., San Antonio, 
exas. 


SALESMAN CALLING ON HARDWARE 
WHOLESALER and mill supplies houses in 
New England States, New York and New Jersey 
States, can handle additional lines on a com- 
mission or salary basis. Address Box A-283, 
care of HARDWARE Fe 100 East 42nd Street; 
New York 17, N. Y. 


IOWA, KANSAS, MISSOURI AND NE- 
BRASKA coverage ‘available to Manufacturers 
distributing through jobbers with Hardware lines. 
Can allot ample time to a major volume line. 
Address—Wm. H. Petty, 1534 W. 12th Street, 
Des Moines 14, Iowa. 


~ MANUFACTURERS representative, New Or- 
leans resident, traveling southern territory, seeks 
additional lines for sale to wholesale hardw are, 
marine, mill supply, and plumbing houses, Par- 
ticularly interested in cordage, wire, fittings, 
pipe, nuts and bolts, etc. Address Box .86, care 
of Harpware AGe, 100 East 42nd Street, New 
wee 17, BF. 

WANTED, A GOOD LINE OR sideline to 
sell Paint, Hardware or Surplus Trade in De- 
troit and State of Michigan, over 25 years’ ex- 
perience. Address Box A-278, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 























MANUFACTURER’S AGENT, SERVING 
BOTH_JOBBERS AND DEALERS in Hard- 
ware, Garden and Building Supplies in New York 
and New Jersey, seeks one more line. Only good 
reputable manufacturers of quality lines consid- 
ered. References exchanged. Address Box A-237, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 


YOUNG, 





AGGRESSIVE, ESTABLISHED 
MANUFACTURERS’ REPRESENTATIVE, 
thoroughly covering automotive, hardware and 
industrial jobber outlets in Arizona, New Mexico 


and El Paso, Texas, wants lines. Guarantee no 
duplication of accounts. Can furnish best ref- 
erences. Only reputable manufacturers of qual- 


ity lines considered. Write—Walt Featherston, 
2506 East Earll Drive, Phoenix, Arizona. 





Positions Wanted 


REPRESENTATIVES’ OR SALES MAN- 
AGERS’ POSITION wanted. Experienced in 
manufacturing, distribution, merchandising, 1ur- 
chasing and coordinating all phases of har lw2re, 
plumbing, housewares, sporting goods, etc. Am 
free to travel. Young in age. Old in experience. 
Can exchange references or personal interview. 
Available early in September. Salary or commis- 
sion. Address Box A-279, care of HARDWARE 
AGe, 100 East 42nd Street, New York sei A 











YOUNG 
—4 years management experience in small retail 
housewares hardware store. This position in- 
cluded all phases of small retail store operations. 
Also, 2 years C.P.A, experience. Seeks re- 
sponsible position with future in reliable firm. 


Ambitious, dependable, exccllent references. Pre- 
fer N.Y.C. or surrounding vicinities. Address 
Box A-291, care of HARDWARE 100 East 


AGE, 


42nd Street, New York 17, N. Y 


VET, 24, COLLEGE GRADUATE 








EXPERIENCED WHOLESALE HARD 
WARE BUYER, ASSISTANT to president, 15 
years’ experience, age 39, desires purchasing po 
sition with wholesale hardware firm or hardware 
manufacturer. Can assume full responsibility. 


Address Box A-280, care of Harpware Ace, 100 


East 42nd Street, New York <i ee 
YORK CITY RETIRED MAN, broad 


hardware experience, eager to re-engage to work 
part or full time. Personable, educated, able. 
No project too large and none too small for care- 
ful consideration. Can I be useful to you? Ad- 








N E WwW 





dress Box 274, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 

SALES REPRESENTATIVE, 12 YEARS’ 
EXPERIENCE selling hardware jobbers and 


retailers in South and Southwest. Also jobbers of 
aper, groceries, wariety and sundries. 
eadquarters Memphis, cane. Age 39. 
Salary or draw Address Box A-213, care of 
Harpware Acz, 100 East 42nd Street, New 
York 17, bf —- 

HARDWARE MAN, AGE 36, MARRIED 
VETERAN. Five years experience selling gen- 
eral hardware. Can cut glass. Must change be- 
cause of health. Prefer along Atlantic coast to 








Florida. Now employed. Store selling only. 
Appreciate interview and try out. Address Box 
A-261, care of Harpware AGez, 100 East 42nd 
Street, New York 17, N. Y. 

POSITION WANTED IN THE PITTS- 


FIELD-ALBANY area by executive experienced 
in hardware retailing. Fully capable of assum- 
ing management responsibilities for hardware 
store or store handling other types of merchandise. 








Excellent references. Replies confidential. Address 
Box A-265, care of Harpware Acz, 100 East 
42nd Street, New York 17, N. Y. 
Help Wanted 
MANUFACTURERS DIRECT_REPRE- 


SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
or. straight commission. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade 
When writing, you may state all particulars in 
complete confidence. Address Box A-178, care of 
ee ea Acz, 100 East 42nd Street, New York 
fe . 








100 E, 42 St. 





news, more new merchandise descriptions than published 


by any other hardware magazine, and news of other hard- 


The Hardware Dealers’ Magazine 


Hardware dealers all over the country have discovered that 
it pays to keep your eyes on Harpware AGE for ideas and 
{ advice that mean more money in your pocket. Help on 


price control problems, new merchandising ideas, market 


ware people are just a few of the regular features of HARDWARE AGE that have caused more dealers to 


invest in subscriptions to Harpware AGE than to any other hardware magazine. 


HARDWARE AGE 


New York 17, N. Y. 
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he Cleveland Chain & Mfg Co. 





{ CHAIN FOR EVERY NEED 


Cleveland 5, Ohio 


ACP LEVELS 














© Most Complete Line in the Level Industry 
© Finest Construction, Precision and Eye-Appeal 
¢ Competitively Priced e Fully Guaranteed 


ECONOMAT Aluminum Levels—18", 24", 28", 30" 














Write For Catalog On EXACT & ECONOMAT Lines 











& W 


Worlds Largest M Aluminum ¢ 
EXACT LEVEL & TOOL | Ce Oe 
HIGH BRIDGE, NEW JERSEY 


d levels 


INC. 















FAST-SELLERS for Homes 


Hobby Shops, Forms, Carpentry, 
po ing Kits 





DRILLS va — 
am HOMEUTUTY — 

POLISHERS TOOL KITS 
BENCH STANDS 
GRINDERS ACCESSORIES 


Products of HOME-UTILITY Div., 
The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 


Order from your HOME-UTILITY Distributor 

















Your Jobber KNOWS! 


‘ C ce , 


Power Tool 
Accessories 


fer complete information 
write for cetaleg Ne. SOA 


Step” Pulleys 
MA 


li 


Bronze Bearing Pillow Blocks 


Multiple” Pulleys 


coN 


aie 
\@ g Collars ee 


‘Babbitt Bearing” Pillew Biocks 


CHICAGO 12, ILL 


Chicago DIE CASTING MFG. CO. 
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Proven Lawn Seed Program 
Tailor-Made for You! 


ghvers 





Complete sales kit, merchandising 
plan, dealer display rack and helps 
and eye catching packages backed by 
one of America’s largest and oldest 
seed houses. Write today for full de- 
tails and discounts, 


L. TEWELES SEED CO. 


Since 1865 Milwaukee 1, Wis. 











The most beautiful line of 
Household Brushes Ever! 


leg: 


QUALITY 
KELLOGG BRUSH MFG. CO., Westfield, Mass. 
























CHISELS OF HIGHEST QUALITY 


Long-lasting, fine cutting edges . . . socket butt, short socket 
firmer or short socket types... green plastic or hickory handles. 





y : 


TOOLS FOR CRAFTSMEN & 







Write for free 
GREENLEE 
Hand Too! Quick 


‘ Reference ye GRE NLEE 



















* Holds anything with a handle 
* No springs—lasts indefinitely 
* Supports extremely heavy weights 


The most convenient handle holder 
ever developed! No nail or hole in 
the handle required—holds any 
shape handle—practically any 
weight. Made of metal—goes up 
anywhere. Sell 4 at a time in 
sturdy, individual carton. Sells 
steadily all year for steady, easy 
profits. Packed in attractive dis- 








List price, 





4 4 play carton. 

. Order today, from... 
Carton of 
24 Boxes GARDEX INC. 
$12.00 Michigan City, Ind. 





























































83,979,514 


POTENTIAL CUSTOMERS 
EACH MONTH 

SEE THIS 

NATIONALLY 
ADVERTISED 


TANK BALL 


IN LOCAL NEWSPAPERS 
FROM COAST -TO-COAST. 


Mr. Dealer---are you getting your 
share of this lucrative business? 





THE WATERMASTER COMPANY 
NEW BRUNSWICK - - - NEW JERSEY 





Specify Power Products 
Roto-Power Engine | 


Only the Power Products Roto-Powe, | 
Engine gives you these advantages : 
20 pounds lighter for easier handling 
No lubrication problems — No oil 

checking — 

No oil changing. Simply mix oil 
with gasoline 

An easy pull starts it 

Sufficient speed for good cutting 
Clean as a whistle design 


POWER PRODUCTS CORPORATION 


Grafton, Wisconsin 


MEET us At 


si Bae 
BOOTH NO. 215 : 








nid REMEMBER AT HOME 
- FORGET IN YOUR STORE! ! 


LINOLEUM 


SEAM AND EDGE BINDING 
GET EXTRA SALES WITH S & W'S 
SELF-SELLING DISPLAY! 





INDIVIDUAL 
12-FT. CARTONS 


12 feet of pliant, sil- 
very zinc in each small 
box . . . pre-shaped, 
prepunched with nail 
holes . . . plus all nec- 
essary nails. Available 


also in brass, steel and ~ 


plastic in 75 ft. rolls. 


Many a repair job gets neglected 
because the home owner forgets 
to make a purchase while in your 
store ... and you lose an extra 
sale! Put the S & W linoleum seam 
and edge binding displays near 
your cash register and watch them 
empty out. No cutting...no meas- 
uring. The customer pockets the 
handy box. You ring up the salel 


WRITE FOR PRICES, LITERATURE, 














AND JOBBER INFORMATION 


S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 











HOLIDAY 
BUSINESS! 


Place Orders Now for 





ROLLER SKATES 
Make sure of your skate stock 
by ordering Speed Kings from 
your jobber right away. With 
Speed Kings you can be sure 
of a model for every market 
—no lost sales because you 
“don’t have what the customer 
wanted.” The line ranges from 
the world-famous ‘500 Mile” 
Speed King, with the one-year 
guarantee, to the inexpensive 
No. 550 beginner’s skate. See 
your jobber or write today for 
details. 


HUSTLER CORPORATION 
STERLING, ILLINOIS 


No. 600 
500-MILE SPEED KING 


GS ®@ 


No, 530 
HUSTLER SPECIAL 








SPEED KING 
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